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National Conference 
Of CPCU Society At 
New Orleans, Oct. 1-3 


About 600 Members to Attend 
Various Seminars on Many Phases 
of the Insurance Business 


SPEAKERS ARE ANNOUNCED 
Sessions Will Cover Economic 


Changes, Losses, Expenses, Adver- 
tising, Selling, Self Insurance 








Around 600 members of the Society of 
Chartered Property and Casualty Under- 
writers will attend the society’s 1958 
seminars October 1-3 at the Roosevelt 
Hotel in New Orleans. George V. Whit- 
ford, vice president of Reliance Insur- 
ance Co., Madison, Wis., seminars’ chair- 
man, said the over-all theme of the con- 
ference will be “Meeting the Challenge 
of Social and Economic Changes.” 

Robert W. French, director of the 
Port of New Orleans, will speak on 
“Management’s Challenge in Change” at 
the all-industry luncheon October 2, at 
which national conferment of the CPCL 
designation on 256 persons is scheduled. 
Dr. Harry J. Loman, dean, American 
Institute for Property and Liability Un- 
derwriters, Philadelphia, will award the 
diplomas. New officers will be elected 
October 3. 


Bursk and Davis on Program 


Two special guests, prominent in their 
fields, will address the conference. Dr. 
Edward C. Bursk, editor, the Harvard 
susiness Review, will present a paper 
on the “Origin and Nature of the Social 
and Economic Transition.” Shelby Cul- 
lom Davis, New York City investment 
analyst and former Deputy Insurance 
Commissioner of New York, will be a 
panelist in a discussion of the “Financial 
Aspects of Insurance Operations.” 

Seminars scheduled for the conference 
and their participants are: 

“Effects of Sociological and Economic 
Changes on the Insurance Business,” 
Dr. Kenneth Black, Jr., chairman, insur- 
ance department, Georgia State College, 
Atlanta; Daniel P. Kedzie, superintend- 
ent, education department, Continental 
Casualty, Chicago, and Leona Seldow, 
insurance broker, New York City, panel- 
ists, 

“Analysis of the Loss and Loss Ex- 
pense Portions of the Premium Dollar,” 
Bernard W. Moore, vice president, 
United Fire & Casualty, Cedar Rapids, 
la; Scott McIntyre, Jr., treasurer, 
United Fire; W. H. Erwin, executive 


(Continued on Page 33) 
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Jefferson 


INVESTMENT 


RECORD 


For more than 20 
years, Jefferson 
Standard has main- 
tained a position of 
leadership in its rate 
of earnings on invest- 
ed assets. Last year 
our net earned inter- 
est rate was 4.98% 


Represents The Jefferson Standard 


— 


Viandard 


Home Office: Greensboro, N.C. 








Officials To Weigh 
New CSO Table At 
Meeting Next Week 


J. T. Phillips, Chairman of Industry 
Advisory Committee, Meets With 
Commissioners at Minneapolis 


FIRST MEETING ON TABLE 


Commissioner Sheehan of Minn., 
Chr. of NAIC Subcommittee, Is 
Optimistic on Favorable Results 


St. Paul—The NAIC Sub-committee 
on Deficiency Reserves and Mortality 
Tables Review will meet in Minneapolis 
at the Leamington Hotel on September 
29 and 30 to consider the recommenda- 
tions of the Industry Advisory Com- 
mittee. * Cyril C. Sheehan, Minnesota 
Insurance Commissioner and chairman 
of the sub-committee, reports the Indus- 
try committee was asked to construct a 
new mortality table for the valuation 
of standard Ordinary insurance and to 
be used as a basis for determining the 
amount of extended Term insurance pro- 
vided as a non-forteiture benefit. The 
sub-committee meeting will be held in 
conjunction with the Zone 4 NAIC 
gathering. 








First Discussion of Table 


This meeting is the first general dis- 
cussion of the 1958 CSO Table con- 
structed by the Industry Advisory Com- 
mittee and which was designed to meet 
certain objections to Table X-17. 

Commissioner Sheehan indicated he 
has high hopes that the Minneapolis 
meeting will give all interested depart- 
mental and industry personnel an oppor- 
tunity to discuss every facet of this vital 
subject with a view to NAIC adoption 
in December, so that the various state 
legislatures will be able to consider the 
matter in their 1959 sessions. 

The Industry Committee, in submitting 
its report to the NAIC sub-committee, 
was in unanimous agreement on the need 
for a new mortality table to replace the 
1941 CSO. Their recommendation of the 
1958 CSO Table stated that it would be 
suitable as a basis for the valuation of 
standard Ordinary insurance and that it 
includes adequate margins at all ages 
for universal usage throughout the 
country. Further, the Industry Commit- 
tee was in agreement that as the mortal- 
ity experience of individual companies 


on extended Term Insurance varies con- 
siderably they should be permitted to 
calculate the present value of the ex- 
tended Term insurance benefit on the 
basis of any mortality table whose rates 
are not less than those of the 1958 CSO 
Table and not greater than those the 
1958 CSO-A Table specifies as a maxi- 
mum. basis. 


(Continued on Page 6) 
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Announcing the 1958-1959 advertising campaign 
of the INSTITUTE OF LIFE INSURANCE designed 


to develop a_public which is better informed 





e on the role of life insurance in family life. 


e on the operation of the life insurance 
business for the public good. 


e on the position of the life insurance 
business in the fight against inflation. 


Why we are taking three roads to reach our objective . . . 


Possibly the importance of the Co-operative Advertising pro- And yet, there is a common denominator that holds thei 
gram has never been greater than it will be over the coming __ together as securely as though they were one. For each hf 
year. as its objective the goal of placing favorable facts about 0 
business and our product before various segments of the pu 


Combined with the continuing necessity of giving the peo- 7 
8 Se Ah lal lic. Each does it by offering visible evidence of performanc 


ple of America a greater understanding of their life insurance, 
there is the current feeling that the basic facts about our busi- I think you will agree that it is a campaign which cann 
ness should be better known by everyone who owns or may help but add to the stature which life insurance already enjo 
own a life insurance policy. In addition, it is still an obligation the minds of so many millions of Americans. 


of the business to fight inflation. 
Thus, on these pages, you will find examples of the three 
roads—three different series of advertisements—to reach one “ 
res! 


destination: a better informed public. Tnstibiike cof bale lena 
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THE STORY BEHIND YOUR LIFE INSURANCE —No. # 


One way to measure 


a business 


—study its customers, 
one by one 


One useful way to measure the progress 
of a business is to consider its customers not 
as a group, but as individuals, and see how they 


by one. 


If you own life insurance, you'll be interested 
in how this works in our business. 


We deal in figures every day. And one of the 
most significant figures is that the average in- 
sured family today owns about $11,000 in life 


Less than two years’ income 
When you compare this with only $5,000 for 
each insured family just ten years ago, it looks 
as if American families have increased their 
protection materially. Yet today's figure of 
$11,000 intife insurance protection is the equiva- 


two years’ income. 


Many American families realize this, because 


uing to add to their protection. 


‘The growth of life insurance is burn of other 
things, too. For one, our expanding population 
has meant more and bigger families, and this in 
turn calls for more protection. 


man bought a small policy on his own life, to be 
paid out in one lump sum to his wife. Nowadays 
he thinks more in terms of using life insurance 
to provide his family with a steady income. And 
often that opens his eyes to the need for more 
of this protection. 


Meets other needs, too 


And people are buying life insurance to meet 
other needs as well . . . to provide an education 
for their children, to cover the mortgage on 
their home, or to arrange for income on retire- 
ment. Life insurance is more adaptable to fam- 
ily needs than it was years ago. 

When you add up the figures on the growth 
of our business, you find that 109 million Ameri- 
cans own $458 billions of life insurance. 


However, the figure to keep in mind in meas- 
uring the life insurance business is that all of 
this protection works out to about $11,000 per 
insured family. And that's the average. The vast 
mayority of insured families don't even have this 
much protection 


Institute of Life Insurance 


So much 
to be 
entrusted 
with... 


At first a parent's arms mark the 
boundaries of a child’s world. 
But as the months and years pass, 


he pushes back those limits to 


‘Then, too, people ure buying life insurance Central Source uf Informatiun abuut Life Insurance 
reach eagerly for toys to play 


differently these days. There was a time when a (ne MADISON AVENUE, NEW YORK 27 N ¥ 








we 





9sis with... for things to learn. 
iy A teddy bear, a ball, a new 
bt os book—each is a precious posses- 
i wit r “<< oi ae i ae 
More than 4 million “opinion leaders sion. But one of the greatest gifts 
will be reached by each of 13 factual is never found on the nursery 


‘ae ‘ floor. It’s tucked safely away. 
messages such as this in Time, News- wi ection pig 
s surance. Sufficien 
week, and U.S. News & World Report. life insurance is a parent's prom- 
ise of a full and happy youth for 
his child. It means that the child 
7 can choose his way of life when 





he is ready—with no need to take 
Ne on adult responsibilities too soon. 
: H to et a raise Life insurance—a couple of 
Z Ow £ sheets of crackly paper .. . yet 
? z . caught within its folds, the story 
as and not a rise of a child’s future. 


~ Institute oF Lire Insunance, 
488 Madison Ave.. New York 22,N.Y. 





out of your employer 


When someone's counting on you... 
YOU can count on life insurance. 








“ 
No wage is too high which is earned.” It’s only human for each of us to think he's work- 
We don't know who first made this statement, ing about as hard as he can, and that he's not getting 

but, in our book, seldom has so much been seid inso ‘his fair share on pay day. The thing to do when situ 

few words about so important a subject The trouble ations like this arise is to realize that if we want our 

| os this subject of the laborer being worthy of hus hire employers to put up more, we have to put ou! more 
, s become obscured mound 

° od, sp hai sads irae taiai A big cause of inflation 


One such word ie “productivity.” What does it Over the long haul, the productivity of employees 
mean? Webster defines “productivity” as “being should keep pace with wages and The 
productive . . . yielding or furnishing results, profits, (rouble starts when wages and salaries get out of line 
ve and get ahead of productivity. And when you have 
Slew dees bout? that, you have one of the big causes of inflation and 

é Seine Coan? rising prices, and « weakened dollar 
Crate cae re og? Ad hat nt hm in tn de imran 
ing conditions. And it's the duty of management to -«Dusiants, becouse we're the custodions of the dollars 
which millions of Americans have invested in life 














supply theme aids. te 
But greater productuity is also @ matter of attitude 
bring willing to work for a better living. When you come right down to it, we think most 
prople whe work for a luwing don’t want to go 


Every one of us who works for « living, whether life on @ gravy troin of unearned dollars. We think the 
at a lathe oF a desk, is paid for the degree of produc- querwhelming majority of the American people want 


570 daily newspapers in 400 cities will carry these warm, friendly “Good 


tivity we show at our work. If we want towarn more to earn more by deserving and producing more 
and that includes all of us—we have to increase ” . — . . . 

our own pretty ananiclice gamba imemstaned cos. Provider” messages. Every state is represented among the 50-million audience. 
What gets us off the track perhaps is that occa ing, he's got the whole world with him. - rm 

sionally we make @ pitch for greater earnings when “the mage fo tao tgs SAdiite'einiad.” 


let's not kid ourselves: it happens in all areas of 
business, menagement. he collar Institute of Life Insurance ‘ " 
SUCRE TEA Sn enisan tney Chins Ones iets li eens To demonstrate the part of life insurance in 


workers, outside workers, inside workers. 444 MADISON AVENUE, NEW YORK 22,N. ¥ 
the fight against inflation, advertisements like 
this will reach important segments of the public. 


Ne enamel ool the emt snMation me enages 











bginning in October in daily newspapers and weekly magazines 


about life insurance and the life insurance business. And to con- 
tinue life insurance leadership in the fight against inflation. should 
these pressures continue to mount, there will be a series of thought- 
erent approaches, each developed to present its particular ful messages alerting the public to the dangers of inflation. Both 
ie in the most effective way to millions of readers. of these new series will appear in full pages, with a total of 13 


0) 3 2 ae ee ; insertions. 
njow ne is already familiar to you—the “Good Provider” series which 


appeared in the Spring, The widespread public acceptance 
ch these advertisements received then is an indication of how 
I they portray the role of life insurance, in family life. Fifteen 
e of these messages are scheduled for insertion in daily news- 


ers heginning October 13. Institute of Life Insurance 


side 
ural! WO new series will also start this Fall in Time, Newsweek and Central Source of Information about Life Insurance 
. News & World Report. One is designed to present vital facts 488 MADISON AVENUE, NEW YORK 22, N. Y. 


the 


1 hifing the coming year you will see not just one, but three series 
t offdvertisements sponsored by the Institute of Life Insurance. 
ual three are directed towards a single goal. They are simply 


anc 


As in the past, reprints of each advertisement will be available, 
without cost, to life insurance companies and their agents. 
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Everett H. Lane New President of LOMA — 


President of Boston Mutual Life Succeeds Peter McDonald; 
Charles H. Bader 1st Vice President; Merrill R. Tabor 
2nd Vice President; Full Program of Events at 
Atlantic City Conference 


Chase Ltd. Photo 
CHARLES H. BADER 


At the annual business meeting of Life 
Office Management Association held on 
September 23 at the 35th Annual Con- 
ference, Chalfonte-Haddon Hall, Atlan- 
tic City, N. J., September 22 - 24, Everett 
H. Lane, president, Boston Mutual Life, 
was elected president for the 1958-59 As- 
sociation Year, succeeding Peter Mc- 
Donald, vice president and _ secretary, 
Crown Life. Mr. Lane served as first 
vice president last year. 

Charles H. Bader, administrative vice 
president, Interstate Life and Accident, 
was elected first vice president, and Mer- 
rill R. Tabor, vice president and secre- 
tary, Berkshire Life, was elected second 
vice president. Mr. Tabor served as 
chairman of the 1958 Annual Conference 
Committee, which formulated the pro- 
gram for the Atlantic City meetings. 
Mr. Bader served as second vice presi- 
dent during the association year just 
concluded. 

Three new directors were also elected 
to serve for three years. They are: 
Sterling T. Tooker, second vice presi- 
dent, Travelers; H. G. Bartholdi, second 
vice president and comptroller, Minne- 
sota Mutual Life; and John C. Timmer- 
mann, second vice president, Ordinary 
and Industrial insurance, Metropolitan 
Life. 

An imposing list of speakers and 
panel members, each an authority in his 
field, covered a wide range of subjects 
pertaining to modern management meth- 
ods during the three-day period of the 
annual conference. Included in_ the 
agenda were electronics, public relations, 
personnel problems, forms and systems 
for handling Family Plan policies, me- 
chanization of policy issue, work simpli- 
fication, as well as other subjects equally 
important to the functioning of a life 
insurance company. 


President McDonald on Assets 


Following the Invocation by Reverend 
John W. Erwin, pastor, First Baptist 
Church, Atlantic City, the Conference 
held its first general session on Monday, 
September 22, with Merrill R. Tabor 
serving as general chairman. “Our Great- 
est Asset” was the subject of the presi- 
dential address by Peter McDonald. 

“The physical assets of the life insur- 
ence industry are substantial,” Mr. Mc- 
Donald said, “and we count them with 
justifiable pride. The Life Office Man- 
agement Association counts less tangible 


MERRILL R. TABOR 


assets with even greater pride—our staffs 
of trained, loyal employes, and our im- 
proved systems and techniques. Our 
appreciation of the value inherent in 
efficient but humanitarian personnel ad- 
ministration, in the science of company 
organization, and in the_ progressive 
extension of the study of office methods, 
is fundamental to our aim to improve 
management. The interest and partici- 
pation in these various committees and 
at this conference is an indication of 
our conviction that these studies are of 
the utmost importance. 

“These intangible assets are the prime 
concern of this Association, and the 
condition of these assets in our individ- 
ual companies is the prime concern of 
that part of management represented in 
the Association. 

“The agency associations of our com- 
panies may stress even more the asset 
that is represented by a strong and 
healthy agency organization. Certainly 
we cannot measure one such _ asset 
against another. Each part of the body 
supports the rest, and the health of 
each is affected by the health of the 
others. That we accept this principle 
is evident in our concern for balanced 
company organization. 

“But there is one asset so intangible 
that it is seldom counted as such, with- 
out which our other assets would wither 
and disappear. That asset is the im- 
plicit faith and trust that is inherent in 
the public appraisal of the life insur- 
ance industry in the United States and 
Canada, and the high esteem in which 
the industry is held throughout the 
world. This is our greatest asset and the 
one, above all others, which must be pre- 
served and developed.” 

He went on to say that goodwill is a 
familiar item in a non-insurance balance 
sheet, and if you were to purchase some 
businesses, the value of this asset would 
be a substantial part of the purchase 
price. How fantistically large would be 
the aggregate of the goodwill items that 
might be included in the balance sheets 
of all the life companies. 


Boston Lawyer Speaker 


The second speaker at the first gen 
eral session was Edward B. Hanify, part: 
ner in the Boston law firm of Ropes, 
Gray, Best, Coolidge and Rugg, and a 
director of John Hancock Mutual Life. 
He spoke on the subject, “Leadership— 
An Exalted Trust.” Tracing the history 


i 


of leadership, Mr. Hanify said that for 
many years the personality of the leader 
himself monopolized the stage. Today, 
however, leadership is based on service. 

“Today,” Mr. Hanify told his audience, 
“Wwe appraise the qualities of leadership, 
not in terms of fictitious indicia of pre- 
ternatural power or mystical personality 
traits, but in terms of the leader’s effec- 
tive service to his followers. Leadership 
is not the manipulation of individuals as 
cogs in a machine. It is the encourage- 
nent and stimulation of the creativeness, 
the energies and the potentialities of 
individaul human beings.” 

Mr. Hanify maintained that the most 
challenging task of leadership is educa- 
tion. He said that the notion of the 
leader as a teacher at first blush seems 
novel. But the faculty of being able to 
educate and the ability to lead are very 
closely related. 

“One of the high functions of lead- 
ership is to translate the goal of an or- 
ganization into such concrete and stimu- 
lating terms that those who are led 
will. not only perceive the validity of the 
group objective for the organization as 
a whole, but also see in its accomplish- 
ment a way of honorable self-fulfill- 
ment.” 


Schuyler D. Hoslett 


Whether to use inside or outside man- 
zgement development courses was dis- 
cussed by Schuyler D. Hoslett, vice pres- 
ident, the Reuben H. Donnelley Corp., 
the third speaker at the first general 
session. 

“The question raised by the title of 
this talk, ‘Management Development 
Courses: Inside or Outside?’ is not an 
either/or matter,” Mr. Hoslett said at 
the start. “Rather, the determination 
depends upon seven factors, each of 
which suggests its own answers.” 

He went on to cover the factors as: 
1, The number of people who take or 
should take, a course. 2. The relative 
value of having a larger number of per- 
sons, at several or all levels of manage- 
ment, take an inside course versus a 
smaller number of persons at one or 
few levels, take an outside course. 3. The 
relative costs of inside versus outside 
courses. 4. Timing. 5. The objective, 
and therefore the content, of the course. 
6. The level or levels of management to 
be “educated.” 7. The relative ability 
of inside versus outside personnel to set 
up and administer a high quality, soundly 
based, stimulating course which is likely 
to achieve its objective. 

Mr. Hoslett discussed the characteris- 
tics of the quality inside course and the 
use of the outside course. In concluding 
his address, he said that very little has 
been done and perhaps relatively little 
can be done, on getting an objective 
measurement of results. However, each 
participant should be expected to set 
some specific objectives for improvement 
and to follow through, whether an inside 
or outside course has been undertaken. 


Put on Play by Eastman 

At one of the two concurrent sessions 
on Monday afternoon, September 22, the 
chairman of the LOMA personnel ad- 
ministration committee, Guy B. Phillips, 
Jr., secretary, Jefferson Standard Life. 
served as chairman. “The Structure of 
a Personnel Problem,” written by Wil- 
liam H. Eastman, personnel director, 
John Hancock Mutual Life, was pre- 
sented in dramatic form, with a nice 
touch of humor. 

On a stage without scenery, 23 actors, 
many of them members of the personnel 
administration committee, put on a high- 
ly interesting and informative series of 
episodes showing that personnel’ prob- 
lems; like icebergs, have their visible, 
or surface aspects and their subsurface 
aspects, 

_ When the play started, the stage set- 
ting was the office of a personnel direc- 
tor, faced with a problem involving mis- 
understandings brought about when sal- 
ary increases are denied to two employes 
who are are at the maximum of their 
salary ranges. As the drama rolled along, 
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Waid Studio 
EVERETT H. LANE 


Everett H. Lane’s Career "72" 
Everett H. Lane is a native of Bostor 
He attended Boston Latin School an 
graduated from Harvard College, Cla 
of 1924, and Harvard Law School in 19, 
Following graduation, he practiced la 
with his twin brother and father in th 
firm of Lane and Lane. His father, t 
late Judge Lane, had been for 26 year 
associate counsel for the Boston Mutu 
Life. In 1936 Mr. Lane took a speci 
legal assignment from Boston Mutw 
and in 1937 became assistant to the pre: 
ident. He was elected assistant secr 
tary and treasurer in 1940 and became Mr. ! 
member of the board of directors #puembers 
1945. In August of 1945 he was electeg!n numb 
secretary and treasurer and in April ber of ¢ 
1948 became executive vice president. | Institute 
November of 1953 he was elected presi levels du 
dent of the Boston Mutual and _ ha rhe 
served in that capacity since that date LOMA « 
He is a member of the Massachusetige"y One 
and Federal Bars, the Boston Bar Assqg'¢S O! ¢ 
ciation, the Newcomen Society, Har MacDon; 


vard Varsity Club, and Harvard Clu fact that 
of Boston, people 01 
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the personnel director presented or theedan 
highly realistic episodes how the pro “When 
lem was related to salary administratiog, . . “ores 
training, hiring, communication, and ¢ bey Fo 
operation of the personnel and planni ali ian 
departments. ol forn 
The cast of characters, the actors an nrteches 
their company affiliation follows: sittomatic 
Narrator—William H, Eastman, Joh.) ‘eo 
Hancock; Personnel Director — Hen 0 hy 
Dawes, Connecticut General; His Seer LOM 4 
tary—Betty Reid Lawson, Colonial Life@-* 
Underwriting Supervisor—Dean E. Cogs 
well, New England Life; Executive Vig 
President—G. Egerton Brown, Sun Lif 
Assur.; Assistant Personnel Director 
William M. Noland, Equitable Society 
Actuary—Tom J. Gorham, Home Lil 
(N. Y.); Controller—Sterling T. Tooke 
Travelers; Vice President — Harry 
Archey, Jr., Fidelity Mutual; Mabel 
Anne McGrath, United States Lif¢ 
a gd Me oe H. Voelker, Balt 
more Life; Division Manager—Guy | . 
Phillips, Jr., Jefferson Standard; Direg op , 
tor of Planning—Lloyd M. Dalgliesii),, Bert 
London Life; Planning Assistant—Wi),,, cane 
liam Ahrens, Northwestern  Mutuaiioy, md 
Messenger— Dorothy B. Goldsmit§,s° 4; ds 
Guardian Life; Section Head-—John My... ioe 
Sanning, Ohio National; Checker—Doghy,,.,. Of 
othy Pfeiffer, Mutual Of New YorMong ine , 
Section Head—Joseph H. Rowden, Litfauaiy Fun 
coln National; Employment Managetf# Jy conc 
James Greenwood, Massachusetts MMGrowih 
tual; Exit Interviewer—Ray E. Casse lexity—b 
Bankers Life; Counseling Interviewerffit a1.” unp; 
Edward A. Robie, Equitable Societlyiqy. pa 
Senior Clerk—Paul L. Mitzner, Stalfinsurance 
Farm; Employment Interviewer —Mployes wh 
Burt Knauft, Aetna Life. vent new | 
Industrial Insurance Panel Imaginative 


to the f 
The second concurrent afternoon se¥of jjf, oo 


sion on the opening day was devoted ! (Cc 
industrial insurance, with J. W.-O’Co! 
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Life Office Management Association At Atlantic City 





mor, second vice president, John Han- 
ock, acting as chairman. There was a 
pane! discussion of some aspects of me- 
hanization of debit insurance proce- 
dures. " 7 

John T. Hoyt, third vice president, In- 
Insurance, Metropolitan Life, 
as moderator. The panelists included T. 
R, Ryerson, administrative assistant, 
etropolitan Life; on “Key Punching 
Tersus Mark Sensing—An Evaluation of 
heir Respective Merits.” He was fol- 
lowed by Robert Williams, assistant gen- 
eral manager, Univac Operations, Life 
and Casualty, who covered debit regis- 
ers, commissions and reports by Univac. 
he panel member, Charles Orr, chief 
rogrammer, National Life and Accident, 
iscussed, “Integrated Data Processing 
of Debit Business in a Combination 
ompany.” 

At the conclusion of the panel ses- 
sion, a general discussion took place 
covering current trends affecting the na- 
ure of debit business; settlements and 
ther policyholder services; policy rec- 
yds and agents’ registers, and agents’ 
accounting. 


anaging Director MacDonald’s Report 


Following the election of officers and 
irectors for the 1958-59 Association year 
nt the annual business meeting on 
uesday morning, September 23, Roy A. 
facDonald, managing director of LOMA 
eported on the progress anl acccm- 
jlishments of the Association during the 
ast year. He paid tribute to the work 
of the officers, directors and committee 
nembers, without whose help, he said, 
he results achieved since he took office 
mn October 1, 1957, would have been 


Jempossible. 


reported company 
record high of 345. 
In number of students enrolled and num- 
ber of examinations taken, the LOMA 
Institute activities had also rezched new 


Mr. MacDonald 


@levels during the past year. 


“The success and reputation which 


MLOMA enjoys does not come from what 


any one person does or from the activi- 
ties of any one particular group,” Mr. 
MacDonald said, “but rather from the 


jafact that year in and year out, many 


people on the staffs of member compa- 
nies in the United States and Canada 
vork together—I think the results speak 
for themselves. 

“When one stops to think about what 


has happened in the life insurance indus- 


msome of 


try during the past few years the over- 
all picture is very impressive. We have 
new forms of protection, new sales ap- 
proaches, the preauthorized check plan, 


automation and electronics, to mention 


only a few noteworthy developments. 
“It is tremendously important that 

LOMA keep ahead of this parade of 
rogress,” Mr. MacDonald continued. “It 


7 gis not enough that we keep up with it— 
“jawe must keep ahead of it. 


This Asso- 


clation can no more stay with the old 


-. mWays of doing business than its member 
“Ssaacompanies can. 


We must, and we do, 
keep looking for improved methods and 
new techniques which will help us and 
you do a better and more efficient job 
at a lower net cost, if possible.” 

Mr. MacDonald went on to discuss 
the accomplishments of the 
standing committees during the year, as 


fell as plans for the future, Turning to 


the regional planning committees, he said 
lat their activities had continued at a 
high rate during the year, with a total 
of 43 meetings. Two planning reports 
vere completed, one on “Simplified 
ome Office Mortgage Loan Account,” 
and the other, “Evaluation of Internal 
Audit Functions.” 
ii concluding, Mr. MacDonald said, 
Growth and development bring com- 
plexity—but general growth brings with 
t an unparalleled opportunity for indi- 


‘avidual growth. More than ever, the life 


q@nsurance business must look for em- 


Ployes who can research, explore, and in- 


vent new methods and techniques. The 
Imaginative, inquiring mind is as _ vital 


gto the future growth and development 
of life insurance business as it is to the 
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Public Relations in Office Management 


By Ciirrorp B. REEvEs 


Vice President for Public Relations 
Mutual Of New York 
Because of the broad, general nature of Mr. Reeves’ address before the LOMA 


Conference in Atlantic City this week and the fact that he is an outstanding authority 
on public relations in the insurance business, the paper is reproduced in its entirety. 


I was very pleased that the Life Office 
Management Association would ask a 
public relations man to talk at its annual 
meeting. It cheers me to know. that 
operating people like yourselves recog- 
nize today that there are important 
public relations considerations in your 
branches of our business. 

First, let me define public relations 
for you, so that we are all thinking and 
talking about the same concepts. There 
are many definitions of public relations, 
but the one I like best is this: “A process 
of finding out what the public likes about 
your business and doing as much of 
that as you can, and finding out what 
the public does not like about your 
business and doing as little of that as 
possible.” 

Public relations has also been defined 
as “living a good corporate life and 
making certain that you get credit for 
it.” But no matter how it is defined, 
public relations is a philosophy of man- 
agement. It is based on a willingness 
to recognize the public interest, and to 
operate in line with sound public poli- 
cies, on the theory that what is good for 
the public will generally Be good for 
your business in the long run. Sound 
public relations also requires a willing- 
ness to operate a business under a policy 
of complete public disclosure, that is, 
to recognize the right of the press and 
the public to information about your 
business. 

I submit that the day is gone when a 
business enterprise of any importance 
can be operated solely in the vacuum 
of its own immediate self-interest, with- 
out any regard for its impact on other 
elements in the community, the economy 
and society in general. 

In any successful program of public 
relations it is essential that all members 
of the organization take part. The 
philosophy of sound public relations and 
the recognition of its importance must 
permeate every phase of a company’s 
operations. It is not a thing that you 
can delegate to a few people and then 
forget. Everyone must live it every 
day! 

The purpose of sound public relations, 
of course, is to build good will for an 
organization, thus avoiding public mis- 
understanding or criticism, and thus im- 
proving the climate for successful sales 
and service. So it is not “soft-headed- 
ness,” as some critics have said in the 
past. It’s “good business.” 


Importance To Life. Insurance 


In a business like life insurance, public 
relations are far*.more important to 
success than in most other types of 
business. For example, when.a man buys 
a 50-cent tube of toothpaste, he may not 
be greatly concerned with the character 
of the people or organization that make 
it. He does not risk much money in 
entering into the purchase, and there is 
no question of continuing service in- 
volved. If he likes the taste of the 
dentifrice, that’s all that is necessary. 

In contrast to that, however, we in our 
business ask an individual to deposit 
thousands of dollars of his hard-earned 
savings with us over a long period of 
years. Then we ask him to entrust the 
financial security of his family to us, 
at a time when he may not even be here 
to check up on our performance. And 
the service involved in a transaction with 


Matar Studio 
CLIFFORD B. REEVES 


us may run over a period of 50 years 
or longer. 

Can you think of any business in 
which the buyer must be more convinced 
of the reputation, character, efficiency 
and integrity of a company? 

Many people think of public relations 
primarily as a publicity job. Publicity 
does, of course, play a part in it, but 
only one part. Any sound job of public 
relations must comprise three basic 
parts: 

The first part is to determine the 
public’s preferences. 

The second part is to adjust operations 
and procedures to meet those prefer- 
ences, in so far as it is feasible to do 
so. 
And the third part of the job is to 
tell that story of improved operation in 
the public interest back to various 
publics by every possible method. 

In discussing public relations as ap- 
plied to the life insurance business, I 
hope you will excuse me if I refer 
occasionally to my own experiences. 


What Opinion Studies Show 


Opinion studies show that the average 
policyholder gains much of his impres- 
sion of a life insurance company through 
the service that he receives from the 
home office during the life of his policy. 
This factor of good will, built through 
continuing service is growing more im- 
portant all the time. There are now 
more than 110 million policyholders in 
this country. This means that a larger 
percentage of total sales than ever before 
will have to be made to repeat customers. 


A recognition of this is focussing in-’ 


creased attention on all aspects of policy- 
holder relations and service — on the 


theory that customers must be served 


well if they are to buy again. 

Opinion studies also show that too 
many policyholders feel they do not have 
sufficient contact with their life insur- 
ance companies, particularly with the 
home office. A typical comment is the 
following: “They never send me any- 
thing but bills for my premiums, and 
even then the premium notice does not 
even say ‘please.’ It just tells me what 


; | i ° 
awful things will’ happen if 1 do not 
pay.” ; 

Opinion studies among life insurance 
policyholders also show that one of their 
greatest complaints is the use of tech- 
nical language. “I write you’ a simple 
question about my policy,” the_ policy- 
holder says, “and you send me back a 
three-page letter that is so complicated 
I have to take it to my lawyer to find 
out what it means. Why can’t you say 
these things in simple language that 
people can understand?” That’s a good 
question. 


Use of Technical Jargon 


Every business tends to develop a 
technical jargon of its own—a kind of 
verbal shorthand that is very useful in 
communicating with other people in the 
same business. But it’s Greek to. the 
public, and ‘should be carefully avoided 
in all public communications. I call it 
baffle-gab. 

So-called experts seem never to use 
a one-syllable word if a_ five-syllable 
synonym can be found. I recall a verse 
on this point that reads as follows: 


“An expert is a fellow who 

Can take what we already knew 
And so expound it and expand it 
That no one else can understand it. 


” 


For example, if you give an expert or 
a technician a simple statement like: 
“People -who live in glass houses 
shouldn’t throw stones,”—he will rewrite 
it for you, and it~will come* out like 
this: “Individuals who are domiciled in 
vitroeous structures of patent fragibility 
should, on no account, employ petrous 
formations as projectiles.” 

If in your letters and other communi- 
cations with policyholders you use such 
technical jawbreakers as—non-forfeiture 
provisions, optional modes of settlements, 
supplementary contracts with no life 
contingency, commuted values, contest- 
able period, deposit liabilities, exclusion 
clauses, non-amortizable securities, ad- 
mitted assets and non-ledger assets, do 
you think the policyholder knows what 
you are talking about? 

I urge you never to forget that the 
purpose of language is to transmit ideas 
clearly. And it is a fundamental prin- 
ciple of human nature that people mis- 
trust what they cannot understand—- 
particularly if an important financial 
transaction is involved. 


Ten Practical Ideas 


I know you will agree with me that 
operating and service matters lie at the 
very heart of good public relations. And 
that brings us squarely to the question 
of what operating and office management 
people can do specifically to develop 
good public relations for their com- 
panies. I'll try to give you 10 practical 
ideas. 

1. Employe Morale. The first step in 
developing good policyholder relations 
is to indoctrinate all operating people 
on the importance of good public rela- 
tions and superior service to policy- 
holders. If you, in your executive capa- 
cities, say it is important, they are more 
likely to give it the attention it deserves. 

2. Internal Communications. I urge you 
to take a good hard look at internal 
communications in your company, be- 
cause people at the operating level can- 
not do a satisfactory job, unless policy 
decisions, operating instructions and 
other necessary information flow down 
to them in proper form at the proper 
time. It is one thing to establish sound 
policies, but such policies must be clearly 
understood by the people who have to 
make them work. 

When information and_ instructions 
have to pass four or five levels of organi- 
zation, there is likely to be serious dilu- 
tion and distortion. It is a little like 
a parlor game that children play. They 
sit in a semi-circle, and the person at 
one end whispers something into the ear 
of the individual next to him. It is 
transmitted from one to the other. in 


(Continued on Page 20) 
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There is a TAILOR-MADE life insur- 
ance plan to fit the needs of your most 
exacting clients in CANADA LIFE’S com- 
plete and modern policy series. We have 
a wide range of plans that are low-cost, 
highly competitive, and easy-to-sell. Why 
not call me today and let me tell you 
about them? 


GERALD ROSNER, Agency Supervisor 


MATT JAFFE 


ASSOCIATES, LTD. 


431 5th Ave., N. Y. C. MU. 4-5779 


General Agents 


~ CANADA LIFE 


C7 flssurance Company 








NEW PRUDENTIAL OFFICE 
Ground Broken for $3 Million Building 


To House Company’s Mainland 
Office in Linwood, N. J. 

Carrol M. Shanks, president of The 
Prudential, recently broke ground in 
Linwood, N. J., for a $3 million building, 
to house the company’s Mainland office. 
This office, a part of the southern New 
Jersey region, processes loan, surrender, 
and dividend disbursements under debit 
policies for metropolitan New York, 
Long Island, New Jersey, Pennsylvania, 
Delaware, Maryland, and Washington, 
2 i. 

Over 700 persons attended the cere- 
mony, among them state officials, area 
civic leaders, and the entire staff of 
the Mainland office, some 400 persons 
now at work in temporary quarters in 
Somers Point and Pleasantville. 

he building will be completed in late 
1959, and will eventually employ 1,000 
persons. The Mainland operation is 
headed by George E. Meagher, associate 
general manager. 

Prudential’s southern New Jersey re- 
gion was established early in 1957, to 
handle major clerical functions then per- 
formed in the Newark home office. 

The Mainland office is one of the two 
offices comprising it. The other, the 
Tri-City Office, employs 600 persons in 





a $1 million building at Millville, to be 
dedicated soon. 
Frank Grad and Sons, New Jersey 


architects, designed both buildings, each 
of which received an award for “Excel- 
lence of Design” from the New Jersey 
Chapter of the American Institute of 
Architects. 





Midland Mutual Holds 


Programming Seminar 


A seminar on the techniques of pro- 
gram selling was held September 17-19 
at the home office of Midland Mutual 
Life. Representatives from six general 
agencies took part in a concentrated 
discussion and demonstration of Midland 
Mutual’s “Full Circle of Security” per- 
sonal insurance programming service. 
Serving as moderator was E. R. Dare, 
CLU, director of education and agency 
finance. 





THE LEE NASHEM AGENCY 


“The Major League Agency” 


#1 in the U. S. A. of all 83 
General Agencies both for July 
and August, 1958. 


JULY Paid Production $2,613,000 

AUGUST Paid Production $2,049, ‘000 

8 Months 1958 Paid For Production 
$11,550,000 


Why not use our ideas 
to get more business? 








NASHEM AGENCY 


110 East 42nd Street 
New York |7, N. Y. 


LEE 





Sun Life of America 
General Agents Meeting 


The annual General Agents’ meeting 
of Sun Life of America was held in 
Baltimore recently. President Stanford 
Z. Rothschild presented the President’s 
Cup to Bernard and Benedict Rosenberg 
of Baltimore, who won this award for 
the second year. Twelve agencies re- 
ceived special certificates for their sales 
accomplishments during President’s 
Month, which was the largest single 
month in the history of the Sun Life 
general agency division. 

Bertram A. Frank, CLU, director of 
general agencies, emphasized to the 
group the importance of keeping alert 
to the many and rapid changes within 
the industry today. Alert not only in 
knowledge and salesmanship, but alert 
in supplying the most modern coverages 
in today’s market. He pledged the com- 
pany’s cooperation in keeping alert of 
the changing conditions, but stressed 
the thought that this is the time for 
increased effort along the old established 
line of “need” rather than “gimmick” 
selling. In addition to the new _mer- 
chandising ideas presented, Vice Presi- 
dent and Actuary A. Kenigson announced 
an overall reduction of premium rates 
on all Term policies and on many other 
special contracts. He also announced a 
new family plan policy which includes 
a special conversion privilege enabling 
the wiie to get permanent insurance on 
her life when her insurance would norm- 
ally expire at her husband’s age 65. 
At the end of the first eight months 
of 1958, Sun Life general agency divi- 
sion is 17% ahead of 1957 and anticipates 
a record attendance at its Miami Beach 
convention, which will be held next May. 


New Agents Play Big 
Role In Record Sales 

MASSACHUSETTS MUT. REPORTS 

H. 





Executive Vice President Charles 
Schaaff Says Full-Time Agents 
Were Increased 150% Over ’57 





Massachusetts Mutual Life added 275 
full-time field representatives during the 
first eight months of 1958 bringing the 


field force to a total 1,715 full-time 
agents, making a gain of more than 
150% over the number of new agents 


during the same period of last year, it 
is reported by Charles H. Schaaff, CLU, 

Agents who have recently joined the 
company wrote a record percentage of 
its total ordinary business. The com- 
pany attributed this development to con- 
tinuing improvements made in selecting 
and preparing new agents for their work 
in the field. Increased production results 
of new agents were also credited to im- 
proved merchandising techniques, better 
sales plans and stepped-up advertising 
and sales promotion support for the field 
force. 

Combined Ordinary production for 
first and second-year men accounted for 
244% of the company’s $468,063,915 
Ordinary volume during the first 6 
months of the year. Massachusetts Mu- 
tual agents in their first contract year 
accounted for 14.8% of total volume, 
those in their second contract year 
delivered 9.4% of the company’s total 
Ordinary production. 

Los Angeles, Calif., Houston, Texas. 
Syracuse, N. Y., and Fresno, Calif., led 
the company’s list of agencies in which 
new agents achieved the highest per- 
centage of total production. 





Speakers For Institute 


Home Office Underwriters 


Charles A. Will, president of the In- 
stitute of Home Office Underwriters, has 
announced the program for the annual 
convention November 19 - 21, at the 
Hollywood Beach Hotel, Hollywood, Fla. 

In addition to the presidential address 
by Mr. Will, speakers will include J. 
Edwin Larson, Florida Insurance Com- 
missioner; Malcolm D. Thomas, assistant 
vice president, Republic National Life, 
Dallas; Dr. E. B. Williams, vice presi- 
dent and medical director, Wisconsin 
National Life; and J. H. McCary, III, 
vice president, Southern Life and Health, 
Birmingham, Ala. 

There will also be room hopping ses- 
sions and several panels, all of which 
will cover topics of interest to home 
office underwriters, 





FRANK McCAFFREY 





WUTUALZ LIFE INSURANCE COMPANY 
SOsTOR, watescunre-Te 


Jan tek. 


Ask M. L. CAMPS AGENCY 


about 


JOHN HANCOCK’S 


NEW FIVE YEAR RENEWABLE TERM POLICY 
RENEWABLE TO AGE 65 


NEW ONE PARENT FAMILY POLICY ISSUED AT 
AGES 18 TO 55 


Cull us for Dull Sn formation 


ABE EISEN, C.L.U. 
OXford 7-2121 
800 SECOND AVE. (at 42nd St.) NEW YORK 


LARRY CAMPS 








Equitable Society’s 
Novel Executive Pos 


ROTATING ASST. TO PRESIDEN 


William M. Noland, First Appointee, { 
Hold Job 12 to 18 Months as 
Executive Training 








Equitable Society has established 
new executive position, assistant to tl 
president, with the novel feature th; 
it will be filled on a rotation basis | 
individuals selected from various li 
and staff departments, it is announce 
by President James F. Oates, Jr. Aftd 
completing his assignment the individu 


WILLIAM M. NOLAND 


will normally return to his former posi 
tion. 

First appointee is William M. Nolan 
currently manager of the Salary Admin 
istration division of the Society’s per 
sonnel department. He will be tran 
ferred to Mr. Oates’ staff Oct. 1. | 
a statement the Society says: “Whil 
primarily a training position, the jo 
of assistant to the president is designe 
to serve the dual purpose of providin 
the incumbent with the broad experienc 
obtainable in the president’s office whil 
providing assistance to the chief exect 
tive himself.” 

Mr. Noland, a native of Kentucky, ha 
been with Equitable Society since 193 
He is a graduate of Centre College, wher 
he majored in economics and mathe 
matics. The new appointee is a Cha 
tered Life Underwriter, a trustee of th 
Equitable CLU Association and a mem 
ber of the New York Alumni organizé 
tion of Industrial Relations Counselor 
Service, Inc. Mr. Noland is also secretar 
of the Salary Administration Sub-com 
mittee of LOMA and a director 
Equitable’s Credit Union. Mr. Nolan 
served in the Air Force from Decembe 
1941 to June 1946 attaining the rank ¢ 
major. He is currently a lieutena! 
colonel in the Air Force Reserve. 


New CSO Table 


(Continued from Page 1) 





Members of Industry Committee 

James T. Phillips is chairman of t 
Industry Advisory Group and _ include 
among the members of his committee @ 
representatives of all types and kind 
of life insurers from all regions of th 
country. The full membership is: 

Richard L. Glazier, Life Co. of Vi 
ginia; Victor E. Henningsen, Nort 
western Mutual Life; James E. Hoskin 
The Travelers; James F. MacLeat 
Bankers Life of Nebraska; Frank 
Oshlo, Girard Life; Clarence H. Tooke} 
Occidental of Calif. ; Bert A. Wintel 
The Prudential; Charles M. Sternhel 
New York Life. 
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Guardian to Remain at 
Its Union Square Site 


N. Y. DEPARTMENT APPROVES 


Announcement by Chairman McLain at 
Press Conference; Had Explored 
Other Possibilities 





After exploring possibilities of building 
anew home office outside of the Greater 
New York area, and giving considerable 
attention to this, the Guardian Life In- 
surance Co. of America has decided not 
to move. It will continue to conduct its 
home office operations in the Union 
Square section of the city where it has 
been for years. It has received approval 
from the New York State Insurance De- 
partment to modernize its present home 
office building at 50 Union Square and 
construct an annex that will provide ap- 
proximately 68,000 square feet initially. 
The announcement was made by James 
A McLain, chairman of the Guardian’s 
board, at a press conference Monday 
in Manhattan Club. 


Great Development in Area 


One of the major reasons for remain- 
ing in the Union Square area is the 
trenendous development in real estate, 
building and apartment house construc- 
tion and opening of new branch banks 
and other businesses there. For a time 
it looked as if the midtown developments, 
with many new skyscrappers, would make 
that part of New York City the one 
which is developing most progressively. 
Then the downtown section of the city 
began to show tremendous development, 
with Chase Manhattan Bank starting to 
build large structures and a plaza at 
the edge of the insurance district. But 
recently there has been a remarkable 
expansion of that part of New York 
above and below Washington Square, 
with large new apartment house hotels, 
apartment buildings of a few rooms 
each, and other changes in the properties. 
So the Guardian decided not to move 
to other sections of the city or to the 
suburbs. 


Statement by Chairman McLain 


In making the announcement Chair- 
man McLain said: 

“When the Metropolitan Life made its 
decision to tear down the home office 
building it had occupied for so many 
years at One Madison Avenue, which 
faces Madison Square, and replace it 
with a new home office skyscraper at 
the same address, that was the principal 
action which was the stimulant that 
brought on the revival of the section 
for some blocks farther south of the 
Metropolitan Life Building and from 
Third Avenue and Lexington Avenue to 
Broadway.” 

Continuing Mr. McLain said: 

“For some time the Guardian has been 
considering possible sites for our ex- 
panding home office operations. The 
company’s rate of growth made it imper- 
ative that we plan for additional space, 
preferably with large office areas on each 
floor. With the aid of an outside con- 
sultant, a survey was made of various 
locations in Westchester and on Long 


Island, and more recently of all possible 
5 sites in New York City. 


“We feel that we have in Union 
Square one of the most convenient spots 
in the city from the standpoint of acces- 
sibility from all sections of the Greater 
New York area. Recent improvements in 
the area, commercial and residential— 
both on Fourth and Third Avenues— 
and the other advantages of remaining in 

nion Square led us to acquire property 
on 17th and 18th streets necessary for 
an adequate annex to our present build- 
ing. With this additional property, we 
are satisfied that remaining at our pres- 
ent building will best provide for Guard- 
lan’s future development.” 

Skidmore, Owings and Merrill, retained 
as architects by The Guardian during 
the study of locations, are preparing 
final plans for both the annex and the 
modernization of the company’s present 
Structure, 

The annex will be constructed on prop- 


erty adjoining Guardian’s home _ office, 
which is located on the northeast corner 
of Fourth Avenue and _ Seventeenth 
Street. It will run through from Seven- 
teenth Street to Eighteenth Street, with 
approximately 150 feet frontage of both 
streets. The new structure will originally 
have office space on three floors, two of 
them providing 25,000 square feet, and 
the other 18,000 square feet. There is 
provision for the future addition of four 
— floors, each providing 25,000 square 
eet. 


Plans for modernizing the present 
Guardian home office include complete 


SUPERVISOR IN NEW MEXICO 


Occidental Life of North Carolina has 
appointed Ernest. W. Goodwin as super- 
visor for the company’s operation in New 
Mexico. Mr. Goodwin is a resident of 
Albuquerque. 





air conditioning, remodeling of the lobby, 
renewal of plumbing and electrical facil- 
ities, enlargement of lunchroom and 
recreational facilities, and modernization 
of the interior office space. 


Mutual Trust Names Keck 
Portland General Agent 


Mutual Trust Life, Chicago, recently 
appointed James A. Keck as new general 
agent in Portland, Oregon. Mr. Keck 
has worked in a supervisory capacity 
in two general insurance firms and has 
sold life insurance for Federal Old Line. 

A graduate of Olympic College, Mr. 
Keck served two and a half years in the 
Navy Air Force. 





a sales tool... 


FOR THE MAN 


WHO HAS ARRIVED 


-- - AND 
FOR THE MAN 
ON HIS WAY 


for the agent with 


clear vision... 


and a desire 


to upgrade his earnings 


a 


Whshangioe Mhtonel + 


EXECUTIVE SPECIAL 





Keyed to the 
Executive Field 


MINIMUM POLICY 
$25,000.00 _ 








7 SPECIAL” 





policyowners. 


Executives today are finding life insurance the 
answer to many tax and business security prob- 
lems. They are buying ever larger amounts to safe- 
guard their families as well. 

Accustomed as they are to quantity discounts in 
business dealings they give strong approval to the 
economy feature in our new “EXECUTIVE 


A prestige contract sold only in larger amounts 
and at a reduced premium, the “Executive Spe- 
cial” is designed for “Men of Stature”—our agents, 
and their growing list of top-level prospects and 


WASHINGTON NATIONAL INSURANCE COMPANY 


EVANSTON, ILLINOIS 
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Beebe Sees Increased 
Stability in Group 


TALKS AT PAUL REVERE’S MEET 


























Conference Chairman Allen Reports 
25% Gain in Company’s Group Writ- 
ings for First Eight Months 








Increased stability in the Group insur- 
ance industry was foreseen by A. S. 
Beebe, vice president and manager of 
the Group department of the Paul 
Revere Life, in addressing the company’s 
recent biennial national Group confer- 


A. S. BEEBE 


ence held at Bald Peak Colony Club, 
Melvin Village, N. H. 

“In the future,” Mr. Beebe told his 
audience of Group sales representatives, 
“we can expect companies to apply 
sound business principles to their Group 
operations in turning away from some 







ROBERT ALLEN, JR. 


of the procedures of the past 15 years. 
Group departments which are smart and 
efficient will be able to offer the best 
service and true cost. They will grow 
at the expense of the less effective 
departments.” 

Paul Revere’s Group executive sug- 
gested that the better Group men of 
the future will be recognized as true 
experts with a wealth of experience. He 
added that, because the business will 
continue to be highly competitive, the 
contrast between the weak and inex- 
perienced and the mature, established 


VA Before Supreme Court 

Washington— The Variable Annuity 
Life this week asked the Supreme Court 
to refuse to review a U. S. Court of 
Appeals decision dismissing an injunction 
suit by Securities and Exchange Com- 
mission against the company and an- 
other District of Columbia variable an- 
nuity insurer, the Equity Annuity Life. 





and outstanding Group man will be in- 
creasingly pronounced. 

Awards to Seattle and Columbus 

The four-day New Hampshire seminar 
was preceded by a day’s business session 
at Paul Revere’s home office in Worces- 
ter. In a resume of departmental prog- 
ress, Conference Chairman Robert Allen, 
Jr., director of Group sales and service, 
announced a gain of 25% in new Group 
premiums for the first eight months of 
1958 over the same period a year ago. 
Mr. Allen also presented summer sales 
campaign awards to the Seattle Group 
office, represented by Louis A. Wohlman 
and William H. Benedict, and to the 
Columbus office represented by Aubrey 
K. Reid. 

As previously announced conference 
speakers included Frank L. Harrington, 
president; John J. Plumb, vice president 
and director of agencies; F. A. Harring- 
ton, vice president and Group secretary; 
Thomas H. Kirkpatrick, vice president 
and actuary; John M. Sutherland, Jr., 
associate actuary; A. E. Johns, J. J. 
Mellor and John Bryce of the company’s 
Group staff. 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 
55 BROADWAY, NEW YORK 6 





Telephone HAnover 2-5840 








O’TOOLE ASSOCIATES 
Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 








HAIGHT, DAVIS & HAIGHT, Inc. 


INDIANAPOLIS OMAHA 


Consulting Actuaries 














WALTER W. BARROW DEAD 

Walter W. Barrow, 71, former general 
agent of New England Life in Richmond, 
Va., died recently in Roanoke. His wife 


and a daughter surv:ve. 








Are your prospects 


underwriting 
themselves ? 


No doubt you have talked to prospects who have 


said, 


“You're wasting your time — I’m uninsurable.” 
Here’s a reply that can help you to more sales. 
“Mr. Prospect, the liberal underwriting practiced 
by the Manufacturers Life has brought the benefits 
of life insurance to many people who in the past 
ten years were generally considered uninsurable. 
“I feel that your need for Life Insurance is so 
important that we should find out what they say 


about your insurability.” 


We would welcome the opportunity of working 
with you the next time you meet the “medical” 


objection. 


FOR MORE INFORMATION CONTACT ONE OF OUR BRANCHES IN THE FOLLOWING CITIES: 
BALTIMORE e BOISE e CHICAGO © CINCINNATI ¢ CLEVELAND e COLUMBUS ¢ DETROIT ¢ HARTFORD 
HONOLULU e LANSING e LOS ANGELES e MIAMI e MINNEAPOLIS e NEWARK e PHILADELPHIA 
PITTSBURGH © PORTLAND e SAGINAW @ SAN FRANCISCO e SEATTLE ¢ SPOKANE ¢ WASHINGTON, D.C. 


Also licensed in Alaska, Arizona, Colorado, Delaware, Indiana, Kentucky, Maine, 
Nevada, New Hampshire, Oklahoma, Utah, Vermont, Virginia, and West Virginia 


THE 


MANUFACTURERS 


INSURANCE 


LIFE COMPANY 


HEAD OFFICE (Established 1887) TORONTO, CANADA 


65-58 





EXCEPTIONAL LIFE—A & H 


OPPORTUNITIES 

$16,500 — $8,000 
Chicago—Life Actuary $16,500 
East—Home Office Life Director $12,000 
Midwest—Pension Dept. Supv. $12,000 
East—Dir. Adv.-Sales Pro. $10,000 
Midwest—Life-Asst. to Pres. $10,000 
Midwest—Group Cred. Dpt. Mgr. $ 9,000 


Midwest—Group Underwriter i. 
Southwest—Life—IBM Manager $ 8,500 
Midwest—A&H (Ind.) Underwr. $ 8,000 

Positions listed above constitute small 
segment openings available throughout 
the country for men with three years 
and up of Life—A & H experience. 

Write for HOW WE OPERATE. 
No obligation to register. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells St., Chicago 6, Ill. 
Harrison 7-9040 
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Arch E. Davis Appointed 
General Agent in Chicago 
















































ARCH E. DAVIS 


Arch E. Davis, Jr., of Glenview, Ill, 
has been named general agent for the 
Massachusetts Protective and the Paul 
Revere Life. 

A New Jersey native, Mr. Davis en- 
tered the insurance business in 1947 as 
a general insurance broker. The follow- 
ing year he became a claims adjuster 
for Royal- Globe Insurance Group. In 
1949 he joined The Prudential as a spe- 
cial agent, and five years later was 
named to the post of division managef 
for the company in Chicago, 

A veteran of World War II, Mr. Davis 


served as a lieutenant in the U. S. Navy. 












































Shenandoah School 


Twelve Shenandoah Life field repre 
sentatives attended an_ intermediate) 
sales training school held in the com 
pany’s home office in Roanoke, Va 
September 15-19. 

The five-day session included a com- 
prehensive study of the methods _ of 
arranging a family’s financial security. 
A new service, called the “Span-O-Life 
Plan,” was introduced at the schoo. 
Based on the new 1958 Social Security 
Law, the new service enables Shenandoa 
Life policyholders to combine Socia 
Security benefits with their personal 
life insurance program to insure maxi 
mum financial protection. 

James L. Whitt, CLU, director off 
training for Shenandoah Life, was ™@ 
charges of the school. He was assiste 
by William S. Hubard, counsel at 
assistant secretary; Howard L. Johnsof, 
director of sales promotion and adver 
tising; and George E. O’Hara, agen¢y 
secretary. 
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Navi For the fifteenth year in a row, New York Life has 


the largest representation of agents at the industry- 
wide Women Leaders Round Table. To each of these 
outstanding ladies goes the Company’s congratulations 
for achieving one of the highest honors conferred by 


the insurance industry. New York L if e 


We’re very proud of this continuous leadership and 


feel it reflects credit on the exceptional abilities of our i hnsurance Comp any 


women agents. We also believe it vividly demonstrates 
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Seven Promoted By Manhattan Life 


Schaberg Becomes Vice President and Secretary; Lohm Now 
Vice President and Director of Agencies; Finan Named 
Treasurer; Force, Newman, Hahn, Kinder, Advanced 


The promotion of seven members of 
the home office staff of Manhattan Life 
has been announced by President Thomas 
E. Lovejoy, Jr. Ralph P. Schaberg, for- 
merly secretary and treasurer, becomes 
vice president and secretary; Frederick 
W. Lohm, who was director of agencies, 
is now vice president and director of 
agencies, and Frank J. Finan, formerly 


rejoined Manhattan Life, serving as 
mortgage representative. He was as- 
sistant treasurer for three years, starting 
in 1950. 
F. W. Lohm 
Mr. Lohm joined Manhattan Life in 
January, 1954 as superintendent of 


agencies, eastern division, following 18 
years 


life insurance 


of experience in 





RALPH P. SCHABERG 


assistant treasurer, becomes treasurer. 
The four others who received promo- 
tions were: Raymond J. Force, former 
assistant treasurer, now assistant treas- 
urer and manager of the bond depart- 
ment; Alvin W. Newman, assistant su- 
perintendent of agencies, southwestern 
division, becomes _ superintendent of 
agencies of that division; Erwin W. 
Hahn, who was agency assistant, is now 





FRANK J. FINAN 


assistant agency secretary, and John W. 
Kinder, claims department, now assistant 
manager of the department. 
R. P. Schaberg 
Mr. Schaberg rounded out 35 years 
service with the company in August this 
year. Until his election as vice president 
and secretary, he had been treasurer 
since 1953, and became secretary in 1956. 
Following his discharge from the 
Army in 1945, after overseas duty with 
the 103rd-Infantry Division, Mr. Schaberg 


FREDERICK W. LOHM 


with Home Life of New York. In 1957, 
he was appointed director of agencies, 
with direction of agency activities on a 
national basis for the company. 

Under his supervision, Manhattan Life 
has since made a number of major 
agency appointments in states in which 
it had not previously been operating. 
Also, there have been established the 
new north central division, with George 
A. O’Dowd, CLU, serving as superin- 
tendent of agencies there and the south- 
western division with Mr. Newman in 
charge. 

F. J. Finan 


Mr. Finan has been with Manhattan 
Life since 1937, with the exception of 
three and a half years Army service 
during World War II, with time over- 
seas in the European Theatre of Opera- 
tions. He was made assistant treasurer 
in December, 1955. Upon his return to 
the home office at the end of the war, 
Mr. Finan was actively engaged in the 
company’s expanded home loan program. 


Other Careers 


Raymond J. Force joined Manhattan 
Life in January, 1957, when the company 
reinsured the Expressmen’s Mutual Life, 
which he joined in 1936. He was treas- 
urer of that company. He is a veteran 
of World War II, with overseas service 
in the European Theatre of Operations. 

When he joined the agency depart- 
ment of Manhattan Life, Erwin W. 
Hahn had over 20 years of life insurance 
experience, most of it with Metropolitan 
Life. During World War II, he served 
in the Army for thrée years and was 
overseas in the European Theatre of 


Operations. 
Following his discharge from the 
Army, Mr. Hahn was with the U. S. 


Veterans Administration, New York, as 
technical advisor to the Director of In- 
surance. Later he was with the Life 
Office Management Association. 

John W. Kinder, now assistant man- 
ager of the claims department, this year 
passed all three examinations leading to 
the award of the Fellowship designation 
by the Life Office Management Asso- 


Life Company Tax Hearings 
Will Start November 17 


Washington—The House Ways and 
Means Internal Revenue subcommittee 
will open hearings on November 17 to 
develop legislation creating a permanent 
formula for the taxation of life insur- 
ance companies, it was announced this 
week by Rep. Wilbur D: Mills (D.-Ark.), 
chairman of both the full committee and 
the subcommittee. 

Chairman Mills said the subcommittee 
hearings would look into “all aspects of 
the subject of taxation of life insurance 
companies,” and that Treasury Secre- 
tary Anderson will be invited to appear 
as the first witness. Secretary Anderson 
will be asked to testify on his Depart- 
ment’s proposal for a “total net income” 
formula to replace the present net in- 
vestment income basis upon which life 
companies are taxed. 

The Secretary, in a letter last April 
to Rep. Mills and Senate Finance Com- 
mittee Chairman Harry F. Byrd (D.-Va.), 
urged consideration of this approach. In 
the event that the total net income 
method should not prove acceptable to 
Congress, he suggested as an alternative 
a modified version of the so-called Mills- 
Curtis (R.-Mo.) method which has been 
in effect as “stopgap” law since 1955. 
The proposed alternative would produce 
greater revenue from investment income 
and would impose a tax in line with net 
operating income on those companies 
with little investment income, but sub- 
stantial underwriting earnings. 

Rep. Mills said that all persons desir- 
ing to testifv should notify the commit- 
tee by October 31. 


ROBERT G. WALKER DEAD 


Vice President of Union Life Killed 
In Sports Car:Accident: Brother 
of President Walker 
Robert G. Walker, vice president and 
director of Union Life. Little Rock, 
Ark.. was fatally injured in a sports car 
accident at Meadowdale Race _ track, 
Elgin. Ill. He was a son of the com- 
panv’s former president, the late Elmo 
Walker. Survivors include his mother, 
Mrs. Gertrude G. Walker and a brother, 
T. Wythe Walker, president of Union 

Life. 

Mr. Walker, a former state tennis 
champion, also was president of Standard 
Securities Co., and president of Compe- 
tition Motors, Inc., a Little Rock sports 
car firm. He was a graduate of Vander- 
hilt University in 1956 and attended 
Whorton School of Finance. University 
of Pennsylvania, 1956-57. He also was 
a former city tennis champion and 
lettered three years in the sport at 
Vanderbilt. In his last two seasons he 
was top-seeded on the Vanderbilt net 
team. He was an_ experienced and 
licensed competition driver and a mem- 
ber of the Sports Car Club of America. 








Acacia’s Placed Business 


Sets Eight Months Record 


Acacia Mutual’s placed business for 
the first eight months exceeded that 
for the same period in 1957. The paid-for 
total set a new all-time record, exceed- 
ing by nearly $1 million the previous 
high and increased business in force 
to more than $1,652,500,000. 

Placed business for August, at $16,- 
865,000, was the second highest aggregate 
for that month in the company’s 89- 
year history and represented an increase 
of nearly 7% over the total for the 
corresponding month last year. 





ciation’s Institute. 

Alvin W. Newman joined Manhattan 
Life in 1955 as general agent in Amarillo, 
Tex., after previous experience with 
Minnesota Mutual. In September, 1957, 
he was appointed assistant superintend- 
ent of agencies, with headquarters in 
Dallas. A veteran of the Navy in World 
War II, he saw three and a half years 
service in the South Pacific and China. 


Trans-Continental Life 
Organized in Chicage 


F. F. DODGE EXECUTIVE V. P. 








New Company Will Write Ordinz 
Life, Group Life and Group 
A. & H.; Other Officers 





Frank F. Dodge has been appointed 
executive vice president of the Trans 
Continental Life, a newly organized com 
pany with home office in Chicago, In 
corporated under the laws of Illinois thg 
company will write Ordinary life, Grou 
life, and Group accident and health in 


oie 


FRANK F. DODGE 


surance. Republic National Life, Dallas, 
will reinsure any amounts beyond the 
company’s normal retention. 

Trans-Continental Life has been estab- 
lished with an authorized capitalization 
of $2,000,000. Approximately $500,000 of 
stock has already been subscribed and 
paid for and the company opened its 
offices officially for business on Septem- 
ber 22. The company’s organization and 
general plan of operation has been set 
up by the consulting actuarial firm of 
A. Maxwell Kunis, with offices in New 
York and Chicago. This firm also repre- 
sents a number of other life insurance 
companies and specializes in life insur- 
ance company problems. 

In addition to Mr. Dodge, other offi- 
cers and consultants are Benjamin 
Goulding, president; Irving M. Shepard, 
secretary-treasurer; A. Maxwell Kunis, 
consulting actuary; Norman R. Lieb- 
ling, general counsel. 

Mr. Dodge goes to Trans-Continental 
Life with 25 years experience in the life 
insurance business. After graduation 
from Worcester Polytechnic Institute, 
Mr. Dodge joined the Paul Revere Life 
of Worcester and spent 12 years in the 
actuarial department of that company. 
In 1945 he joined United Life and Acc 
dent of Concord, N. H., as assistant actt- 
ary. From 1946 through 1952 he was the 
actuary for the Progressive Life of Red 
Sank, N. J. During the next three years, 
Mr. Dodge was assistant actuary for the 
Hospital Service Plan of New Jersey. 

During the last three years Mr. Dodge 
was vice president and actuary of Illinois 
Mutual Life and Casualty of Peoria and 
was responsible for the general internal 
administration of that company. : 

Trans-Continental plans to expand its 
operation to other states. 





QUAKER CITY LIFE DIVIDEND _ | 

A semi-annual cash dividend of “§ 
cents per share was declared at a recent 
meeting of the board of directors °% 
Quaker City Life, Philadelphia. The div 
dend will be payable October 15 to hold- 
ers of record on October 1. 
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**. . . The day is passing when the underwriter is content to 
know only the technique of salesmanship and to rely on 
motivation of his prospects by subtle appeals to their emotions. 
In their stead he is stressing the intelligent analysis of human 
problems and the extending of professional advice 

of a high order. 


», Dallas, 
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“n estab- 
gary “The efficient underwriter needs a broad business education— 
ed and including economics, business finance, personal finance, 
Stel social problems, taxation, business and insurance law, law of 
Gon am wills, trusts and estates . . . if his services are to be of 
been set maximum value to his clients. The Chartered Life Under- 
fra writer program covers these subjects. 


; > re- ‘ . . . . 
soir Back of “The C.L.U. designation is therefore a professional one. . .” 


fe insur- a Dr. S. S. Huebner 
| PENN MUTUAL in the 1957-58 program of the 
~ American College of Life Underwriters 
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This company salutes the many C.L.U. members throughout 
the country. We are particularly proud of the 146 members 

of our organization who have earned this important designation 
—truly professional underwriters of the highest order. 
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New officers of the Southern Round Table of the Life Advertisers Association who 

will take over their offices at the LAA annual meeting in Montreal October 22-24 

are: (left to right) Clay Alexander, Lamar Life, secretary; Clarence Bishop, Pro- 

tective Life, chairman; Jay Leavell, Guaranty Savings Life, retiring chairman, and 
Robert Lancaster, Life of Virginia, vice chairman. 





In Charge Berkshire’s 
Employe Benefit Plans 


Valmore E. Alcombright has been ap- 
pointed administrator of insurance and 
employe benefit plans for Berkshire Life. 
In his new capacity, Mr. Alcombright 
will be responsible for developing plans 
and procedures which will enable him 
to effectively coordinate and administer 
the company’s hazard insurance program 
and fringe benefit plans for the home 
office staff and the field force. 

Mr. Alcombright joined the Berkshire 
Life in 1931 and served in various home 
office departments until 1947, when he 
became associated with the company’s 
Pittsfield agency as a field representa- 
tive. After four very successful years as 
an agent, he re-entered the home office 
organization as a member of the agency 
department staff. This broad insurance 
background gives Mr. Alcombright un- 
usual qualifications for administering the 
company’s employe benefit plans pro- 
gram. 





Fidelity Mutual Appoints 
B. W. Preston in St. Paul 


Fidelity Mutual Life, Philadelphia, has 
announced the appointment of Burtis W. 
Preston as general agent for the com- 
pany’s offices in St. Paul. 

Mr. Preston is a graduate of Willa- 
mette University, Salem, Oregon, and 
received his master of music degree at 
the Chicago Conservatory of Music. 
Following graduation, he was professor 
of voice at Yankton College, Yankton, 
S. D., and later at the Cosmopolitan 
School of Music, Chicago, and the 
Chicago Conservatory of Music. He 
joined Fidelity Mutual’s Chicago agency 
in March 1955 and has established an 
excellent sales record with that agency. 

He is a member of the Chicago Asso- 
ciation of Life Underwriters, Chicago 
Teachers of Singing Guild, and president 
and secretary of the Chicago Beagle 


Club. 





Federal Life Passes 
$300 Million In Force Mark 


Federal Life of Chicago announced that 
they have passed the $300,000,000 mark 
of life insurance in force. The 59 year 
old company has expanded very rapidly 
in the last five years. An outstanding 
example of the progress the company 
has made is the new 1.6 million dollar 
home office building which they have 
been occupying for the past year. 


Licensed in Massachusetts 

Manufacturers Life of Toronto has 
been licensed to do business in Massa- 
chusetts, it is announced by T. H. 
Neville, agency vice president. 

Manufacturers Life has 25 branch offi- 
ces located in major cities in this coun- 
try and is now licensed in 28 states, the 
District of Columbia, and the Territory 
of Hawaii. 





Street, New York 38, N. Y. 


CLU COMPLETER SEEKS AGENCY CONNECTION 


Or opportunity to represent life department of large general insurance firm. 
Full-time and brokerage management experience—Group, Pension and A. & H. 
background—successful personal production—excellent closer—technical "know- 
how" in training men. Address: Box 2649, The Eastern Underwriter, 93 Nassau 











JOHN G. QUICK DEAD 


Executive Vice President of Union 
Central Life Joined Company in 
1936 as Assistant Comptroller 
John G. Quick, executive vice presi- 
dent of Union Central Life, died sud- 
denly of a heart attack, September 21, 
while working in the yard of his home 

in suburban Cincinnati. 
A native of Plainfield, N. J., where he 
was born in 1899, he was a graduate of 





the Plainfield and Elizabeth, N. J., 
schools and _attended the American 
Banking Institute and Pace _ Institute, 


New York. After a few years of teach- 
ing as a member of the Pace faculty, 
he became a_ professional accountant, 
with ten years of practice in insurance 
fields. He was with Stagg, Mather & 
Hough, accountants, New York, when he 
came to Cincinnati in 1935 to audit the 
books of Union Central. 

Because of this work the company 
persuaded him to join its staff in 1936 
as assistant comptroller, and in 1937 he 
was elected comptroller. In 1938 he was 
elected a vice president in charge of real 
estate and mortgages. 

Mr. Quick saw service in World War I 
with the 12th Cavalry and served with 
the Marines in Haiti in 1921-23 and in 
Nicaragua in 1920. A Mason and a 
Shriner, he was a member of Cincinnati 
Lodge 133, F. and A. M. 

Mr. Quick is survived by his widow, 
Mrs. Lucy Elizabeth Schell Quick. There 
were no children. Burial was in Spring- 
field, Ohio. 
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general agency opportunities 
Top commissions e Vested Renewals 


Complete Line of Life and Accident and Sickness 
Group e Sub-Standard e Pension Trust 
Franchise e Guaranteed Issue 


There’s still time to qualify for the 
General Agency Sales Convention, Grand Hotel, 1959. 


Write James W. Galloway, 
Assistant Vice President and 
Director of General Agencies 


REPUBLIC NATIONAL LIFE 


/nsurance Company 


3988 North Central Expressway ° 


Dallas, Texas 


Treasurer-Comptroller 


of Bankers National Life 





ALBERT C. WINDOLF 


Albert C. Windolf has been named to 
the newly created post of treasurer- 
comptroller by Bankers National Life, 
effective October 1. Mr. Windolf, in 
addition to his duties as treasurer, will 
assume responsibility for all accounting 
functions, budget preparation and con- 
trol, and cost accounting. 

Mr. Windolf joined Bankers National 
Life in 1935 and has served as manager 
of the policy loan department, appraiser 
of residential mortgage loans, account- 
ant, and assistant treasurer, before his 
election as treasurer in 1955. He at- 
tended local public schools and_ studied 
accounting and commercial law at Pace 
Institute in New York. Prior to his 
association with Bankers National Life, 
he was construction accountant for New 
York Water Service Corp. 

A resident of Verona, Mr. Windolf is 
president of the Verona Borough Coun- 
cil and first vice president of the Kiwanis 
Club of Montclair. 





Life Company of N. A. 
Names H. P. Green in Phila. 


Appointment of Harry P. Green, CLU, 
as general manager of Life Insurance 
Company of North America’s third agen- 
cy in Philadelphia has been announced 
by Leland T. Waggoner, CLU, vice 
president. 

Before joining INA Mr. Green served 
24 years with The Prudential as director 








of agencies in the home office for 16 
years and as district manager in Norris 
town, Pa. since 1950, 

This is the 39th office to be opened 
this year by Life Insurance Company of 
North America. 





APPOINTED MARKET ANALYST 

Michael Anton has recently been ap- 
pointed market analyst by New Englan 
Life. A graduate of Northeastern Uni- 
versity and Harvard Business School, he 
joined New England Life in 1957 as as- 
sistant market analyst. 

_Mr. Anton is a member of the exect- 
tive committee and chairman of the col- 
legiate chapters committee of the Amet- 
ican Marketing Association. 
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~ |§iEastern Life Launches __ Beneficial Standard Life : —————_ Se 
Drive Honoring April Elects Two New Officers RESIDENT AGENCY MANAGER 
i. ye Beneficial Standard Life, Los Angeles, IN PUERTO RICO FOR 
w- OBSERVES 10th ANNIV. WITH CO. has elected two new officers from within LIFE INSURANCE SALES 
tl the company, it was announced by Ed- Excellent opportunity for qualified man to manage agency of large 
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Tributes Paid to Director of Agencies by 
Eastern’s Officers and General Agents 
at Luncheon in His Honor 





A sales campaign in honor of Murray 
April, director of agencies of Eastern 
Life of New York, who is observing his 
10th anniversary with the company, was 
taunched September 11 at a luncheon in 
the Statler Hotel, N. Y., attended by 
general agents, supervisors and officers 


. 





MURRAY APRIL 


of the Eastern. It will extend until 
December 31. 

Louis Lipsky, president of the com- 
pany, in reviewing Mr. April’s association 
with the organization, paid this tribute: 
“Mr. April has won the epaulettes of 
his office through hard and consecrated 
work. He is tutor and guide to the men 
of the field force. Their success is his 
success. When they meet a failure, he 
grieves with them and he rejoices with 
them in their victories.” 

Abraham Krumbein, first vice presi- 
dent, spoke of his personal association 
and friendship with Mr. April during 
the past decade and paid tribute to his 
knowledge of life insurance and _ its 
practical aspects. 

Harry Yarin, vice president and secre- 
tary, informed the agents of the Com- 
pany’s goal of $35 million minimum in 
paid-business as the 1958 goal. He out- 
lined new plans of insurance that will 
soon be available to the agency force. 

Speaking of Mr. April as a long-time 
associate and personal friend, Mr. Yarin 
outlined the details of the 10th anniver- 
sary campaign in his honor. 

General Agent Henry Levine and other 
Tepresentatives pledged their whole- 
hearted support to make the campaign a 
successful one. 

Mr. April started his life insurance 
career in 1930 as a full-time agent with 
the Equitable Life Assurance Society 
in New York. In 1935 he joined the 
Continental American as assistant man- 
ager of one of its New York City 
agencies. The following year he was 
Named associate. general agent in the 
agency operated by Max J. Hancel, and 
continued in this capacity until he re- 
signed to join the Eastern Life in 1948. 





ERNEST W. NELSON DEAD 


Ernest W. Nelson, general agent for 
Aetna Life at Grand Rapids since 1943, 
died recently. Mr. Nelson joined the 
company in 1933 at Pittsfield, Mass. He 
Served as district agent, assistant gen- 
eral agent, and general agent at Spring- 
field, Mass., before assuming the Grand 
Rapids post. 


ward D. Mitchell, chairman of the board. 

The company promoted Eric Geddes 
to vice president and controller, and 
advanced William Colley to assistant 
vice president and auditor. 

Mr. Geddes is a native of Scotland 
and received a master’s degree from the 
University of Glasgow in 1928. During 
the next 20 years he was employed by 
Sun Life of Canada for whom he traveled 
extensively throughout the Orient. 

In 1948 he went to southern California 
and joined Occidental Life. Seven years 
later he was appointed controller by 
Beneficial Standard. 

William Colley is a native of Scranton, 

Pa., and is a graduate of Renssellaer 
Polytechnic Institute. He joined Benefi- 
cial Standard in 1954 after serving as 
auditor for the Security Mutual Life in 
New York. 
_Mr. Colley is chairman of the educa- 
tion committee for the Los Angeles 
chapter of the Institute of Professional 
Auditors. 


coverages. 

















eastern mutual life insurance company, preparing to establish a 
Sales Office in Puerto Rico. In size, Company ranks in top 3%/, of 
the industry, is one of the oldest, and offers complete line of 


Applicants should have demonstrated successful sales and manage- 
ment background in life insurance, plus familiarity with territory and 
language. A complete management assistance program, including 
full financial support, will be available. : 

All replies will be confidential. Education, complete business back- 
ground and family status requested in first letter. 

ADDRESS BOX 2648 
The Eastern Underwriter, 93 Nassau Street, New York 38, N. Y. 








FRED T. JOHNSON DIES 
Fred T Johnson, 71, Whitefish Bay, 
Wis., former state manager for Bankers 
Life died recently. Mr. Johnson was 
with Bankers Life until his retirement 
about 15 years ago. 








“Insuring Insurability” 


“Insurability Insurance” 


“Guaranteed Purchase Option” 


No matter what name you give to this exciting new 
coverage, we at Bankers Life Company are proud to 
have introduced it. We are equally proud of comments 
in the insurance trade press like: ““We believe Bankers 
Life has started one of the most important merchan- 


dising trends in the life insurance business. . . 


29 


We appreciate also comments in publications out- 
side our industry like: “. . . it takes courage to initiate 
an insurance venture of this kind” in an advertising 
publication, or a major metropolitan newspaper com- 
menting in an editorial on this new insurance idea: 
“Bankers Life has long been known as a progressive, 
pattern-setting firm in the insurance business.” 


Yes, alertness to changing times and needs has 
marked Bankers Life as “The Company That Fits The 
Need”’ as we have pioneered other coverages like the 


“Wife Protection” rider . 


. . Group Permanent Life 


. . « Widow’s Pensions . . . and Deductible H&S 
Plans. Do you wonder that Bankerslifemen are proud 
of the Company they represent? 


BANKERS 


DES MOINES, 


COMPANY 


IOWA 








AETNA HOME OFFICE CHANGES 





H. A. Moreen Made Vice President and 
Secretary; James B. Slimmon 
Retires On October 1 


Howard A. Moreen will become vice 
president and secretary of Aetna Life 
Affiliated Companies October 1. Mr. 
Moreen’s appointment by the companies’ 
boards of directors was announced in 
connection with the retirement of James 
B. Slimmon, senior vice president and 
secretary, after a 40-year career with 
the companies. 

Mr. Moreen has been serving since 
last December as assistant corporate 
secretary in addition to his post as vice 
president of the Group division. A gradu- 
ate of Kansas State College, Mr. Moreen 
joined Aetna Life in 1936 and served 
as manager of several group field offices 
before going to the home office in 1946 
as superintendent of the Group division. 
Appointed assistant secretary, Group 
division, in 1949, he later was promoted 
to secretary, assistant vice president, and 
then to vice president in 1957. 


Mr. Moreen is a director of the Greater 
Hartford Community Chest, Govern- 
mental Research Bureau, and Junior 
Achievement of Hartford, first vice 
president of the West Hartford Parent 
Teacher Association Council, and a mem- 
ber of the mass transportation committee 
of the Hartford Chamber of Commerce. 

Mr. Slimmon, whose retirement be- 
comes effective October 1, will continue 
to serve as a director of Aetna Life, 
Aetna Casualty and Surety, and Stand- 
ard Fire. He is also a director of the 
Smyth Manufacturing Co. Mr. Slimmon 
has held the corporate secretary’s post 
at Aetna Life for 33 years and was 
named a vice president in 1938, being 
promoted to his present position in 1957. 
A former president of Hartford Hospital, 
Mr. Slimmon is now a director and mem- 
ber of the executive committee. 

A graduate of Yale University, Mr. 
Slimmon served in the Army Air Corps 
during World War I and has maintained 
an active interest in aviation. He served 
for many years on the Hartford Aviation 
Commission and was its president from 
1931-33. He is a past president of the 
Yale Alumni Association of Hartford. 





HEADS PRUDENTIAL DISTRICT 


Conger Brown has been appointed 
manager of The Prudential’s Norristown, 
Pa., district office. Mr. Brown had been 
director of agencies in Maryland and 
Delaware for the past year. He also had 
held key company sales posts in New 
Jersey and Pennsylvania. He joined Pru- 
dential as an agent in 1932 upon gradua- 
tion from Rutgers University. 


JOINS NATIONWIDE 
Lester A. Neiditz, West Hartford, 


Conn., has been appointed sales super- 
visor of the Group insurance pension 
department of Nationwide Insurance. He 
formerly headed Neiditz Associates 
Inc., association Group insurance special- 
ists in Hartford. 
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American Bankers Buys 
Southeast Life, Miami 


RANNI GIVES DETAILS OF DEAL 








All Assets and Liabilities of Southeast 
Acquired in Exchange for 60,000 Shares 
of New American Bankers Life Stock 


American Bankers Life of Miami, 
Fla., swelled its capital assets by $750,000 
on September 17 through purchase of 
the business and assets of another Mi- 
ami firm, Southeast Life Insurance Co. 
The merger brings to American Bankers 
$3,500,000 of life insurance in force, 
making its total $212,572,828. 

Details of the transaction 
vealed this week by James G. Ranni, 
American Bankers Life president and 
board chairman, a veteran of 36 years in 
the insurance business. Mr. Ranni said 
the agreement provides that American 
Bankers Life will acquire all assets and 
liabilities of the Southeast in exchange 
for 60,000 shares of new American 
Bankers Life $1 par common stock. He 
termed the liabilities as minor. 

American Bankers Life, Mr. Ranni 
said, ranks with three Jacksonville firms 
as the “big four” in state-chartered in- 
surance companies which have in excess 
of $200,000,000 of life insurance in force. 


Give Ranni Credit for Rapid Growth 
Mr. Ranni, 





were fTe- 


who 14 years ago became 
a life member of the Miuillion Dollar 
Round Table, was accorded by fellow 
executives and stockholders much of the 
credit for the rapid growth of American 
3ankers Life since he and the late Kirk 
A. Landon founded the company in 
April, 1952. 

In turn, Mr. Ranni, at the September 
17 stockholders’ meeting, credited Amer- 
ican Bankers Life’s success to its man- 
agement team which has built up an 
aggressive sales force in the 32 states 
and District of Columbia where the 
company is licensed to do business. 

This management team include George 
S. Ling, executive vice president; R. 
Kirk Landon, senior vice president for 
credit life; Leo Sexton, agency senior 
vice president; James B. Siske, agency 
vice president; Joseph M. McCarthy, 
agency assistant vice president, and V.S. 
Courtney, vice president and chief un- 
derwriter. 

Mr. Ranni reported that insurance in 
force is increasing at the rate of approx- 
imately $1,000,000 a week. The company, 
at the time of the merger, had 306,685 
policyholders, of which 298,185 were 
credit life and 8,500 Ordinary life. Aver- 
age size of its Ordinary policy is ap- 
proximately $7, 


Three Added to Board 


The merger brought three prominent 
Florida businessmen into membership on 
the board of directors of American 
Bankers Life. They are Roy H. Hawkins 
and Mitchell Wolfson of Miami, and 
William K. de Veer of Palm Beach. 
They were nominated for board mem- 
bership by Southeast Life stockholders. 

Mr. Hawkins is vice president of Bes- 
semer Properties, Inc., one of the largest 
investors in real estate and securities in 
Florida. Mr. Wolfson is co-owner of 
Wometco Theatres and station WTVJ; 
and Mr. de Veer is vice president of 
First National Associates of Florida and 
vice president and treasurer of W. 
Reynolds & Co. of Palm Beach. 

Other board members are Joseph H. 
Brock, vice president of Eastern Air 
Lines; George W. Della, Baltimore at- 
torney; Alan K. Dolliver, president of 
Credit Finance Service, Inc. Wilming- 
ton, Del.; George S. Eccles, president 
of First Security Corp. System of Banks 
of Utah, Idaho and Wyoming; Thornton 
M. Fincher, vice president and treasurer 
of Security Trust Co., Miami; Paul L. E. 
Helliwell of Helliwell, Melrose & San- 
derson, Miami; Peter S. Knox, Jr., 
president of Knox Corp., Thomson, Ga.; 
R. Kirk Landon, vice president of Amer- 
ican Bankers Life; Tom L. Legler, in- 
surance, Phoenix, Ariz.; James K. 
McShane, director of Doctors Hospital, 





Inc., Miami, and Philip Stoller, president 


of American Bankers Insurance Co. of 


Florida. 





APPOINTED SUPERVISOR 
Appointment of Frank W. Smoot as 
a supervisor in the Glenn G. Lamar 
Agency, which represents Lincoln Na- 


tional Life in Birmingham, has _ been 
announced by Glenn G. Lamar, general 
agent. 


Mr. Smoot has an experience back- 
ground of eight years in the insur: ance 
field, including three year’s service as 
a staff manager for his company. He 
began his career in life insurance selling 
ways graduation from the University 

Alabama in 1950. 





York 38. 





TRAINING SUPERVISOR 


Leading, progressive life insurance company with modern 
Office in New England offers an excellent opportunity as supervisor 
of basic and intermediate sales training. Should have at least three 
years experience in ordinary and S & A sales, and two years as 
supervisor. A fine future to develop in Home Office assignments 
or train for position as agency manager. Replies held confidential. 
Write Box 2650, The Eastern Underwriter, 93 Nassau Street, New 


Home 














Perry F. Wysong Heads 
Fla. H. O. Underwriters 


Perry F. Wysong, chief underwriter for 
Home Owners Life, was recently elected 
president of the Florida Home Office 
Underwriters Association. Marge Phillips, 
Coastal States Life, was elected vice 
president and Albert Crosswell, Amer- 
ican Life Savings, will serve as secretary- 
treasurer. Members of the medical 
underwriters research committee for the 
following year are Ken Thompson, 
Southeast Life, immediate past president ; 
Walter Bonham, Florida Sun Life; Allan 
Bartlett, American Bankers Life; Anne 
Conger Cooper, Conger Life; and Zella 
Kolber, Wilson National Life. 

The Florida organization is composed 
of home office underwriting officials of 
insurance companies with headquarters 
in Florida and was formed in 1957 to 
promote education, good practices, and 
cooperation generally among those en- 
gaged in life insurance. 

rhe association met this week at which 
time the speaker was Dr. Edward R. 
Annis, medical director, American Life 
Savings. 
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Named By Colonial Life 


Roger A. Winters 


STEPHEN D. HANNIGAN 


Appointment of Stephen D. Hanni- 
gan as assistant regional superintendent 


in New York City for Colonial Life 
was announced by Richard B. Evans, 
president. 


Mr. Hannigan will be associated with 
Sandford R. Johnson, Colonial’s regional 
superintendent at Chubb & Son’s down- 
town office, 90 John Street, New York. 
He will assist in the further develop- 
ment of Colonial sales primarily with 
agents and brokers doing business with 
Chubb & Son, managers of Federal 
Insurance Co, 

Mr. Hannigan’s life insurance back- 
ground includes a successful career in 
the life department of Johnson & Hig- 
gins, general insurance brokers and as 
a brokerage consultant for the Con- 
necticut General Life in New York. 

Mr. Hannigan is a graduate of Brad- 
ley University where he_ received a 
bachelor of science degree in 1950, The 
following year he received a master of 
arts degree from the University of Penn- 
sylvania. During World War II, he 
served in the Navy. 





State Mutual Appoints 
Seattle Group Manager 


Dean G. Carmichael, Seattle, has been 
appointed manager of the Seattle Group 
office of State Mutual Life of America. 
Mr. Carmichael, who was educated in 
Washington schools, is a graduate 0 
the State College of Washington. 
veteran of World War II, he has had 
several years of experience in the insut- 
ance field and in Group insurance sales. 

Before joining State Mutual, he was 
a Group insurance representative in 
Seattle for Fireman’s Fund Insurance 
Co. Prior to that lhe was an insurance 
agent for the Aetna, and a Group repre- 
sentative for the Washington Hospital 
Service Association. 
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West Coast Life Issuing 
New Flexible Family Plan 


West Coast Life, San Francisco, now 
is issuing the one policy-one premium 
familv plan, President Harry J. Stewart 
announced. The new, highly-flexible pol- 
icy, which covers an entire family and all 
future children automatically and with- 
out edditional premium,’ was unveiled 
early this month before the company’s 
leaders club convention at the Santa 
Barbara Biltmore. 

The company recognizes that each 
member of a family requires insurance 
protecticn but that often there are great 
vi riations between the needs of different 
fpmilies whch cannot be satisfied by a 
rigid package. Thus, West Coast Life 
family plan was designed to provide 
a wile selection of snecial features and 
extra benefits permitting the “tailoring” 
of plans to meet various individual fam- 
iy needs. 

Bulk of the insurance with substantial 
cash values is on the father. The whole- 
of- life coverage on the father mav_ be 
in any amount from $5,000 to $15,000. 
For each $5,000 of basic insurance on the 
father, there is $1,000 on the mother (if 
same age—more if younger, less if older), 
and $1,000 on each child from six months 
until 25 years of age. (Protection is $250 
each on children from 15 days to six 
months old.) There is no limit on the 
number of children who may be covered. 

W hen a child’s insurance expires at 
his age 25, it is convertible to five times 
the previous amount—even though that 
child’s health may have become so im- 
paired as to make him otherwise unin- 
surable. The wife’s insurance also is 
convertible without medical examination 
when her husband becomes 65. 





American United Schools 


Agents from nine states attended two 
American United Life home office 
schools during September. Study of sales 
techniques emphasized planning, pros- 
pecting, telephone approach, prepared 
presentation and programming. Men at- 
tending the one-week schools were rela- 
tively new agents who met certain pro- 
duction standards, 

Classes conducted by over a dozen 
members of the home office staff covered 
the life contract, settlement options, so- 
cial security and other government bene- 
fits. One day was devoted to accident 


and sickness insurance. 

The first evening of the school, the 
agents were guests for dinner at the 
residence of Clarence A. Jackson, pres- 


ident of the company. Classes were con- 
ducted in American United’s new home 
office addition at Indianapolis. 

Besides Lawrence P. Leland, man- 
ager of agencies, and members of the 
agency department staff, speakers on the 
program included Dr. John S. Pearson, 


medical director; L. S. Norman, actu- 
ary; Mr. Jackson, Frank J. Travers, 
vice president, securities; Serge Bu- 


shong, assistant director of Group sales, 
and Robert W. Graebner, agency man- 
ager at Bay City, Michigan. 





Riggs Acting Manager for 


Union Central at Indpls. 


Russell H. Riggs has been appointed 
acting manager of the Indianapolis 
agency of the Union Central Life during 
the coming year. Oren D. Pritchard, 
Manager, has been granted leave of 
absence to serve as president of the 
National Association of Life Under- 
Writers, 

A native Kentuckian, Mr. Riggs re- 
ceived his bachelor of science degree in 
industrial psychology and business man- 
agement from University of Kentucky 
in 1950, after serving from Tuly 1944 
10 July 1946 in the U. S. Naval Air 
Force in the European Theater. 

Before joining the Union Central, Mr. 
iges was employed by the William H. 
Block Co. in Indianapolis. He became 
arocared with the Indianapolis agency 

1 July of 1955 and was appointed unit 
Siecvteor in September 1957. 








Left to right—John M. Fraser, Anne Chase, Julian S. Myrick. 


Round Table Lunch To Anne Chase 


Anne Chase, secretary to John M. 
Fraser, general agent, Connecticut Mu- 
tual Life and also secretary of the Round 
Table of New York, was guest of honor 
at a luncheon given to her at Bankers 
Club this month by the Table. That 
organization, founded 40 years ago by 
Julian S. Myrick, (then general agent 
of Mutual Of New York,) has a mem- 
bership consisting of a number of active 
managers and general. agents in Greater 
New York with additional 


area, some 


agency heads who have retired to private 
life. 

As secretary to Mr. Fraser, Miss Chase 
has devoted considerable time to work 
in connection with the mechanism of 
the Round Table. She was presented 
with a green vellum portfolio containing 
letters of appreciation from members 
of The Round Table and a check in 
appreciation of her services. 


The Massachusetts Mutual Life has 
announced that beginning in 1959 travel 
allowances for 800 agents attending re- 





gional conferences in Belleair, Fla., Palm 
Springs, Cal., and White Sulphur Springs, 
W. Va., will be based 6n first-class air- 
line fares. Travel allowances of the 107- 
year-old company were based on other 
methods of transportation since its first 
annual convention in 1885. 

The new arrangements will leave indi- 
vidual agents free to choose their own 
mode of transportation but reimburse- 
ment for travel expenses will be made 
according to uniform schedules followed 
by the nation’s airlines. 

The company also pointed out that 
agents attending future conventions by 
air would be covered under the pro- 
visions of its regular Group life insur- 
ance plan. 

Uncle Francis 








THINK... 


WHY are you paid the same 
commission as the lowest pro- 
ducers in your agency when you 

are consistently a top producer? 


WHY do so few companies 
vest renewal commissions? 


WHY do you receive little con- 
tinuing reward for attracting 
good producers to your agency? 


WHY are your renewal commis- 

sions for low lapses the same 

as paid to other representatives 
r high lapses? 


WHY is your renewal commis- 
sion schedule so low if persis- 
tency is so vitally important? 


WHY are smaller renewal com- 
missions paid over a long period 
of time instead of larger com- 
missions paid over a short period? 


WHY has the Accident and 
Health Division of All Ameri- 
can Life & Casualty Company 
enjoyed the most spectacular growth 
in the business? From the standpoint 
of premium income, All American 
now ranks among the top 125 com- 
panies. 


WHY is All American Life & 

Casualty Company, having 

started writing Life Insurance 
in July, 1956, already producing ap- 
proximately one million a week? 








if you want straightforward answers to 
all of these questions . . . write— 


E, E. BALLARD, President, 


ALL AMERICAN 
re CTasarally 


ra Ire Xero) Cobia 


General Offices: All American Building 


PARK RIDGE, ILLINOIS 
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Appraise Insurance Advertising  - 


Clifford B. Reeves at New York Midtown Managers Meeting 
Tells Hecklers Ads Do Not Compete With Agents 
But Create Better Selling Atmosphere 


New York City’s chief cross examiners 
at insurance meetings are Halsey D. 
Josephson, Ralph G. Engelsman and 
David B. Fluegelman. They take charge 
of the fireworks at New York State Life 
Underwriters Association at its annual 
meetings in Saratoga where in the ques- 
tions and answers period they ask the 
most penetrating questions. Their pro- 
cedure is to disagree with the speaker 
on points based on their own experience 
or observation, or make a_ hard-boiled 
analysis of a situation in which they 
comment sharply on the attitude of the 
companies. 

Mr. Fluegelman, general agent of Con- 
necticut Mutual, is former president of 
NALU; Mr. Josephson, also general 
agent of that company, and Mr. Engels- 
man, former general agent of Penn Mu- 
tual and now a working consultant are 
editors of Probe, a magazine correctly 
named, 


This trio of sharp observers showed 
up at the September luncheon of Mid- 
town Managers of New York of which 
they are members and at which Clifford 
B. Reeves, vice president, Mutual Of 
New York, in charge of public relations, 
was chief speaker. He had been asked 
to discuss current advertising in national 
magazines, A master of the topic, to 
which he had been assigned he said he 
would answer questions seated instead 
of standing up and making a_ speech. 

Hecklers of various types Mr. Reeves 
has encountered before both in industry 
or individual company committee meet- 
ings and no one yet ‘has seen him lose 


his temper in public. 
Nature of Criticism 


Summarized the questions shot at him 
were based on the viewpoint of the trio 
that the advertising under review does 
not sell insurance; that its cost could be 
allocated to helping the field in some 
other way; that in a sense the ad cam- 
paigns are aimed to cut the cost of per- 
sonal selling by the agent, but in reality 
are imposing a new cost; that most 
people can’t remember the names of 
more than 14 companies and it is also 
true that half the members of MDRT 
represent companies whose names are 
not known in the large cities of the 
East; that accent on cost in advertising 
and emphasis on policies with fancy 
aames has exasperated some members 
of the field force. 

Advertising Viewpoint of Mr. Reeves 

Mr. Reeves said that advertising alone 
does not sell life insurance; that agents 
shouid not regard advertising as some- 
thing which competes with them; that 
advertising makes the public more fam- 
iliar with the general value of life insur- 
ance and its place in the family financial 
planning. Individual companies become 
more well and favorably known. Creat- 
ing a far better climate for the sale ac- 
tivity of the agent this results in pros- 
pects being more agreeable to interview, 
he said. In life insurance as in any other 
product of service advertising increases 
the market up to a point where the cost 
goes down on the basis of volume which 
is created. 

Some of the 
Reeves follow: 

“Advertising is the spark plug of the 
American economy. There is reason to 
believe that the superiority of the Amer- 
ican economy over those of many other 
nations is accounted for largely by our 
more intensive development of advertis- 


points made by Mr. 





Outstanding Sickness & Accident 
INCOME PROTECTION 


Non-cancellable, guaranteed renewable to Age 65 — at guaran- 
teed premium rates, non-aggregate, no house confinement, 
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ing and other mass merchandising tech- 
niques. In most lines of business—and 
especially in life insurance — ‘produc- 
tion’ is no problem. We can make as 
much as we can sell. The major prob- 
lem is to create a mass market; and this 
can only be done by the development of 
mass methods. Advertising is the great- 
est technique yet developed to acquaint 
millions of people, at low cost, with 
products and services that are available. 


Market Too Big for Sole Approach 
“For a long time, the life insurance 
business was slow to seize the advan- 
tages of advertising. Then, there came 
a growing recognition that our markets 
are now too big to be approached solely 
through individual salesmanship. It also 
became increasingly apparent that our 
real competition is not against other life 
insurance companies, but rather against 
expensive automobiles, fur coats, trips to 
Europe, and other things that were made 
to seem glamorous and desirable through 
advertising. The life insurance business 
found it was getting a declining share of 
the public’s dollar. 

“In recent years, leading life com- 
panies have substantially increased their 
advertising expenditures. As a _ conse- 


Loyat Protective Lire INSURANCE COMPANY 
BOSTON 15, MASSACHUSETTS 








HAROLD DE MIAN, GENERAL 
AGENT IN NEw YorkK City, “The 
men I deal with every day are 
enthusiastic about these two 
policies — and the dividend op- 
tion that can buy term insur- 
ance equal to the cash value is 
only one of the many features 
they like.” 


4TH IN A SERIES INTRODUCING PosTAL’s 
LEADING GENERAL AGENTS. 





"GEORGE KOLODNY, President 








$11 FIFTH AVENUE NEW YORK 17, NEW YORK _ 


"Exactly what Brokers want!" 


NEW “EQUITY BUILDER” — specially designed for split- 
dollar, corporation owned insurance, loan financed 





plans and similar sales. 
$40,000 minimum 


High first year Cash or Loan values! 


Endowment at 90 


NEW “EXECUTIVE SPECIAL” — our low net cost special. 





$15,000 minimum— Whole Life at 90 


Both policies have these features: 





Full range of liberal ent Options! 
Written Sub-standard to 500%! 

Low premium—participating! 

Family Income and Term Riders can be added! 
Issue ages 10-70! Competitive net costs! 


Renewals are fully vested! No minimums, no penalties. You can 
qualify for free Group Insurance and continuous service fees! 














optional hospital-surgical-medical benefits. Sickness 
benefits from one year to Age 65 — Accident from 
two years to lifetime. (Also participating life 

insurance and all types of group insurance!) 


Expansion program provides openings for 
qualified General Agents in selected areas 





life insurance today is much 


quence, : 
more prominent in the public’s mind, 
People read about it and hear about it 


everywhere; and more and more people 
recognize that a life insurance program 
is something that every family should 
have. The volume of life insurance sales 
has very substantially increased in recent 
years; and although many factors have 
contributed to that, the higher level of 
advertising has certainly been one of 
those factors. 


Industry Not Among Largest Advertisers 


“Life insurance agents should not re- 
gard advertising as something that com- 
petes with them, or which may replace 
direct sales efforts, as some of them 
seem to fear. They should welcome in- 
creased advertising by their companies as 
something that will help to condition 
their markets and give them a more fav- 
arable climate in which to sell. Although 
the advertising budgets of many life 
companies have been substantially in- 
creased, the industry is still a relatively 
small advertiser as compared with other 
industries of its size. 

“Advertising alone will never sell life 
insurance. Advertising is only one ele- 
ment in a process of distribution that 
includes product design, pricing, adver- 


tising, sales promotion and direct sales 

effort. 

Respect for Company Primary Sales 
Factor 


“Opinion studies show that buyers of 
life insurance place far greater impor- 
tance on knowledge of a company and 
faith in its character and integrity than 
is generally supposed. In a very high 
percentage of sales, this factor of knowl- 
edge and respect for the company is a 
primary factor in the sale. On reflec- 
tion, this seems only natural in a trans- 
action that involves large sums of money, 
with services to be rendered over a long 
period of years. No one would enter 
such a transaction except with faith 
in the organization as a whole, as well as 
in the individual who sells the contract. 
Advertising is still the most efficient 
way to acquaint millions of people with 
the identity and character of a company 
and its products. 

“Advertising familiarizes the public 
with the general value of life insurance 
and its place in family financial planning. 
Advertising makes the individual com- 
pany well and favorably known. It 
creates a far better climate for the sales 
activity of the agent. It makes prospects 
more agreeable interviews, and _ cuts 
down interview time. It produces 4 
reasonable amount of direct business 
from inquiries. It helps companies an 
agencies to attract able men to their 
sales organizations, It maintains contact 
with existing policyholders and gives 
them a feeling of identity with their 
company. Jt often helps to bring in new 
investment opportunities, and creates 4 
better understanding among public and 
legislators of the important function 
that life i insurance performs in our whole 
economy.’ 
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Better Educated Market, Says North 


Insurance selling is confronted with 
an increasingly better educated market, 
making it necessary for the agent also 
to be better informed, both aspects 
having an impact on the whole insurance 
structure, Cecil J. North, executive vice 
president of Metropolitan Life, told the 
International Claim Association meeting 
at French Lick, Ind., this week. 

“A great many developments are tak- 
ing place that will affect our markets 
in the future,” said Mr. North. “These 
economic changes are familiar. A_ par- 
ticularly pertinent factor for some of 
us in this economic picture is that the 
increased income of the people has made 
our market increasingly a market for 
Ordinary, and less and less a market 
for Industrial insurance. Another trend, 
partly owing to economic causes, is the 
trend toward increased education among 
our policyholders and prospective policy- 
holders. We have had in the past few 
vears—almost within the decade—what 
amounts to a revolution in education. 
In both our countries the enrollments 
in our high schools and colleges have 
heen unprecedented. 

“Using the United States as an ex- 

ample, taking expansion in college en- 
rollments alone. we are told that while 
we have about 15 millions of nersons of 
collece ave in the country—that is, in 
the age brackets of 18-24 years—a total 
of 3%4 million of these young neople 
are in colleve. But looking to the future. 
we are told that by 1975—we will have 
nerhans 27 million persons of college 
age (18-24 vears) of whom 8 million 
or more are expected to be in colleve. 
Think of it—among those of eligible 
ages, almost one in every three. What 
that tells me, of course, is that our 
market is becomine more and more a 
well-informed market, better able to 
appreciate the services we offer—and. if 
past experience is any criterion, better 
able to buy the services we offer. For 
instance, a studv of data made available 
through the United States Census, and 
reported by the American Sociological 
Review, indicated that the average indi- 
vidual with four years of college training 
earns in the years between age 22 and 
74. an amount of income approximatelv 
{2% ereater than the average for the 
individual who has completed just four 
years of high school! 
_ “These social changes—economic and 
individual — call for more and better 
training of our personnel—both in the 
field and in our home offices. 


The Metropolitan’s Training Program 


“I suppose all of you are familiar with 
the fact that some of us are doing some 
training of agents today. but I wonder 
if you realize the tremendous expansion 
of our agent and managerial training 
Programs in individual companies and 
in the industry. 

“For example, in Metropolitan—and 
there are parallel programs in most 
companies—we employ a full-time field 
training staff of 255 people. We have 
schools for agents; schools for assistant 
managers; schools for managers; schools 
for the training of our trainers. The 
traning begins from the time of a 
man’s first induction into the business. 

Itst there is two weeks of preliminary 
schooling before an agent begins work; 
then there is.six to eight weeks of full- 
time coaching in the field by an assistant 
manager; next follows a correspondence 
course that takes about six months to 
complete. As the man progresses and 
tatns promotion, -he gets three weeks 
M our school for assistant managers. 

he qualifies for promotion to our field 
(raining division as an instructor—he 
Sets six weeks of the preliminary prepa- 
ration we provide for our field training 
Personnel. Our field training staff is 
the reserve upon which we draw for 
Many of our managers. On his appoint- 


ment as manager, he goes to a two-week 
school for managers. * Interspersed with 
these courses are special courses, such 
as a special course in business insurance, 


‘or group insurance, or social security. 


In the average year, perhaps as many 
as 25 percent of our people will be 
participants in such training. But it 
should be emphasized that our program 
as a whole is neither intermittent nor 
sporadic; it is a continuing, permanently 
established process. 

“T have outlined something of the 
scope of our training operation because 
it illustrates not just what we are doing, 
but is more or less typical of what a 
great many companies are doing to im- 
prove service to the public through im- 
proved professional competence by our 
representatives. 

“We are developing comparable train- 
ing programs for our home offite per- 
sonnel; as a matter of interest, the vice 
president who formerly was in charge 
of our field training program has now 
been put in charge of home office per- 
sonnel; and is responsible for the prepa- 
ration and administration of our home 
office training programs. We want to 
be sure that those responsible for our 
home office services are as carefully 
coached and as fully qualified as those 
responsible for our field services.” 





Pacific Mutual Appoints 
V.C. Bull Oakland Manager 


V. Craig Bull, CLU, has been named 
manager of the Oakland agency, Pacific 
Mutual Life. Mr. Bull, a native of Oak- 
land, formerly was a special agent of the 
Federal Bureau of Investigation, serving 
in Washington, D. C., Butte, Mont., San 
Francisco and Oakland. Entering the 
life insurance business in 1954, he be- 
came Oakland division manager for Pru- 
dential, the post he now relinquishes to 
become Pacific Mutual’s Oakland agency 
manager. 

Mr. Bull attended the University of 
California, receiving his degree in 1948, 
then taking post-graduate work at the 
University’s Hastings School of Law. 
Later he attended the Federal Bureau of 
Investigation Academy in Washington. 
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ACTUARIAL OPENINGS 
Top Eastern Life & Casualty Cos. 
Salary Range — to $16,000 
FROM TRAINEE TO EXECUTIVE 
kkk 

LIFE ACTUARY 
CASUALTY ACTUARY 
GROUP ACTUARY 
ASSOCIATE LIFE ACTUARY 
ACTUARIAL ASSISTANT 
MATHEMETICIANS 


ELECTRONIC DATA 
PROCESSING SPECIALIST 


* * * * * * 


. Top Philadelphia Company has Opening 
for Associate Actuary leading to Actuary 
in several years—Fellow of Society of 
Actuary or Associate. Top Salary. 


CITY COMPUTING PLACEMENT 


PAUL S. MILLER, MANAGER. 
320 Penn Square Bidg., Phila. 7, Pa. 
LOcust 8-1163 LOcust 8-1164 
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Connecticut General Makes 
Five Group Appointments 


Connecticut General Life ‘has an- 
nounced five appointments in its field 
Group insurance and Group pension or- 
ganization, 

Charles D. Howard has been named 
district Group manager for the Dallas- 
Fort Worth area. He has been Group 
manager in Fort Worth. Working with 
Mr. Howard will be Donald A. Walters, 
district Group pension manager. 

Three men have been named field 
Group pension representatives. They are 
John M. Briggs in Hartford, John R. 
Parsons in Cleveland and Roger A. 
Steinharter in New York. All have been 
with the company’s home office Group 
sales-pension department in Hartford. 








Is your client's LIFE 


in your hands? 


Why let your clients go to someone else for life insurance... 
when you can handle it for them? 


Your Life Department offers you, the general insurance man, 
all the advice, specialized service, sales and promotion assist- 
ance you will need to sell life insurance profitably. It’s as 


simple as that. 


For complete information on your Life Department, just call 
our local office today. Or write Connecticut General Life 
Insurance Company, Hartford, 15. 


LIFE + ACCIDENT + 


HEALTH + 


GROUP 


Ges CONNECTICUT, GENERAL 











NOW UP TO 


$40,000 


NON-MEDICAL 


of Group Life Insurance for 
firms with 10 lives or more 


WHITE & 
WINSTON 


INC. 











Oe A 
Agent 


The UNITED STATES LIFE” 
INSURANCE CO 


118th Class of Harmelin 
Brothers Starts Sept. 29 


The Harmelin Agency, general agents 
of Continental Assurance at 50 Church 


Street, New York, will start its 118th 
class on Monday, September 29, to pre- 
pare brokers for the New York State 
examination for life agent’s license to 
be held October 16. 

The course will consist of five lectures, 
and instruction will be given by David 
R. Harmelin and William Harmelin, 
both of whom are serving this year as 
LUTC moderators. Identical courses 
were previously given by the Harmelin 
brothers at Walter Hervey Junior Col- 
lege and Delehanty Institute. 

The present course is open to a lim- 
ited number of brokers who will receive 
instruction at no charge. Since inception 
98% of the students taking this course 
have passed the state’s examination. 





Ron J. Martin Appointed 
West Coast Group Actuary 


Appointment of Ron J.: Martin as 
Group actuary of West Coast Life was 
announced by President Harry J. Stew- 
art. Mr. Martin formerly was actuary 
of Home State Life in Oklahoma City. 

He began his insurance career in 1928 
in the actuarial department of Great- 
West Life, Winnipeg, and he became 
Group secretary of Great-West in 1933. 
Mr. Martin has been active in Group 
insurance for the past 25 years. In 
1946, he moved to Los Angeles and for 
eight years was chief underwriter of 
the Group division of Occidental Life of 
California. He subsequently became 
manager of the Group department of 
Founders Insurance Co. of Los Angeles. 

Mr. Matrin has been an associate of 
the Society of Actuaries since 1931 and a 
member of the Actuarial Club of the 
Pacific States since 1946, 
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B. T. COURNOYER 
Cournoyer, who has been 
agency supervisor for the Eugene T. 
Lothgren general agency of North- 
western Mutual Life at Providence, R. L, 
on October 1 will succeed Earl E. Lincoln 
as Northwestern Mutual’s general agent 
at Rochester, N. Y. 

Mr. Lincoln, retiring September 30 
after 29 years as general agent at 
Rochester and 45 years of service with 
the company, will continue to serve his 
personal clients. 

Mr. Cournoyer joined Northwestern as 
a special agent in Providence in 1948. 
As agency supervisor, a post to which 
he was appointed in 1953 on a part-time 
basis and in 1956 on a full-time basis, he 
has had an outstanding record for 
recruiting and training of new agents. 
He thas also been a successful personal 
producer and for the past seven years 
has won the National Quality Award. 

A 1948 graudate of Brown University, 
Mr. Cournoyer earlier attended the New 


Bertrand T. 


LINCOLN 


EARL E. 


England Conservatory of Music and 
Providence College. His schooling was 
interrupted for World War II service, 
and he served from 1940 to 1945 as an 
Air Force pilot in China and India, at- 
taining the rank of major. 

Mr. Lincoln. joined Northwestern Mu- 
tual in 1913 as an agent in Aurora, Ill. 
where he was very successful as a per- 
sonal producer, In 1919 he was ap- 
pointed district agent for the company 
at Akron, Ohio. There he built and 
maintained an organization that led all 
Northwestern Mutual’s district agencies 
in annual sales volume. 

In 1929 Mr. Lincoln was appointed 
general agent for the company at Ro- 
chester, N. Y. Under his direction, the 
general agency has shown steady prog- 
ress both in annual sales and insurance 
in force. He won Northwestern’s M. J. 
Cleary award for oustanding general 
agency development in 1947, 1953 and 
1954. 





Evans-W hite Agency For 


Guardian in California 


Guardian Life has announced the 
opening of a new agency in Arcadia, 
California, and the appointment of Rich- 
ard A. Evans and Frank H. White as 
managers. The Evans-White Agency is 
the third Guardian office serving the Los 
Angeles area. Managers of the other 
company offices there are Charles P. 
Houseman, CLU, and John A. Speed. 

A native of Ohio, Mr. Evans is a 
graduate of Ohio State University. 
Following Army service in World War 
II he settled in Los Angeles and was a 
salesman for McKesson & Robbins prior 
to entering the insurance field in 1949. 
Mr. Evans is a member of the Pasadena 
Life Underwriters Association and the 
San Marino Kiwanis, and was recently 
named secretary of the the Los Angeles 
Life Supervisors Association. Prior to 
his Guardian appointment he was an as- 
sistant manager for the Equitable. 

Mr. White is a native of Pennsylvania, 
and earned his B.A. degree at Grove 
City Col'ege and his M.A. at New York 
University. He was a teacher at San 
Marino High School for three years, and 
entered the life insurance field in Los 
Angeles in 1950. A member of the Los 
Angeles Optimists International Break- 
fast Club and of the Y Men’s Interna- 
tional Service Club, Mr. White was also 
an assistant manager for Equitable be- 
fore joining Guardian. 





BANKERS OF IOWA SCHOOL 

Nineteen salesmen from 14 agencies 
of Bankers Life of Des Moines, attended 
a senior sales training school recently in 
the home office. The school, second in 
3 series of three, was under the super- 
vision of Director of Training Schools 
Roy A. Frowick. 


Republic National Names 
Group Manager in Oregon 


Vincent M. Newlin, Portland, Oregon, 
has been appointed regional Group man- 
ager of Oregon and Washington for Re- 
public National Life of Dallas, according 
to George R. Jordan, senior vice presi- 
dent in charge of the Group division. 
A native of Oregon, Mr. Newlin attended 
Oregon State College before a service 
tenure with the Army Corps of Engi- 
neers during World War II. 

Prior to accepting the position with 
Republic National Life, he was Blue 
Cross district representative for seven 
years and Group manager three and one- 
half years for a large insurance agency 
in Oregon. 





LIFE INSURANCE 





RENEWAL 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


Plaza 3-2826 








Woodmen of the World 


Plans July Convention 


Woodmen of the World Life Insurance 
Society will hold its 32nd biennial Sover- 
eign Camp (national) convention next 
July 20-23, in Minneapolis, it was an- 
nounced by President Howard M. Lund- 
gren. Mr. Lundgren estimated that some 
800 to 1,000 delegates, officers, members 
of the field force, lay members and guests 
will attend. It is the Society’s first 
convention as “The Family Fraternity,” 
with women and girls having been ad- 
mitted to membership since March 1. 

The convention will coincide with the 
annual Minneapolis Aquatennial celebra- 
tion, 

A Sovereign Camp membership cam- 
paign is expected to help swell conven- 
tion attendance. The Society’s field rep- 
resentatives have an opportunity to win 
both cash prizes and an all-expense trip 
to the convention in the campaign which 
— August 25 and will end next June 


Grand prize is $1,000 cash. In all, 113 
prizes worth a total of $6,820 are offered. 
Individual prizes will be increased 10% 
if the winner holds the F.I.C. designation 
on June 30. Qualification for the cash 
prizes and convention trips is based on 
points earned in writing all types of 
audit and junior business. 





Four Awards Given to 


Group Ins. Sales Leaders 

Two agencies and two outstanding 
agents for Mutual of Omaha and United 
of Omaha have received awards from 
the companies’ presidents for their 
achievement in Group insurance sales 
during the past year. 

Mutual President V. J. Skutt honored 
the Joseph E. Jones Agency of Wash- 
ington, D. C., for its efforts in Group 
H. & A. insurance sales. The Jones 
Agency won a similar honor last year, 
also. The outstanding Group H. & A. 
agent was Al Sodaro, member of the 
H. K. Coffey & Associates Agency in 
the Pacific Northwest. 

United President N. M. Longworth 
honored the E. B. Brink Agency of 
Michigan as the outstanding Group life 
insurance agency. J. C. Walters, district 
manager for the Brink Agency in Lans- 
ing, received the award as No. 1 Group 
life insurance agent. 








YES, We Have 
[1.] FAMILY PLAN 





2. 














4. 











MORGAN O. DOOLITTLE, 
President 





A FAMILY INCOME RIDER TO 65 
($20.00 per Thousand) 


THE EXECUTIVE POLICY 
($15,000 Minimum—First year cash value) 
GUARANTEED RENEWABLE 
(Health & Accident—Hospitalization) 
We Welcome Your Inquiries 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. Y. 


ean ec AL SSeS Sk: 


An All New=—= 


DOUGLAS S. FELT 
Agency Vice Pres. 











ARE YOU A SELF-STARTER? 


Top Long Isiand Life and A. & H. brok- 
erage general agency seeks live wire super- 
visor to promote the Department Store of 
Insurance Idea. Unlimited opportunity to 
share in present expansion program. Per- 
sonal production necessary. Address: Box 
2640, The Eastern Underwiter, 93 Nassau St., 
New York 38, N. Y. 











Asst. Supt. of Agencies 


WALTER G. BILBREY 


Walter G. Bilbrey, Jr., CLU, former 
assistant general agent in Toledo for 
Massachusetts Mutual Life, has joined 
the company’s home office staff as assist- 
ant superintendent of agencies. 

A native of Lima, Ohio, and an alum- 
nus of Manchester College at North 
Manchester, Ind. Mr. Bilbrey entered 
the life insurance field in 1951 and was 
appointed assistant general agent of the 
company’s Toledo agency in 1955. He 
received his Chartered Life Under- 
writer’s designation in 1955, attended the 
Massachusetts Mutual’s 32nd Home 
Office School for Career Underwriters in 
1956, and is a member of the National 
Association of Life Underwriters. 





Conn. General Life Makes 
Eight Staff Appointments 


Connecticut General Life has an- 
nounced eight staff appointments in its 
field organization. 

John R. McElderry has been placed 
in charge of the Cleveland branch office. 


He thas been serving as agency assistant { 


at the home office in Hartford. 

Thomas S. Shea, assistant manager of 
the San Francisco branch office, has 
been named district manager of the 
agency’s Oakland office. : 

New assistant managers are Frederick 
S. Volotta at Syracuse and Nicholas J. | 
Farago at the 41st Street, New York, 
branch office. Both have been staff as- 
sistants. 

Four agents have been named staff 
assistants. They are Hugh Dolby 
Chicago; George W. Drysdale and 
Robert N. Jacobs, both at San Fran- 
cisco; and Carl S. Hohengarten at Bos- 
ton. Mr. Hohengarten was formerly 
with the St. Louis branch office. 
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W. I. YAEGERS 


W. I. Yaegers, CLU, Cincinnati, 
has joined the home office executive staff 
of Franklin Life, Springfield, Ill., as 
director of pension sales. 

Mr. Yaegers started his life insurance 
career with the Mutual Of New York 
in 1932, serving that company as agency 
organizer in New York, Providence, 
Rhode Island and Cincinnati until] 1951. 
He then joined Ohio National Life as 
general agent in Cincinnati. He has 
served as a director of the Cincinnati 
General Agents and Managers Associa- 





Favors Staff Study of U.S. Tax 


The board of Life Insurance Associa- 
tion of America on Wednesday passed 
a resolution on subject of Federal in- 
come tax. It favored consideration of all 
tax approaches on a constructive basis 
through the Joint Federal income tax 
committee, to be prepared for committee 
hearings, and believes that benefits will 
flow from prompt staff studies of all tax 
approaches. 


Boucher R. W right Dies 


Boucher R. Wright, manager of the 
New Jersey branch of Sun Life Assur- 
ance, died last Sunday of a heart attack 
at his home in East Orange, N. J. Mr. 
Wright had been with the Sun Life 
for 25 years and headed its New Jersey 
office in Newark and in East Orange for 
17 years. 


Yanoff in Larger Offices 


In the midst of an expansion program, 
I. Arthur Yanoff, general agent for 
Eastern Life of New York, has moved 
to new and larger quarters at 202 West 
40th Street where he has been located 
since the agency opened. The additional 
space will permit the housing of more 
agents. 

Mr. Yanoff’s expansion move coincides 
with the beginning of his agency’s 
second year with Eastern Life. He is 
now well on the way toward his pro- 
duction objective—a multi-million dollar 
volume before the end of his second 
year. 


Hancock Names D. B. Gray 


District Manager in Ohio 
Appointment of David B. Gray, for- 
merly regional director of agencies, to 
district manager of the John Hancock 
Mutual in Cleveland East, Ohio, was 
recently announced by Frank B. Maher, 
vice president of the company. Asso- 
ciated with the John Hancock since 1937, 
itr. Gray joined the company as an 
agent, He was promoted to assistant dis- 
frict manager in 1941, regional supervisor 
in 1950, and regional director of agencies 
® year later, 














W. N. TOLLESON, JR. 


tion, Cincinnati Life Underwriters Asso- 
ciation and Cincinnati CLU Chapter. 

William N. Tolleson, Jr., vice president 
of the Franklin Life, who has directed 
agency expansion for several western 
states from Denver headquarters, will 
transfer his field of activities to the 
Texas area with headquarters in Dallas. 

Mr. Tolleson joined Franklin home 
office agency department as director of 
agency development in 1957. He has 
been in life insurance field and manage- 
ment since 1941, In January, 1958, Mr. 
Tolleson was elected vice president of 
the Franklin. 
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Coffin to Head University 
Of Hartford on January 1 


Vincent B. Coffin, senior vice presi- 
dent of Connecticut Mutual Life, has 
been made first chancellor of the new 
University of Hartford. He is also vice 
president of the board of trustees of 
Wesleyan University and chairman of 
the National Travelers Aid Association. 

John G. Lee, chairman of the uni- 
versity’s board of regents, said the ap- 
pointment of Mr. Coffin, effective Janu- 
ary 1, was made after a year’s search 
for the right man for the post. The new 
University of Hartford is a consolida- 
tion of four Hartford educational insti- 
tutions: Hillyer College, Hartford Art 
School, Hartt College of Music and the 
Ward School of Electronics. It currently 
has an enrollment of 8,000. 


OHIO NATIONAL AWARDS 

President’s Trophies of Ohio National 
Life were won this year by the Larry 
Boord Agency, Dayton, Ohio; Roy 
Morris Agency, Salem, Oregon; and 
Cliff Tompkins Agency, Sheridan, Wyo- 
ming. They were presented to the 
winners by President M. Rey Dodson 
at the company’s biennial sales conven- 
tion, held recently. 
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WHY TEETER ON ONE WHEEL 


when you can drive along on two! 


DOUBLE YOUR SALES! 


DOUBLE YOUR 
INCOME! 


Join The Swing To Monthly Payments 
With Our Monthly Premium Life Plus Monthly Pre- re 
mium Accident, Sickness and Hospitalization Plans. 
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A DYNAMIC business and Income 
Producing PLAN with high first 
year and renewal commissions. 
Plus a full line of Commercial 
Accident and Health, Hospitaliza- 
tion, Surgical and Employee 
Benefit Plans. 


Write at once for information to 
John F. Leibig, Vice President. 





NATIONAL vhecacut and Health 
| Juunewe Co.0OF PHILADELPHIA 


244 SOUTH 8TH STREET, PHILADELPHIA 7, PA 





Associate Group Actuary 





ROBERT N. STABLER 


Robert N. Stabler, Fellow in the So- 
ciety of Actuaries, has been appointed 
associate group actuary of General Amer- 
ican Life, St. Louis. 

Formerly of the Group department of 
New York Life, Mr. Stabler is a gradu- 
ate of University of Illinois. In his 
newly-created post at General American 
Life under Group Actuary Ray Ely, he 
will have direct actuarial responsibility 
for underwriting and rate-making, and 
will serve as manager of the Group actu- 
arial department. 


Life of Virginia Stock Split 

Life Insurance Co. of Virginia stock- 
holders have voted a two for one stock 
split. Earlier this year the company had 





announced its intention of declaring 
small annual stock dividends when 
justified. 


In commenting on this, President 
Charles A. Taylor said, “The approval 
of this two-for-one stock split in no way 
alters this policy nor is it intended to 
intimate that the outiay for cash divi- 
dends will be increased beyond what 
is inherent in the stock dividend policy. 
The action taken is aimed at broadening 
and stabilizing markets for the com- 
pany’s stock.” 





Record Sales Reported 


Indianapolis Life’s sales force last 
month recorded the largest volume of 
sales for any August in the company’s 
53-year history, according to Agency 
Vice President Arnold Berg. 

New life insurance sales for the month 
were 24.2% ahead of last August, while 
total paid business for the first eight 
months of 1958 is 15.3% ahead of the 
same period a year ago. 

Leading individual salesman for the 
month was Eugene Druart of Fort 
Wayne, while the company’s top agency 
for the month was the Nate Kaufman 
Agency, Shelbyville, Ind. 
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LOMA Meeting At Atlantic City 
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future of space travel or nuclear energy. 
Both need brainpower. The times are 
tailor made for men and women who are 
prepared to grow. 

“We feel that this year we have been 
able to somewhat broaden the scope ot 
our services to member companies, and, 
at the same time, we have initiated cer- 
tain new programs and made plans for 
others. Now we have both the oppor- 
tunity and the challenge to further ex- 
pand and improve our operation. — 

Following the annual business meeting, 
the Tuesday morning general session got 
under way with LOMA President Peter 
McDonald as chairman. Earl Dallam 
Johnson, executive vice president, Gen- 
eral Dynamics Corp., first addressed the 
Conference gathering. His subject was 
“The Dynamics of Security.” 

Clifford B. Reeves Speaker 

Following Mr. Johnson, Clifford B. 
Reeves, vice president for public rela- 
tions, Mutual Of New York, in starting 
his talk on “The Importance of Public 
Relations in Office Management,” said 
that while there were countless defini- 
tions of “public relations” there was one 
that he preferred above all others. It 
was “A process of finding out what the 
public likes about your business and 
doing as much of that as you can, and 
finding out what the public does not like 
about your business and doing as little 
of that as possible.” 

Mr. Reeves outlined the scope and 
growing importance of public relations 
activities to a life insurance company. 
He described surveys which his company 
had conducted among policyholders to 
sound them out on where they felt serv- 
ice might be improved. 

He placed considerable stress upon the 
importance of corresponding with policy- 
holders in simple, non-technical lan- 
euage that the layman could really un- 
derstand. His address was highlighted 
by a number of humorous notes, all of 
which made a point pertaining to good 
public relations. 

Holderness Luncheon Speaker 

The 1958 Fellows of the LOMA Insti- 
tute were guests of honor at the Asso- 
ciation luncheon Tuesday noon. Howard 
Holderness, president, Jefferson Standard 
Life, in an address entitled “A Salute 
and Congratulations to 1958 Fellows” 
paid high tribute to the accomplishment 
of those who this year received their 
“FLMI” designation. 

Mr. Holderness said that the formal 
training received in schools and col- 
leges is but a small part of the knowl- 


edge one must possess to make his 
daily decisions. 
“Tt’s a wonderful thing, too, about 


knowledge; the more we learn, the more 
we are capable of learning,” he con- 
tinued. “It is still impossible to grasp 
everything and become wise and know- 
ing in many areas. This leads us to a 
tendency to become specialists. Special- 
ists we must be, but it seems unneces- 
sary to do so at the sacrifice of broad 
training.” 

Mr. Holderness told of a study con- 
ducted by the School of Business Ad- 
ministration of North Carolina State 
University, in cooperation with businesses 
in that state. In connection with this, 
business and industry spokesmen devel- 
oped a statement to show what they con- 
sider the main goal of business educa- 
tion. It reads: 

“The main goal of a business education 
should be the development of an individ- 
ual with broad training in both the hu- 
manities and principles of business, ca- 
pable of independent, imaginative and 
constructive thought.” 

Following the response to Mr. Holder- 
ness by David Chamberlain, assistant 
secretary, Great American Reserve, and 
a 1958 Fellow, awards were presented 
to the 1958 Fellows. 

Three concurrent planning sessions 
were held on Tuesday afternoon, with 
each of three subjects presented at three 
sessions designed for different groups of 
companies, according to the amounts of 
insurance in force. 


The topics and the planning committee 
members presenting them to the differ- 
ent groups were: 

FORMS AND SYSTEMS PECULIAR 
TO FAMILY PLAN POLICIES 
Eastern Planning Committee 
Presentation 

(For companies with $2,600,000,000 or 
more in force.) 

Chairman: Arthur J. Arctander, man- 
a procedures department, New York 
Life. 

James T. Byrne, manager, management 
research, Metropolitan Life. 

Clyde W. Compton, assistant director, 
methods, general office administration 
department, Prudential. 

Herman Knass, director of planning, 
Mutual Of New York. 

John G. McElwee, assistant secretary, 
John Hancock. 

Southwest Planning Committee 
Presentation 

(For companies with $600 million to 
$2,600,000,000 in force.) 

Chairman: Hilton H. Campbell, FLM1, 
vice president, Republic National Life. 

Pat G. Combs, FLMI, assistant vice 
president, Great Southern Life. 

Herman E. Otto, assistant secretary, 
methods and planning, Southland Life. 

Southern Planning Committee 
Presentation 

(For companies with under $600 mil- 
lion in force.) 

Chairman: J. H. Quaritius, administra- 
tive vice president, Peninsular Life. 

Chris C, Hamlet, secretary, Home Se- 
curity Life. 

W. T. Warren, Jr., FLMI, vice presi- 
dent, Southern Life and Health. 

MECHANIZATION OF POLICY 
ISSUE 


North Atlantic Planning Committee 
Presentation 

(For companies with $2,600,000,000 or 
more in force.) 

Chairman: Boyd H. Moreland, senior 
management associate, standardization, 
Metropolitan Life. 

Louis Z. Richards, administrative as- 
sistant, John Hancock. 

John F. Trevor, manager, general serv- 
ice procedures, Metropolitan Life. 


Eastern and Midwest Planning 
Committee Presentation 

(For companies with $600 million to 
$2,600,000,000 in force.) 

Chairman: Harry W. Kenney, control- 
ler, Kansas City Life. ‘ 

Laurence I. Corkum, insurance service 
secretary, Phoenix Mutual. j 

George F. O'Leary, auditor, North- 
western National. Pa 

Midwest Planning Committee 
Presentation 

(For companies with under $600 mil- 
lion in force.) , 

Robert T. Repass, FLMI, assistant 
secretary, Central Life Assur. 
CONSIDERATIONS INVOLVED _ IN 
NEGATIVE POSTING, ELIMINA- 
TION OF THE MANUAL HISTORY 
CARD, AND REDUCTION OF ORDI- 

NARY FILES 
North Atlantic and Western Planning 
Committee Presentation 

(For companies with $2,600,000,000 or 
more in force.) 

Chairman: Logan J. Massee, associate 
planning secretary, Massachusetts Mu- 
tual. 

Frank H. Byrne, assistant manager, 
premium accounting, Equitable Society. 

Harold R. Moyer, FLMI, supervisor, 
planning and methods, Metropolitan Life, 
Pacific Coast Home Office. 

William R. Stack, assistant 
of planning, John Hancock. 

Southern and Western Planning 
Committees Presentation 

(For companies with $600,000,000 to 
$2,600,000,000 in force.) 

Chairman: R. Millard Oliphant, assist- 
oa secretary and personnel officer, Gulf 
Life. 

William A. Knight, FLMI, controller, 
Life Co. of Virginia. 

John P. Morgan, director of planning, 
California-Western States. 

Southwest and Western Planning 
Committees Presentation 

(For companies with under $600 mil- 
lion in force.) 

Chairman: Glen N. Wood, second vice 
president, American General Life. 

Merle L. Hartwig, vice president, Gen- 
tury Life. 

William K. Robinson, FLMI, vice pres- 
ident, actuary and secretary, Old Amer- 
ican Life. 


director 


Reeves On Public Relations Aspects 
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this way to the end of the line; and 
what the last fellow thinks the first 
fellow said sometimes turns out to be 
ludicrous. This kind of thing can happen 
in your business, too. 

3. Service Audits. How do you find 
out whether services to policyholders 
are meeting their requirements? The 
obvious answer is: “Ask them.” We 
are in business, after all, primarily to 
please our customers. Yet many busi- 
nesses do not take the trouble to con- 
sult those customers about their views. 

One very simple and effective way to 
get policyholder reactions is to conduct 
a continuous series of “Service Audits.” 
For example, in my own company, we 
select a particular service each month 
(for example, Change of Beneficiary) 
and send a letter and questionnaire to 
some 250 policyholders who requested 
that particular service in the preceding 
30 days. Thus, while the transaction is 
fresh in their minds, we ask them 
whether we performed it satisfactorily. 
Did we act promptly enough? Were our 
people courteous and helpful? Could 
the policyholder understand the forms 
we sent him? Does he have any sugges- 
tions for improvement of that particular 
service? We try in every way possible 
to elicit comments, criticisms and sugges- 


tions that will help us improve our 
service. : 
Each month we audit a_ different 


service. So we are running a continuing 
audit on the entire service operations of 
the company. Suggestions and criticisms 
received from policyholders are discussed 
with the operating departments in ques- 
tion and have had an important in- 
fluence in improving and speeding up all 


of our service operations. 

4. Handling of Complaints. Still anoth- 
er way to appraise policyholder attitudes 
towards your company’s services is to 
tabulate and analyze all complaint letters 
received. Unless that is done on a cen- 
tralized, company-wide basis, no one 
knows how many complaints there are, 
or what their character is. Changes in 
the volume and subject matter of com- 
plaints over a period of time will give 
you a valuable guide as to where your 
procedures and services need improve- 
ment. Moreover, to help build good 
policyholder relations, you must be sure 
that complaint letters are really getting 
satisfactory answers. Some complaints 
are difficult to answer and take special 
handling. 

5. Much of a policyholder’s opinion of 
his life insurance company is gained 
from the character of the letters he 
receives from his company over a period 
of years. He wants the answers to be 
courteous, simple — and above all — 
prompt! When a policyholder writes his 


company, the matter is often a very 
urgent one. He may need money in a 
hurry. He may want to change his 


beneficiary arrangements before making 
a long trip. So he does not expect to 
wait a couple of weeks for an answer; 
and he will be aggravated if that happens. 

One company I know maintains a sys- 
tem of time controls on all correspon- 
dence. This shows how many letters 
go into each department every month, 
how many are answered within three 
days or less, how many in 5 to 7 days, 
7 to 10 days, etc. These tabulations show 
where delays and hottlenecks are occur- 

(Continued on Page 23) 


W. Dawson Sterling, FLM1I, secretary, 
Southwestern Life. ; 
Panel on Electronics 

The final general session of the LOMA 
Annual Conference on Wednesday morn- 
ing had Charles H. Bader, FLMI, as 
chairman. 

A lively and straightforward panel pre- 
sentation on “Electronics in Action” was 
the first attraction, with Stevens [., 
Shea, planning secretary, Massachuseits 





Mutual, and chairman of the LOMA 
automation committee, as moderator, 

The first panelist, Robert W. Harvey, 
second vice president, Prudential, in 
starting his talk, “Preparing for Elec- 
tronic Operation,” said that this was at 
least a threefold process—physical prepa- 
rations, mental preparations and spiritual 
preparations, Commenting on the third, 
he said, “I-am forced to leave the spirit- 
ual'in the hands of others and confine 
myself to the more earthly level of the 
physical and the mental.” 

Mr. Harvey discussed the selection of 
computer planning personnel, and _ said 
that “the best staff we can muster should 
be given the job of planning electronic 
operations.” He went on to describe 
the various steps in evolving a sound, 
long-range electronic program. 

He stated that they found it advanta- 
geous to centralize all computer systems 
design and programming, and that he 
strongly believes it would be a_ serious 
mistake to develop a complete com- 
puter system in the isolation of a 
central planning group and then hand it 
to an operating organization as a fait 
accompli. He added that the manage- 
ment group should become as well ac- 
quainted as they could with the com- 
puter since that group cannot afford to 
abdicate its position or forfeit its re- 
sponsibility because of lack of knowl- 
edge. “No manager,” Mr. Harvey said, 
“can afford to be an uninitiated slave to 
an inscrutable machine attended by a 
secret priesthood.” He summarized his 
talk with the statement that “the prim- 
ary requirement for successfully getting 
through the preparatory stage to con- 
version and finally operation, is capable 
people capably led.” 

A. C. Vanselow 

A. C. Vanselow, vice president and 
comptroller, Franklin Life, who followed 
Mr. Harvey, spoke on “Converting to 
Electronics,” 

He discussed the specific problems en- 
countered during conversion to comput- 
ers at Franklin Life, and described some 
of the company’s experiences with elec- 
tronics. One of the first major problems 
to be solved was the conversion of the 
name and address file for billing, which 
for many years had been maintained 
on addressograph plates. 

How this was accomplished was de- 
scribed in detail, starting with the de- 
vising of a set of standards in order to 
have uniformity in punctuation and ab- 
breviations, and determining what infor- 
mation might or might not be eliminated 
from the address. Mr. Vanselow also 
outlined the personnel required, and said 
that the company analyzed various meth- 
ods of converting the premium account- 
ing information. The decision reached 
was to microfilm the active premium 
history cards, which were the most accu- 
rate of the manual records, to establish 
the information for the master tape item 
not available from punched card files. 

The new electronics procedures were 
started on a due day basis, one day at 
a time. This method of conversion, Mr. 
Vanselow said, contained certain disad- 
vantages, such as the length of time re- 
quired to complete it, the problems of 
coordination which had to be solved all 
during that time, and the peaks and 
valleys in the daily workload for the 
groups operating the new and old sys- 
tems on a partial basis. However, the 
advantages of that conversion method 
were that it gave immediate experience 
of the entire integrated system on 4 
small group of policies, required a 
smaller clerical staff and had a smaller 
file maintenance problem. 

Mr. Vanselow concluded his talk by 
reporting that his company has now 
grown. to $3 billion of insurance in 
force, the size where they had originally 

(Continued on Page 22) 
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estimated that their computer would be 
operating at full capacity. 


They are now planning for the ac- 
quisition of a computer with larger ca- 
pacity and greater speed in order to 


reduce the number of computer runs and 
adopt a daily cycle of operation while 
reverting to a one or two shift operation 
ona five day work week. 


George E. Wallace 

George E. Wallace, coordinator of ac- 
tuarial applications at John Hancock, 
next spoke on “Operating a Data Auto- 
mation System.’ 

“Looking back,” Mr. Wallace said, 
can see that three high-level Fr Bl 
made long before the computer was de- 
livered, profoundly affected the develop- 
ment of our operations. They were: 

“1, That the operation should encom- 
pass all Ordinary insurance operations, 
crossing departmental lines whenever 
efficiency warranted it. 

“2. To proceed one operation at a time 
instead of on a combined operations ap- 
proach, and 

“3. To operate a basic monthly cycle 
and not weekly or daily as many other 
companies were planning to do. 

“In our unit the accent has been on 
youth, with a sprinkling of experience 
to guide the transition from the old 
system to the new. Our operators have 
been drawn from the best young men 
in our conventional machine rooms, and 
without exception have proved to be 
more than capable.” 

Mr. Wallace described several of the 
operating problems which they had to 
face, and how they solved them. One 
problem was the number of clerical er- 
rors in preparing input for their updat- 
ing system; another was _ missorted 
punched cards which contained update 
items for conversion to tape. Another 
was the peakload created in the mail 
division with the monthly cycle system 
of preparing premium notices on the 
high speed printers. Mr. Wallace de- 
scribed the solution to these and other 
problems. 

On the subject of the continuing need 
for programmers, Mr, Wallace said, “It 
looks as though at least one program- 
mer must be left indefinitely on each 
application full time for program main- 
tenance, unless you can find some way 
to stop changes in your program re- 
quirements. In even as relatively simple 
an application as our home office payroll, 
one of our best programmers has been 
kept busy full time incorporating into 
the system changes dictated by Federal, 
State and Company policy, and changes 
asked for with the phrase, ‘as long as it 
is on Univac, why can’t we do such and 
such ?’” 

‘In concluding his address, Mr. Wallace 
said, “The reward for all the planning 
and hard work is to walk into the com- 
puter area during a production run and 
watch the computer quietly processing 


records hour after hour with only an 
occasional communication between the 
program and the operator, and the 


changing of tapes, to indicate the vast 
amount of work being done.” 


Eldon Stevenson, Jr. 

The fourth and final panel member, 
Eldon Stevenson, Jr., president, National 
Life and Accident, took an inclusive view 
of the eloctronics picture as he discussed 

“A Look at a New Era.” 

He first reviewed the progress his 
company has made in the three phases 
of their over-all plans for the use of 
electronic equipment. Phase I, which 
utilizes their computer about 55 hours 
a week, includes the preparation of 
weekly premium lapse and commission 
registers for their 7,200 field men, pre- 
mium billing, accounting file mz aintenance 
for 500,000 regular ordinary policies, 
ordinary policy and commission registers 
for ordinary and MDO business, prepa- 
ration of the field payroll for 8,000 
employees and other applications. Phase 
II, now being tested on the machine 
includes the handling of policy loans, 
debit policy file maintenance and ordi- 
nary reserves. 


Phase III, now in the programming- 
testing stage, is field accounting. Mr. 
Stevenson said that this is “the dream 
of every large combination company. 
When this becomes a reality, in my 
opinion, it will be the greatest accom- 
plisment of this electronic era, for the 
attainment of this goal will certainly 
revolutionize field activities.” 

Mr. Stevenson reported that his com- 
pany was getting increased and improved 
services of all types at reduced costs, 
with this new equipment. He paid trib- 
ute to the technical experts in his own 
company and in the insurance business 
who have made it possible to apply this 
type of equipment to the economical and 
effective service of the employes and 
policyholders of all companies. 


In closing, Mr. Stevenson expressed 
the conviction that, with this new era of 
electronics,” we stand on the thresh- 
hold of unprecedented progress in our 
operations. “My optimism,” he added, “1 
firmly based on the accomplishments 
which have already been achieved in 
these beginning years of this new era, 
together with the plans which are being 
made for the years which lie immedi- 
ately ahead.” 


William W. Eitel 


In opening his discussion of “How to 
Make Work Simplification 


Pay: -O8,” 








DIDJA KNOW 


William W. Eitel, methods man- 
ager, Home Life, said that a common 
definition of work simplification is a 
search for better and easier ways to do 
work through the organized application 
of common sense. In other words, try 
to get everyone working smarter not 
harder. 

“Tn talking about work simplification, 
we must remember we are also talking 
about people,” he commented. 

Mr. Eitel told how his company a 
number of years ago appointed a com- 
mittee to ferret out the “nice but not 
necessary” activities and budget items. 
A cartoon character evolved by the name 
of Mr. Spendrite. He symbolized the 
company’s interest in sound management 
practices and ideas that help control ex- 
penses. A program centered about Mr. 
Spendrite did much to stimulate interest 
among employes. 

“Work simplification is 10% mechanics 
and 90% humanics,” Mr. Eitel insisted. 
“The mechanics are simple, but the hu- 
manics are a factor over which a pro- 
gram can stumble and fall.” 

Mr. Eitel described some of the ob- 
stacles encountered in putting across a 
work simplification program and told of 
three assurances that must be given the 
employes right at the start. 

“Over 420 projects have been com- 
pleted,” Mr. Eitel said, “and the end of 
this month we will be reporting contin- 
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ued annual savings of around $100,000.” 


Concluding Address by 
Rankin Furey 

An address by W. Rankin Furey, CLU, 
president, Berkshire Life, on “In the 
Afternoon We Sell Insurance” concluded 
the Conference. 

Mr. Furey explained that the title of 
his address was derived from a cliche 
that his company likes to use— 

In the morning we guard the trus- 
teeship; in the afternoon we sell life 
insurance.” 

Mr. Furey said he supposed that this 
needed no further explanation except 
that the saying states, admits and car- 
ries out the thought that above every- 
thing else, life insurance in the first in- 
stance must be safe, sound, and certain; 
and in the second is aimed at the simple 
purpose of providing more protection for 
more people. 

Later in his address he said, “It does 
seem fitting and proper, whether we are 
reviewing the activities of the industry 
through all of its associations or just 
concluding the annual conference of one 
of them, that we should stop and con- 
sider what it is all about. Beyond any 
shadow of doubt, at any Home Office the 
single biggest problem is integrating 
the various activities into a unit, the for- 
mation of a dedicated group of special- 
ists into a happy team that will pull 
together. 

“Each specialist, whether he be in the 
field represented here or in sales, law, 
underwriting, investment or actuarial, 
has built in him a deep conviction and 
pride in his calling and of its importance 
in a life insurance company. Each has, 
in some degree, an intolerance of the 
others. 

“T think any football coach would tell 
you that his team in mid-November, 
thoroughly trained and organized to op- 
erate as a unit, could on any given 
Saturday beat a team of all-stars gath- 
ered from his opponents, always assum- 
ing that the all-stars themselves had not 
been practicing together as a team. And 
so it is in life insurance. All of our 
men are stars in their own right, but 
they are more important salary-wise and 
otherwise, if they demonstrate a marked 
team play ability to conduct their spe- 
cialty in realistic evaluation to the whole 
and with happy, successful relationship 
to all the others. 

“And so, our business must restrict 
all specialists, to some extent. 

“Each and every specialist, whatever 
his position in the company, must cast 
aside at least some of his professional 
pride and prerogatives and any occupa- 
tional intolerance that specialists do build 
up. He must adjust his work, his think- 
ing, his speciality to the needs of the 
total business and to his particular com- 
pany’s approach to the business.” 

Conference Committee 

The Annual Conference Committee, 
which formulated the program for the 
meetings in Atlantic City, included: 
Merrill R. Tabor, vice president and 
secretary, Berkshire Life, chairman; 
Walter S. Beardon, Jr., vice president 
and manager, Industrial Department, 
National Life and Accident; Harold B. 
Brian, vice president, Teachers IAA; 
L. M. Davison, associate secretary, 
Manufacturers Life; Charles G. Groe- 
schell, comptroller, Northwestern Mu- 
tual; Charles B. Laing, vice president, 
Prudential; Guy B. Phillips, Jr., secre- 
tary, Jefferson Standard. 


Exhibitors 


As in past years, a feature of the 
LOMA Annual Conference was a com- 
prehensive display of the latest in office 
machines and equipment. Eighteen ex- 
hibitors participated. They were: Amer- 
ican Automatic Typewriter Co., Art 
Metal Construction Co., Copease ‘Corp, 
Dictaphone Corp., Diebold Inc., General 
Fireproofing Co, Haloid Xerox Inc, 
Harter Corp., International Business Ma- 


chines Corp., Minnesota Mining and 
Manufacturing Co. National Cash Reg- 
ister Co., Photostat Corp., Radio Corp. 


of America, Remington Rand Division of 
Sperry Rand Corp., -Rol-Dex Division, 
Watson Manufacturing Co., Security 
Steel Equipment Corp., Thomas A, Fdi- 
son Industries, McGraw-Edison (Co. 
Whieeldex and Simpla Products, Inc. 
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ring. This enables the public relations 










people to discuss the question with 
yarious operating departments before 
the problems become chronic and affect 
policyholder relationships. 

That same company also instituted a 
system of humanized and _ simplified 
correspondence. A correspondence con- 
sulting firm was brought in to train 
people in letter writing. They found 
that nearly two-thirds of all the letters 
being answered by the company fell into 
repetitive patterns. This made it feasible 
to prepare “Guide Letters” in simple, 
humanized style. The company now has 
more than 2,500 such letters, covering 
all the routine correspondence needs of 
the company. 

The Guide Letters are not form letters 
to be followed word for word. They 
provide simply a guide or style to follow. 
The individual writes his own letter, 
but his study of the Guide Letters helps 
him to avoid technical language and 
antique phrases. It also leads him in 
the direction of courtesy and brevity, 
and generally sets the tone and style of 
all correspondence. 

Letter clinics are also held periodically 
in each department, for discussion of 
letters written in the preceding month. 
The correspondence consultants also rate 
the letters written in each of the com- 
pany’s agencies, and made suggestions 
for improvement. This correspondence 
system has substantially reduced dictat- 
ing and typing time throughout the 
company and saves many times what it 
costs, as well as being a great builder 
of policyholder good will. 

In connection with the frequent use 
of be-whiskered phrases in _ business 
correspondence, here is a little verse 
on the subject that may strike a re- 
sponsive chord: 


“We beg to advise you, and wish to 
state 

That your letter arrived of recent 
date: 

We have 
noted, 

Herewith enclosed are the prices we 
quoted. 


it before us, its contents 





Attached please find, as per your 

request, 

sample you 

would suggest 

Regarding the matter and due to the 
fact 

That up to this moment your order 
we've lacked, 

We hope you will not delay it unduly 

And we beg to remain Yours Very 
Truly.” 


6. Special Letters. There is a great 
need for more communication between 
life insurance companies and their policy- 
holders. Much can be done to develop 
closer policyholder contacts through the 
use of special letters to policyholder 
groups at different special times. Some 
companies write a welcome letter to new 
policyholders over the signature of the 
president, enclosing the latest annual 
report of the company and inviting con- 
tinued interest in the company’s affairs. 
Some other companies write special 
letters to policyholders on their com- 
pletion of limited payment and endow- 
ment contracts, congratulating them on 
their achievement and offering to be of 
further service. Some companies issue 
bulletins or magazines. which keep 
policyholders posted on new insurance 
developments of possible interest to 
them, and give them a greater under- 
Standing of their companies. 

7, Printed Forms. Printed forms are 
another bagaboo for the average policy- 
holder. Too often they are written and 
designed without regard for the people 
Who will have to read and understand 
them. It is not unusual for the language 
of printed forms to remain unchanged 
for as much as 20 years, because it is 
€asier simply to reprint a form when 
needed than to review it critically. 


I think every company should have 
4 committee, or some other form of 


The wanted, and we 


organization, set up to review and re- 
vise forms as the need for reissuing 
them arises. Consideration should be 
given—not only to legal requirements, 
but to public relations and sales consid- 
erations and the need for simplicity. 
A great deal can be done to cut out 
unnecessary verbiage or to simplify the 
technical language of the forms. Ap- 
pearance should also be considered, and 
this is more a matter of good taste and 
typography, than a matter of expense. 
Good-looking, easy-to-read forms are 
not necessarily expensive forms. 

With the coming of electronics, we 
are facing a great challenge in this area 
of forms. In our zeal to meet the re- 


quirements of these wonderful new 
machines, we must not forget that the 
forms and other material they produce 
must also meet the needs of our policy- 
holders—who are human beings and not 
machines. 

Even the United States Government 
is learning the importance of simple 
and attractive forms, and it has done 
much to improve income tax blanks in 
recent years. In fact, I hear that next 
year’s blank may contain only three 
questions: 1. How much money do you 
have? 2. Where is it? 3. How soon can 
you send it? 

8. Requirements for Policyholders. In 
connection with your services to policy- 


holders, have you reviewed lately the 
things you are making them do to meet 
your requirements? Are you requiring 
them to send in their policies for en- 
dorsement, when it really is not neces- 
sary? Are you requiring more witnesses 
to signatures than you need? Are you 
sure that all departments are requiring 
the same actions from _ policyholders? 
If an inquiry is answered in your 
Actuarial Department, do they establish 
different requirements than the Law 
Department would? It is important to 
make sure that all the requirements for 
policyholders are as simple and stream- 
lined as you possibly can make them. 
(Continued on Page 25) 





feat US KEEP THE 
THINGS WORTH KEEPING 


Families get together every 
year and give thanks. It’s an 
American custom we all love 
—from grandma and grandpa 
down to the little girl who sits 
up high at the table on a dic- 
tionary. 

Family life is such a pre- 
cious part of peace. But like 
so many things we give thanks 
for, peace doesn’t come easy. 
Peace costs money. 


Money for strength to keep 
the peace. Money for science 
and education to help make 
peace lasting. And money 
saved by individuals. 


Your Savings Bonds, as a 
direct investment in your 
country, make you a Partner 
in strengthening America’s 
Peace Power. 


The chart below shows how 
the Bonds you buy will earn 
money for you. But the most 
important thing they earn is 
peace. They help us keep the 
things worth keeping. 

Think it over. Are you buy- 
ing as many Bonds as you 
might? 





HOW YOU CAN REACH YOUR SAVINGS GOAL 
WITH SERIES E BONDS 


(in just 8 years, 11 months) 








H xe sbour| $2,800 | $5,000 | $10,000 
cach week, | sans | aso | $18.75 














This shows only a few examples. You 
can save any sum, buying Bonds by 
Payroll Savings or where you bank. 
Start your program now! 
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THE GOLD BOOK WILL BE 
PUBLISHED NEXT WEEK 


The Gold Book of Life Insurance Sell- 
ing, 1958 edition, will be published next 
week as a the regular 
edition of The Eastern Underwriter. 

It will be widely distributed by insur- 
ance companies who recognize it as a 
special effort in making understood the 
significant part played by life insurance 
not only in the economy and the home, 
but at the same time demonstrating that 
the salesmen who have sold the billions 
of dollars of insurance in force are among 
the most valuable citizens of the United 
States and Canada. 

Theme of The Gold 
is the closely knit relationship between 
life insurance, family and home, making 
it possible for this country and Canada 
to maintain the highest standard of liv- 
ing. That insurance ownership preserves 


supplement to 


300k this year 


as well as guarantees this particular 
pattern of our civilization is the wide- 
spread belief not only held by the 


insured and beneficiaries throughout the 
two nations but universally. It is demon- 
strated in The Gold Book by tributes to 
insurance in relation to the family given 
by representatives of the three leading 
religious faiths; by New York City’s 
principal judge as well as by the past 
president of Federal Bar Association; 
by city officials and by health and wel- 
fare executives. 

Thus, performance of insurance since 
its beginning has furnished insurance 
agents with an enviable atmosphere in 
which to operate and many of those 
agents have increased the prestige of 
insurance by being leading participants 
in their community affairs. While they 
have done well in these activities another 
great responsibility confronts them which 
is to write as many individuals as can 
come within their periphery, the only 
way in which the gap can be closed 
between insured and either 
have not enough insurance or often 
have none. The importance of meeting 
that responsibility is well described by 
an article in The Gold Book written 
by Reginald L. Kayler, general counsel, 


those who 


Life Underwriter Association of Canada. 

While some articles about Million Dol- 
lar producers appear in The Gold Book 
the emphasis this year is on the agents 
who are writing large number of lives 
and using the mass market for their 
principal sales approach. They are con- 
stantly visiting homes, selling large num- 
bers of individual lives and are closing 
the gaps between adequate and inade- 
quate coverage. An article describing 
a day spent by an editor with a debit 
insurance agent in Staten Island homes 
demonstrates how warmly families wel- 
come visits of insurance agents. 

Many other subjects are covered in 
The Gold Book: They include the situ- 
ations relative to Social Security and the 
National Service Life situations; the 
impact of life insurance in diminishing 
juvenile delinquency; the advertising by 
insurance companies in magazines of na- 
tional circulation, as well as the insur- 
ance messages to the public published 
in newspapers by Institute of Life In- 
surance; the strong competition for the 
insurance dollar, including that invested 
in the mutual funds; and, one of the 
most important articles, that of Dr. Louis 
I. Dublin, explains how life under- 
writers associations throughout the coun- 
try are playing constantly larger roles 
in their community activities. Two prom- 
inent Government bureau heads describe 
the present pattern of family life in this 
country and the economics of the family. 

Undoubtedly, as has been the case in 
former years, The Gold Book will be 
used throughout the year by many gen- 
eral agencies as themes for Monday 
morning meetings. 





Val T. Jones has been elected vice 
president of the Resolute Insurance Co. 
of Connecticut and of the Resolute 
Credit Life Insurance Co. He joined the 
Resolute in July after being executive 
vice president of the National Independ- 
ent Automobile Dealers Association. 
Prior to that he had been editor and 
publisher of “Auto Week,” magazine for 
automobile dealers. Mr. Jones was grad- 
uated from the University of Illinois in 
1948 where he specialized in journalism. 
He served for a while with the United 
Press. 
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MASSACHUSETTS MEMBERS OF TAX GROUP—(left to right) H. Ladd 
Plumley, president, State Mutual Life; O. Kelley Anderson, president, New England 
Life; Paul F. Clark, chairman John Hancock Mutual Life; and Richard C. Guest, 
vice president, Massachusetts Mutual, at a Boston press conference held at the 
Algonquin Club on behalf of the Temporary Committee on Taxation of Mutual Life 
Insurance Companies. Newsmen were told that the rate of state and federal taxes 
paid by life insurance companies has increased 98% in the past 12 years, while the 
actual amount of dollars paid in Federal income taxes increased over 1,000% during 
the same period. Mr. Clark stated that since 110 million Americans are policyholders, 
the taxation of life insurance is of great concern. 

The Boston conference was part of a nationwide public information program 
designed to help rectify this tax situation. 









Paul Clement, president of Minnesota 
Commercial Men’s and American Bene- 
fit Association, both of Minneapolis, was 
elected president of the International 
Federation of Commercial Travelers In- 
Organizations at recent 
annual meeting in Swampscott, Mass. 
Mr. Clement, well known figure in 
A. & H. circles, has given over 40 years 
of service to the Minnesota Commercial 
Men’s. A graduate of Minnesota College 
of Law, he is a past president of the 
Health & Accident Underwriters Con- 
ference and the Isaac Walton League 


of America which reflects his love for 
fishing. His fellow officers, newly elected, 
in the International Federation are 
Robert A. Cavenaugh, Illinois Commer- 
cial Men’s Association, vice president; 
John W. Whittemore, Eastern Com- 
mercial Travelers Accident Association, 
secretary-treasurer, and Loring Elliott, 
Physicians Casualty, chairman of the 
executive committee. 


surance its 


* * * 


Emil E. Brill, senior vice president, 
General American Life of St. Louis, has 
been elected president of the Down 
Town Kiwanis Club of that city. In the 
past Mr. Brill has headed such local 
groups as the Sales Executives Associa- 
tion, St. Louis Dinner Club, Wydown 
Men’s Club and. the Men’s Bible Class 
of St. John’s Methodist Club. 


* * * 


Stanley T. Dingman, director of public 
relations for John Hancock Mutual Life, 
was the featured speaker at a meet- 
ing of the Advertising Club of New 
Hampshire. The meeting was _ held 
at the Officers Club of Grenier Air 
Force Base in Manchester, N. H. Mr. 
Dingman’s subject was “Public Rela- 


tions and Publicity,” with special empha- 
sis on community relations. 





Julian C. Pease has been elected a 
director of Connecticut Mutual Life. A 
graduate of Yale University he has been 
associated with the New Britain Tool 
Co. since 1934 when he joined the com- 
pany as an apprentice in the manufac- 









turing departments. Now general man; 
ager of the tool division he is executive 
vice president of the parent company 
Mr. Pease is on board of New Britain 
Fresh Air Camp, Community Chest, 
Boys’ Club and Red Cross. He is presi- 
dent of Newington Home for Crippled 
Children and a director of the New 
Britain Trust Co. 


* * * 


Robert I. Mehr, professor of insur- 
ance, University of Illinois and writer 
of books on insurance, is in California 
and will visit the Orient. There he will 
call at a number of colleges to observe 
methods of teaching insurance in Japan 


and elsewhere. 
* * 


Wilson C, Pollacek has been appointed 
manager in the Cleveland, Ohio, branch 
office of Appleton & Cox, Inc. Manager 
in Buffalo, N. Y., since 1946, Mr. Pollacek 
has served with Appleton & Cox for 
25 years. The appointment is effective 
October 1. 

ee, oe 





Paul F. Clark, chairman of the board 
of directors of the John Hancock, has 
accepted an invitation to join the Fed- 
eral City Council as a national member. 
Mr. Clark will lend his support to am 
organization which encourages propef 
planning and improvement in the phys 
cal development of the nation’s capita 
city. 

i ae | ime 


Lawrence A. Casey, who has been 2! 
underwriter in the Baltimore office 
the Glens Falls for two and a half years 
has been named special agent in Wes! 
Virginia with headquarters at Charles 
ton. A native of Glens Falls, N. Y., ht 
joined the company in 1946, 
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Foster-Bateman Safari 


Bristol Foster and Bob Bateman, two 
University of Toronto graduates, who 
have taken journeys through Africa and 
the Far East in a British type jeep 
which they call the Land Rover, are 
having their adventures printed in the 
Toronto Telegram. The series is called 
The ‘Rover Boys.’ It consists of ex- 
tracts from a diary which Bristol Foster 
wrote on the journey, illustrated by his 
photographs and by _ pen-and-ink 
sketches by Bob Bateman. 

sristol is son of R. Leighton Foster, 
Q.C.,, managing director of Canadian 
Life Insurance Officers Association, and 
3ob Bateman the son of J. W. Bateman 
of Toronto. During summer vacations 
from college Bristol worked as_ fire 
ranger, lumberjack and prospector. In 
1954 he worked for the Defense Re- 
search Board at Fort Churchill, Mani- 
toba, studying mosquitoes, and last 
summer he was back at Fort Churchill 
on a scholarship from the National Re- 
search Council studying a rare sub-arctic 
mammal that looks like a mouse with a 
yellow nose and is called a phenacomy. 
He was the first scientist in the world to 
capture phenacomies and keep’ them 
alive, 

Bob teaches second year geography and 
art at Thornhill High School, Toronto. 
During the summers he has done wild 
life research in Algonquin Park, collected 
mammals and birds for the Royal Ontario 
Museum on Vancouver Island, worked 
on a geological survey in Newfoundland, 
mapped iron ore near Ungava Bay, and 
worked with Bristol for the National 


Research Council at Churchill. 
Their round-the-world safari began 
when Bristol sailed for Britain on a 


Norwegian freighter. He picked up their 
Land Rover and took a factory course in 
Its maintenance. Bob joined him in 
England a month later. Then the Land 
over was hoisted aboard a freighter 
and the boys set sail for Africa—and 
adventure. From Ghana, their route ran 
eastward through Nigeria, French Equa- 
torial Africa, the Belgian Congo, Tan- 
ganyika and Kenya to Mombasa on the 
coast. From  there—Pakistan, India, 
Burma, Malaya and Australia. 


a 


Federal Bar Meets This Week 


_ The Federal Bar Association is hav- 
ing its annual convention this week in 

ashington, concluding with a banquet 
at which the chief speaker is Justice 
om C, Clark of Supreme Court of the 
United States. 

The panels of most interest to counsel 
of insurance companies have to do with 
Outside control and interference with 
Government executive department and 
Independent regulatory agencies” and 
the separation of powers today.” 

trom the standpoint of the business 
World, “power” of the Government. is 
Sowing terrifically. Moderator of one of 
the “separation” panels is Clarence A. 





Davis, Washington attorney, and of the 
other, F. Trowbridge vom Baur, chair- 
man, Federal Bar Association Adminis- 
trative Law Committee. 

Speakers at the panel on. outside con- 
trol and interference with the Executive 
Department are Congressman Oren Har- 
ris, chairman, Interstate and Foreign 
Commerce Committee; John W. Gwynne, 
chairman, Federal Trade Commission; 
Anthony Lewis, New York Times Wash- 
ington Bureau; Harold L. Russell, At- 
lanta lawyer; William A. Krebs, chair- 
man, Legal Committee Atomic Industrial 
Forum; and W. Lennig Travis, Atlantic 
Refining Co., Philadelphia. 

Speakers at the “separation” panel 
are Leo <A. Huard, law professor, 
Georgetown University; Robert Ginnane, 
general counsel, Interstate Commerce 
Commission; Joseph Zwerdling, hearing 
examiner, Federal Power Commission; 
Valentine Deale and Ashley Sellers, 
Washington attorneys; also 

Sinclair Armstrong, former chairman 
of SEC and now Assistant Secretary of 
the Navy; Gerald D. Morgan, special 


counsel to the President; R. J. A. de- 
Seife, former member of Civil Aero- 
nautics Board; and Paul N. Pfeiffer, 


hearing examiner of that board. 

Marine insurance men will be inter- 
ested in the sessions of Admiralty and 
Maritime Law committee, William A. 
Mellan, chairman. One of the subjects 
on the panel is ship financing, to be dis- 
cussed by Marvin J. Coles, Washington 
attorney. 

And, of course, taxation came in as 
topic of several talks. 

Retiring president of Federal Bar As- 
sociation is Laurence H. Axman of De- 
partment of Justice. 


* * * 


Senator Lockwood’s Death Recalls 
Untermeyer Hearing 


Charles C. Lockwood, former justice 
of New York State Supreme Court, who 
had been a leader in the State Senate 
after World War I, died in Brooklyn 
— of a heart attack on September 
He was best known in the insurance 
business when he became Senate chair- 
man of the Lockwood committee which 
investigated rents and building condi- 
tions in New York City. Rent raising 
and housing shortage were prevalent 
following World War I, at one time 
40,000 dispossess proceedings having been 
started. 

The insurance business became in- 
terested in the hearings when Samuel 
Untermeyer, a bellicose, brilliant corpo- 
ration lawyer, a millionaire and an 
expert in achieving personal publicity, 
wrote a letter to the New York World 
offering to be counsel for the committee 
without charge. At the time the late 
Jesse S. Phillips was Superintendent of 
Insurance. 

The hearings were held in the chief 
municipal building near City Hall. Sena- 
tor Lockwood and other members of the 
committee were at the hearing room 
ready to start for 40 minutes before 
Mr. Untermeyer made his appearance. 


He arrived armed with the annual 
report to policyholders of a life insur- 
ance company, his only document. This 
report contained a complete portfolio 
of the company’s investments in which 
railroad securities accounted for many 
millions, especially one railroad in the 
Middle West. At the time these securi- 
ties were much depressed in value and 
Mr. Untermeyer began to examine Mr. 
Phillips asking acidly how much was 
originally paid for them, what were their 
Stock Exchange quotations at the time 
of the hearing and how much each of the 
types of securities had fallen in value. 
It was a large loss. The lawyer’s quiz 
of Mr. Phillips was truculent and the 
Superintendent was hot tempered him- 
self. 

When Mr. Untermeyer began asking 
the valuation questions the Superin- 
tendent wanted to refer the answering 
to Charles Hughes, chief financial execu- 
tive in the New York Department. Mr. 
Untermeyer asked caustically, “Who is 
Superintendent; you or Hughes?” Natur- 
ally, Mr, Phillips’ memory was not so 
phenomenal that he could give the 
answers. When deprived of assistance 
from his own expert, sitting at his 
elbow, the exchange of words between 
Mr. Phillips and Mr. Untermeyer be- 
came so sulphurous that finally Mr. 
Phillips sat down in disgust. 

During the period Mr. Untermeyer 
had become a buzzing hornet in trying 
to drive several top insurance executives 
out of their posts. He staged a one man 
proxy fight against the president of one 
life insurance company; even got 90,000 
proxies, but not enough. Ironically, the 
president of that company was about to 
retire when Mr. Untermeyer began to 
stage the assault, demanding that the 
board discharge him. The president was 
so infuriated by Mr. Untermeyer’s at- 
tacks that he decided not to leave the 
company, but continued as president for 
some time. 

In fire insurance Mr. Untermeyer did 
not get to first base in examining its 
chief officials. When he started asking 
if fre companies when they named new 
directors did not have in mind that 
these newcomers would influence busi- 
ness going in the direction of the com- 
pany both Henry Evans and Fred Bus- 
well, then presidents of fire companies, 
said that was one of the chief reasons 
why directors are named to the board. 

“We give the public a square deal, 
furnish them with the insurance they 
require and charge rates approved by 
State Insurance Departments,’ Mr. Evans 
told Mr. Untermeyer during the grill. 
“And part of our responsibility is to the 
stockholders of our companies. If we can’t 
operate the company efficiently enough 
to pay dividends they’d better get some- 
body to take our places. The more 
business we can get which meets our 
underwriting requirements the more 
satisfied we are.” 


i + 2 


Arthritis Fund Campaign 


E. A. Cook, president, Interboro Mu- 
tual Indemnity Insurance Co., has been 
made chairman of insurance division for 
the $1,000,000 campaign of the New York 
Arthritis and Rheumatism Foundation. 
Mr. Cook will enlist the support of 
companies and individuals in that indus- 
try to gain funds for fighting against 
arthritis, America’s number one crippling 
disease. 

“Arthritis is exacting an enormous toll 
from the American public,’ he said. 
“Each year, 320,000 men and women are 
forced to leave their jobs because of 
increased disability. Wage losses alone 
total well over a billion dollars annually, 
not to mention the $125 million tax cost 
for subsistence allowances to arthritis 
victims who cannot work. All told, more 
than 11,000,000 Americans suffer from 


arthritis or other rheumatic diseases.” 
Mr. Bransome, general chairman. of 

the fund campaign, is the former chair- 

man of the board of Mack Trucks, Inc. 


Elect Conway President 


At the recent Conferences of Chief 
Justices of the United States Albert 
Conway was elected president. A former 
Superintendent of New York State In- 
surance Department he is chief judge 
of this state. 


Reeves on Public Relations 


(Continued from Page 23) 


For example, one company I know 
found that it had more than 50 printed 
forms that required notarization of 
signatures. This requirement 
legal custom that had survived from an 
earlier day. It seemed to have little, if 
any, practical value to the company— 
but it represented a great practical 
nuisance and expense for the _ policy- 
holder. 

The company I mentioned realized the 
aggravations of such a_ procedure, 
steadily reduced the number of its 
notarized forms, and now uses none at 
all. The company has never lost a dollar, 
nor been involved in a law suit since 
that time as a result of the lack of 
notarized signatures. This cutting of 
red tape saved its policyholders about 
$120,000 a year on the basis of present 
notary fees, as well as saving untold 
time and annoyance. 

9. Lapses and Surrenders. The prob- 
lem of lapses and surrenders is another 
to which | am sure your home office 
people can make a real contribution. 
That problem is one of the most serious 
that confronts our business from the 
standpoint of policyholder relations; and 
we have not yet been able to find a real 
cure for it. I feel certain, however, that 
the application of the best research and 
operating minds in our industry will 
some day solve it. I suspect that the 
answer may be tied closely to the over- 
all problem of keeping policyholders 
more thoroughly sold, through better 
communications, on the value of their 
life insurance programs. 

The very large number of “orphan” 
policyholders, who, for one reason or 
another, have no agent to render them 
service, represents another group to 
which special home office service should 
be rendered. “Orphan” policyholders 
obviously need more frequent communi- 
cations from the home office if they 
are not to lose touch entireiy with the 


was a 


company. 
10. Watch Points of Possible Abuse. 
In all business operations, there are 


certain activities that are especially sub- 
ject to possible abuse, or the develop- 
ment of situations that can unwittingly 
lead to criticism or embarassment. Typi- 
cal of such areas of operations are the 
purchasing of supplies and equipment, 
the awarding of advertising contracts, 
the hiring of consultants, the retention 
of outside attorneys, and the placing of 
commission business on securities with 
brokerage houses. A periodic look into 
the reasons for all such relations with 
outside individuals and organizations is 
a wise precaution. It helps to avoid 
situations in which favoritism or a 
possible conflict of interests might lead 
to public criticism. 

Service to our policyholders and their 
beneficiaries is the primary reason for 
the existence of the life insurance busi- 
ness. We are essentially service organi- 
zations. Our 110 million policyholders 
represent our greatest strength if we 
serve them well, but our greatest weak- 
ness and danger if we serve them poorly. 
Satisfaction of our policyholders is the 
greatest bulwark we have against any 
unjust criticism of our business, or 
against any intrusion of socialized in- 
surance plans. The future of the whole 
life insurance business will be largely 
determined by the quality of the service 
that it renders the insuring public, and 
by its success in maintaining the good 
will of more than 100 million policy- 
holders. 
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NAIA Program for 
New Orleans Meeting 


WILL BE HELD OCTOBER 6-8 





Workshop Sessions, Meetings of Di- 
rectors, Territorial Conferences, Ban- 
quet Features of Convention 





All plans are complete for the opening 
in New Orleans October 6 of the 62nd 
annual convention of the National Asso- 
ciation of Insurance Agents. The meet- 
ing will end October 8. 

“We are expecting one of the largest 
conventions to date and believe we have 
a really outstanding program that will 


bring information of great interest to 
those attending,” Louie E. Woodbury, 


Jr., of Wilmington, N. C., president of 
NAIA, says. 

The convention program will be held 
in two New Orleans hotels—the Roose- 
velt and Jung. Delegates will be housed 
in the Roosevelt, Jung, St. Charles and 
Monteleone Hotels. The annual banquet 
will be held at the New Orleans Munic- 
ipal Auditorium. Buses will leave from 
the Roosevelt, Jung and St. Charles 
Hotels prior to the banquet time to 
transport delegates to the auditorium. 


Features of Sessions 


During the three-day meeting there 
will be workshop sessions, breakfast 
programs, meetings of the national board 
of state directors as well as territorial 
conferences and general sessions of the 
convention. 

A fictitious Group insurance workshop 
will have Morton V. V. White of Allen- 
town, Pa., NAIA executive committee- 
man, as panel coordinator. Members of 
the panel are Robert E. Battles, Los 
Angeles, past president of NAIA, and 
Joseph S. Gerber, Springfield, Director 
of Insurance of Illinois. 

In another program on “Trends in 
Our Business” three Insurance Commis- 
sioners will address the delegates. Arch 
E. Northington, Tennessee, and presi- 
dent of the National Association of In- 
surance Commissioners; T. Nelson Par- 
ker, Virginia, and Joseph A. Navarre, 
Michigan. 

New Developments 


A workshop on “New Developments 
in Insurance” will have some outstand- 
ing speakers. Harold K. Philips, man- 
ager, public relations department, Asso- 
ciation of Casualty & Surety Companies, 
New York, N. Y., will speak on “The 
Public Must Be Told—Information Serv- 
ices of the Association of Casualty and 
Surety Companies.” 

Dr. Edwin S. Overman, assistant dean, 
American Institute for Property and Lia- 
bility Underwriters, Philadelphia, will 
speak on “Developments in CPCU.” 

Thomas Glavey, vice president, Chase 
Manhattan Bank, New York, will speak 
on “Insurance From a Buyer’s View- 
point.” 

Harry F. Perlet, general manager, 
Multi-Peril Insurance Conference, New 
York, will speak on “The New Con- 
solidated Homeowners and Comprehen- 


sive Dwelling Policies.” 
Workshop on Advertising 
There will also be a workshop on 


advertising. Joseph A. Neumann of New 
York, chairman of the NAIA advertising 
committee, will act as coordinator of the 
advertising program. 

Scheduled to speak on the program 
will be Frank Schaffer, vice president, 
Doremus & Co., New York; Neal Tonks, 
Doremus & Co., New York; John D. 
Baumhauer, Jr., Alabama Association 
Insurance Agents, Mobile; Fred L. Nel- 
om Mississippi Association, Jackson; 

Patrick E. O’Rourke, Family Weekly, 
New York; John Sheehan, Television 


John A. North Taken 
Ill at Monte Carlo 


John A. North, president of the 
Phoenix Insurance Co. of Hartford and 
chairman of the board of the American 
Foreign Insurance Association, was 
taken ill last week at Monte Carlo in 
Europe while making a trip to AFIA 
branches with President James O. 
Nichols. They are accompanied by their 
wives. President North’s ailment was 
diagnosed as a heart attack, which was 
not severe and he was reported resting 
at his hotel. 





Johnson Ga. State Agent 


For Northern Assurance 


William G. Johnson has been ap- 
pointed state agent of the Northern As- 
surance for Georgia succeeding Zack E. 
Ryan who has resigned to accept an- 
other position. A native of Georgia Mr. 
Johnson was educated in the schools of 
that state and graduated from Ogle- 
thorpe University. He has traveled the 
Georgia territory for manv years as a 
field representative of another company 
and has also had experience in agency 
work. Mr. Johnson will supervise opera- 
tions of the Northern from his head- 
quarters at Atlanta. 





HARTFORD ALBANY OFFICE 


The Hartford Fire Group plans to 
lease an office building at Elsmere, 
N. Y., near Albany. The one-story build- 


ing of 15,000 square feet is expected to 
be completed about March 1. Other 
insurance tenants in buildines in the 
Normanskill Office Plaza include Aetna 
Life. Rose & Kiernan, Inc., Agency, 
Prudential Life and Farm Family Insur- 
ance, 


Bureau of Advertising, New York; 
Donald R. Harvey, Reuben H. Donnelly 
Corp., New York, and Jacques Megroz, 
Life Magazine, New York. 

At the closing session of the con- 
yet Major General Melvin Maas, 

U.S.M.C., retired, chairman, President’s 
Committee on Employment of the Phys- 
ically Handicapped, Washington, D. C., 
will speak, 





Institute of Canada 
Holds Annual Meeting 


MORE EXAMINATION PAPERS 
Proportion of Successful Candidates 
About 62%; Spry Succeeds Trusler 
as President; Other Officers 








More than 5,000 papers were written 
by students taking the examinations of 
the Insurance Institute of Canada, re- 
ported C. D, Trusler, retiring president 
of the Institute at the annual meeting, 
which was held in Montreal. He said 
that there was a considerable increase 
in the number of students sitting for the 
examinations and the proportion of suc- 
cessful candidates was about 62%. The 
results again emphasized the value of 
tuition by means of correspondence 
courses. Enrollments in these courses 
were 40% ahead of the preceding year. 

Mr. Trusler said that during the year 
considerable work was undertaken by 
the various committees, resulting in the 
extension of the contents of some of the 
subjects in the Institute’s syllabus. Ex- 
tensive revisions were made, particularly 
in the inland marine and multi-peril 
branches, and special attention was paid 
to the marine branch. In view of the 
worldwide nature of the latter subject, 
it was decided to adopt the courses is- 
sued by the Chartered Insurance Insti- 
tute, London, England, and amend them 
to Canadian conditions. 

W. R. Spry, Toronto, was elected 
president for the 1958-59 term. C. G. 
Angas, Montreal; W. G. Stott, Van- 
couver, and Reg. Holroyde, Toronto, 
were elected vice presidents. 

Members of the governing council of 
the Institute are: D. G. Baird, Halifax; 
H. W. Bell, Montreal; C. Ross Camp- 
bell, Calgary; R. B. Dewson, Edmonton; 
Douglas B. Hall, Toronto; Edward G. 
Harley, St. John, N; 3B. .1, LL. Rocke, 
Toronto; Ian D. Mair, Montreal; G. S. 
Murray, Montreal; R. M. Sketch, To- 
ronto; G. R. Tatlock, Winnipeg; P. H. 
Turner, Vancouver, and D. M. Young, 
Winnipeg. Mr. Trusler, the past presi- 
dent, was also elected to the council. 

Honorary secretary is R. Leopold 
Jones while assistant secretary is T. Rox- 


burgh, F.C.I.L 





Allstate Hearing Oct. 3 


The New York Insurance Department 
will resume at 10 a.m. on Friday, Octo- 
ber 3, the hearing on the request of 
Allstate for a 15% deviation in commer- 
cial fire insurance rates in New York 
State. This application is being strongly 
opposed by the New York Fire Insurance 
Rating Organization. 
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Dorsett Toastmaster eile 
For Brokers’ Banquet} ,, °, 
J. Dewey Dorsett, general manager the o 
of the Association of Casualty and D 
Surety Companies, will act as toastmas- “7 
ter at the 33rd annual dinner of they {¢ 
General Insurance Brokers Association night! 
of New York to be held October 29 inj their 
the Sert Ballroom of the Waldorf- 4 ; 
Astoria in New York, President Henry og 
B. Olshen of the brokers association§ “9 
announced this week. The dinner will phone 
feature presentation of the 1958 Generalf person 
Brokers Gold Medal Award for render-§ “10. 
ing the most meritorious service to the§ policie 
insurance industry to James B. Donovan.§ “11. 
Reservations for tickets are now avail-§ to call 
able and may be made by mail to the§ them, | 
Generai Insurance Brokers Association sugges 
office at 120 Liberty Street, New York 6% “12. 
N. Y bulk 
media 
current 
N. Y. C. Pond, Blue Goose, f inanci 
Dinner on October 15} includ: 
New York City Pond of Blue Goose§ tending 
will hold its first dinner-meeting of the toward 
1958-59 season on Wednesday evening . /+. 
October 15, at the Forest Hills Inn,g§ sma 
Forest Hills, Long Island. It is located 
two blocks from the Continental Avenue «)< 
station of the Queens Independent sub- Sikes, 
‘ it 
way lines. The fellowship hour will start “16 
at 5:30 with dinner at 7 o’clock. This is Whine: 
the first time a meeting has been sched- “7 
uled on Long Island and is designed to of ae 
draw larger attendance from that area. (I + — 
Most Loyal Gander Lester C. Lock- Rat at 
wood will preside, Philip M. Winchester. jou... 
past most loyal grand gander, and io bi 
George P. Albiez of the Garden State “1g bs 
Pond, a deputy most loyal grand gander- iey0 
at-large, will speak on the grand nest ‘dea . 
gathering slated for New York City in “19 es 
1961. An entertainment program “will ier os 
conclude the evening. im . 
William M. Whitesell, past most loyal “ 
gander, will give a report on the 193%), +1 
grand nest meeting at Banff, Canada§ .,; igs 
earlier this month. Forrest McVear, “1 , 
Hanover Insurance Co., 111 John Street, aides, 
New York City, new editor of “Blue —. 
Goose News,” welcomes items concert- mikes | 
ing members of the pond. Yale 
holidays 
tantrum 
ROOK AMERICAN HOME SPECIAL§ ing. sen 
John W. Rook, Jr., has been appointel# “22. | 
to represent the American Home Assu!-§ per cus} 
ance and the Insurance Co. of the Stat¢§ behind | 
of Pennsylvania as special agent. Mr i 
Rook, who will have his headquarters ver 
at Wilson, N. C., will be a member O@ “23, 1 
Vice President G. T. Brannon’s regional per poli 





supervisory staff, 
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Thorn On How Agents, Companies 
Can Reduce Costs, Improve Efficiency 


For an agent to meet the severe com- 
petition of the present era he must make 
more calls, watch his office constantly 
jor efficiency and reduction of over- 
head, assume more work load, help re- 
duce the overhead of, his companies, 
cooperate on underwriting and insist 
that his companies do likewise, Craig 
Thorn, Jr. Hudson, N. Y., immediate 
past president of the New York State 
Association of Insurance Agents, told 
the members of the New Hampshire 
Association at their annual convention. 
For the independent agent to better his 
status he should check on his office effh- 
ciency and along that line Mr. Thorn 
asked the following questions: 
“1 Do you still insist on opening 
your mail yourself? : : 
““2 Do you set aside a little time 
every week for personal introspection 
of your work habits? cee 
“3 Does your telephone receptiomst 
try to keep minor questions away from 
you ? 2 
““4 Are you using customer account 
folders instead of the old monthly daily 
setup ? ; 
“5 Are your files jammed up with a 
useless accumulation ? oe : 
“6. Do you staple the expiring daily 
to the new daily and throw out all of 
the others? 

Do You Have Staff Meetings? 


“7 Do you call your staff together 
at regular intervals, weekly or fort- 
nightly, for your suggestions and for 
their suggestions ? 

“8 Do you keep studying the work 
load in your office and how it should 
be divided ? 

“9 Do you deliver renewals, or tele- 
phone before they are issued, or put a 
personal note on each? : 

“10. Do you still personally sign your 
policies and endorsements ? 

“11. Have you trained your field men 
to call on you only when you ask for 
them, or when they have some important 
suggestion ? : 

“12, Do you keep in contact with the 
bulk of your assureds through such 
media as a bulletin, or form letters on 
current types of insurance, or auto 
financing ? 

“13. Is there someone in your office, 
including yourself, who should be at- 
tending an insurance school or working 
toward CPCU? 

“14. Does your office settle a number 
of small first and third party claims? 


New Accounting Systems 

“15. Have you recently studied new 
accounting systems for your office? _ 

“16. Which system of multiple in- 
voices are you using? 

“17, Now that you have combined all 
of your auto coverage into one policy 
(I trust) how far have you gone in 
combining fire into a single policy, and 
how far have you gone into three and 
five year installment plans? ; 

“18. How many insurance magazines 
do you read carefully in looking for new 
ideas on office management ? 

“19. Is the number of companies in 
your agency down to an absolute min- 
imum ? 

“20. Just what is your present attack 
on those small premium policies on 
which you lose money? 

“21. How often do you analyze your 
setup to see whether you need a dupli- 
cating machine, dictaphone, postage 
meter or flannel board? These machines 
don’t seem to involve coffee breaks, paid 
holidays, salary increases, dishonesty, 
tantrums, intraoffice jealousies, malinger- 
Ing, senility, or pregnancies. 

“22. Do you write too few policies 
Per customer; that is, are you falling 
behind on account selling? 


Average Premium Per Policy 


eX} .What is the average premium 
Per policy in your agency? Is it too low? 


os 


CRAIG THORN, JR. 


“24. Do your assureds have access to 
your office as many hours of the week 
as they should? 

“25. Are you using window envelopes ? 

“26. Are you encouraging your com- 
panies to use carbenized paper for cor- 
respondence ? 

“If there are many of these items that 
you are not doing now or if you dis- 
agree with many of them, it is my re- 
spectful suggestion that you sit down 


and interview yourself,” Mr. Thorn 
stated. : 
“Such efficiency in your agency is 


necessary today to reduce your over- 
head not only to give you more profit 
presently but also to guard your near 
future against possible lower commission 
and the assumption of more work by 
your agency. 


Commission Reductions 


“There is a red danger flae waving 
violently around these United States on 
the matter of commissions. The National 
Automobile Underwriters Association 
has threatened to make all future filine 
on auto physical damage with a 5% 
reduced commission. The National Bureau 
of Casualty Underwriters has adopted 
the same thinking. The Inland Marine 
Bureau has already cut commissions in 
various directions and it is rumored that 
even the Multi-Peril Organization may 
attempt to reduce commissions on the 
new homeowners policies. 

“The commission cut trend in New 
York State on auto liability business 
should be watched closely because it is 
already snreading to other parts of the 
countrv. In New York State there are 
presently 15 company groups who have 
reduced auto liabilitv commissions 5% on 
all classifications. There is another groun 
of the same number who have cut all 
Class 2 business only. There are inst 
a few who have taken no action. Re- 
member that when we mention a 5% cut 
it means 20% to 25% actual reduction 
in vour income. 

“The agents in New York State have 
also taken a loss in income hecause so 
much of their business now has to 9-0 
into the Assigned Risk Plan at 10% 
commission. 

“In mv opinion, the National Associa- 
tion of Tnsurance Agents and each state 
association should work verv diligentlv 
every minute to keep the various rating 
bureaus from filing at lower vroduction 
on commission percentages. However. if 
such a filine is made in your state, then 
the matter is reduced to vour own indi- 
vidual contract with vour insurance com- 
panv. In New York State it has become 
obvious that this company-agency con- 
tract can be changed at a mioment’s 





Fireman’s Fund “Record” 
Gains Wide Recognition 


“The Record,” general interest maga- 
zine published by Fireman’s Fund In- 
surance Company and distributed by its 
agents and brokers, now publicizes the 
producers more than ever before. In the 
past, the producer’s name, address and 
phone number appeared on both the in- 
side front cover and inside back cover 
under insurance ads. Now, in addition, the 
producer’s photo and the “Big I” insig- 
nia may also be used as part of the 
agency imprint. At present, nearly 1,000 
producers are using this journal. 

More than 80,000 copies of the maga- 
zine are printed each month. Producers 
in all parts of the nation take the maga- 
zine, some subscribing to as few as 25 
conies monthly and some to as many as 
2,000 monthly. At first, the purpose 
of “The Record” was merely to build 
goodwill, but it has gone beyond that. 
Now producers use it to create prestige, 
open doors and actually to help make 
sales. In a recent opinion poll, 25% of 
the producers credited “The Record” 
with proven salesmanship. 

Also at first, “The Record” was in- 
tended for clients and prospects only. but 
inventive producers broadened that field. 
Many now place it in beauty parlors, 
barber shops, schools, libraries, doctors’ 
and dentists’ offices, and other places of 
repeat readership. 





notice by the company, even by a form 
letter,” declared Mr. Thorn. 

“With these possible troubles ahead, 
it seems obvious that the agent should 
take every step possible to bring his 
office into the highest degree of effi- 
ciency possible. It also seems obvious 
to me that the agent will be very smart 
to build up his relationship or partner- 
ship with his companies. 


Partnership With Companies 


“What will the companies do for their 
share in a partnership arrangement ? 
Here are some suggestions that you can 
use in your contacts with your com- 
panies. 

“1. The companies should follow up 
through the American Insurance Asso- 
ciation the excellent committee report 
recently completed on possible home of- 
fice internal savings. 

“2. Field men should be trained to 
make visits to agents only when they 
can be of valuable help. Field forces 
should actually be reduced in some com- 
panies. 

“3. Companies should discuss with 
agency organizations immediately policy 
renewal certificates and continuous poli- 
cies. 

“4. There must be a_ tremendous 
amount of work done immediately on 
public relations of all kinds with par- 
ticular emphasis on educating the public 
with regard to negligence actions. 


Concentrate on Standard Forms 


“5. The industry must concentrate on 
standard forms of all kinds, including 
interstate forms. 

“6. Some companies should eliminate 
much of their promotional material and 
encourage their agents to use the same 


material issued by various company 
organizations. 
“7. Companies should maintain a 


closer liaison with their field men to 
sense the pulse of both the agents and 
the public. 

“8. Responsible agents must be trained 
to handle small first and third party 
claims, including the use of company 
checks. 

“9. Companies must eliminate small 
volume: or part-time agents wherever 
possible. 

“10. As companies come into a better 
financial picture they should not imme- 
diately appoint general agents in utter 
abandon just to increase their volume. 

“It is my honest and sincere convic- 
tion that if such steps are taken by 
both producers and companies there can 
be a savings of 10% in the premium 
dollar. You can use your imagination 
as to what such a savings might accom- 


plish.” 
Seattle Public Library 


» () Am 4 


THOMAS CANADIAN MANAGER 





Named by New Hampshire Fire Insur- 
ance Group; Has Been Secretary 
at the Home Office 
The New Hampshire Fire Insurance 
Group announces transfer of Secretary 
Guy O. Thomas from its home office in 
Manchester, N. H., to its Canadian head 
office in Montreal where he will assume 
the duties of secretary and manager for 

Canada at Montreal. 
Mr. Thomas, a graduate of Syracuse 
University, is well known in insurance 


circles and has been with the New 
Hampshire Group since 1946, having 
served prior to that time with other 


companies as special agent and branch 


manager. He was elected an officer of 
the American Fidelity in 1948 and in 
1956 was made secretary of the New 


Hampshire and Granite State Fire In- 
surance Companies. At the home office 
he has been closely identified with mr'- 
tiple line underwriting for all three 
companies. 


Insurance Service Assn. 
Meets in Calif. Oct. 23-24 


The Insurance Service Association wll 
hold its annual meeting on October 22 
and 24 at The Inn, Rancho Sante Fe, 
Cal. This is the fourth annual meeting 
of the association which has shown 
growth since its beginning in 1954. At 
that time, 12 individual local insurance 


brokerage companies formed the or- 
ganization to face the challenges of 
servicing national and multi-state ac- 
counts. Today the Insurance Service 


Association has 45 members in key cities 
throughout the United States, Canada, 
Mexico and Puerto Rico. 

Officers of the association who will 
attend are President Patrick Fitzpatrick, 
Boit, Dalton & Church, Boston; Vice 
President Charles W. Schoelzel, Jr., Van 
Schaack & Co, Denever; Secretary 
Herbert W. Reisner, Ostheimer-Walsh, 
Inc., Philadelphia, and Treasurer Donald 
B. Davidson, Robert N. Bowen & Asso- 
ciates, Inc., Indianapolis. 

The representatives at the two-day 
session will discuss insurance problems 
of industry requiring local services on 
a national scale, the solutions to which 
enable the member offices to provide 
more effective service to their clients 





Aetna Promotes Campbell 
And Reid in Florida 


Promotion of Nelson Campbell of 
Tampa, Fla., from state agent to man- 
ager in charge of operations in Florida, 
exclusive of the northwest section, is 
announced by the Aetna Insurance 
Group. Special Agent Norman R. Red is 
advanced to state agent at Orlando. 

Mr. Campbell is a native of Virginia. 
He joined the Aetna in 1940 and received 
extensive training in the home office un- 
til 1942 when he joined the Armed 
Forces. In 1945 he resumed duties in 
the home office. In 1946 he was ap- 
pointed special agent in Georgia and 
was transferred to Jacksonville on Sep- 
tember 1, 1949. In May, 1951, he moved 
to Tampa to open a new service office. 
He was promoted to state agent Janu- 
ary 1, 1954. 

Mr. Reid joined the Aetna in July, 
1947, having had prior underwriting 
training with another company. He was 
appointed special agent for the state of 
Florida November 1, 1949 with headquar- 
ters in Jacksonville. On September 30, 
1957, he moved to Orlando to open the 
Aetna’s service office. 





NAIA AD FILM SHOWN 


A sound motion picture revealing plans 
for the 1959 national advertising program 
of the National Association of Insurance 
Agents was shown to the Oregon Asso- 
ciation of Insurance Agents at Portland 
by Archie M. Slawsby of Nashua, N.H., 
vice president of the National Associa- 
tion. The film also gave a brief report 
on the activities of the 1958 advertising 
program. 
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For complete protection with 
complete confidence consult the 
agent who represents Royal-Globe! 


The Royal-Globe agent in your community is a rather special man in 

the insurance field. He represents one of the largest fire, marine and 
casualty insurance groups in the world. He represents a group that has 
served America for well over 100 years with an exceptional record of 
efficiency and integrity. And most important, he represents the group that 
offers insurance to meet every industrial, commercial and domestic 
requirement—except life. Whatever your insurance needs or problems, 
consult the man who represents ROYAL-GLOBE and get complete 


protection with complete confidence. 


ROYAL-GLOBE 


INSURANCE GROUP 


New Yor«K 38, N. Y. - 


CASUALTY + FIRE * MARINE » SURETY 


ROYAL INSURANCE COMPANY, LTO. - THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD. 
ROYAL INDEMNITY COMPANY + GLOBE INDEMNITY COMPANY - QUEEN INSURANCE COMPANY OF AMERICA 
NEWARK INSURANCE COMPANY + AMERICAN AND FOREIGN INSURANCE COMPANY + THE BRITISH & 
FOREIGN MARINE INSURANCE COMPANY LTD. + THAMES & MERSEY MARINE INSURANCE COMPANY, LTD. 

















Gallagher Sees Expense Reductions 
Necessary In Meeting Competition 


Competition for independent stock 
company agents and their companies is 
not going to get any easier, in the 
opinion of Eugene F. Gallagher, man- 
ager of the fire and marine department 
of the Chicago branch office of the 
Planet Insurance Co. of Detroit. Speak- 
ing before the West Virginia Association 
of Insurance Agents at White Sulphur 
Springs he declared that the direct 
writers really have not started their 
drive for dwelling business. In this class 
he feels the expense factor and commis- 
sion scales are especially vulnerable for 
stock company agents. 

He told the assembled producers that 
“in the development of coverage there 
will, in all likelihood, evolve a multi- 
peril contract for a small mercantile such 
as a shoe store, that will close all gaps 
which, as an agent, you looked for and 
cared for by individual policies. When 
that coverage is there the direct writer 
will have another fertile field in which 
to operate. 

“We may be certain unless, by taking 
advantage of every means within our 
power to reduce the expense factor, we 
can come much closer to the price range 
of our competitors we will steadily lose 
ground, in spite of quality and in spite 
of service we may render.” 

Working together, companies and 
agents, “with understanding and _ trust 
we can find our own way out,” Mr. 
Gallagher stated assuredly. 


Gains by Competing Companies 


“In 1957 the property and casualty 
insurance premiums written in the 
United States amounted to approximate- 
ly 12 billion dollars. The greater part 
of this was developed by local, inde- 
pendent agents. It might well seem, on 
that basis, that we are doing quite all 
right,” said Mr. Gallagher. 

“In 1944 the Middle-West area pro- 
duced for fire insurance companies of all 
kinds total premiums representing fire 
and allied line coverage including auto- 
mobile physical damage of $372,169,038. 
At the end of a ten year period we find 
these same classes of insurance pro- 
duced, for one year, premiums of $1,499,- 
104,570. This represents an increase for 
all companies of 303%. On the face of 
it, that may seem to be no little accom- 
plishment. Actually it merely means that 
the insurance business has kept pace 
with the over-all economic progress. 

“The most important phase of these 
production figures however, insofar as 
we are concerned, is how our own kind 
of operation fared during these ten 
years. Unfortunately, we find that our 
agency-stock companies did not increase 
correspondingly with the aggregate in- 
crease. In fact, instead of increasing our 
premiums 303% we increased only 215%. 

‘In 1944 the mutual and reciprocal 
companies combined wrote 13% of all 
fire and allied line premiums. In 1954 
these two types of companies together 
wrote 30% of the total. Their dollar 
writings increased 800% while we were 
managing to increase our only 215%. 

“Still more startling is the growth of 
the non-agency stock companies—ordi- 
narily referred to as direct writers. In 
1944 their total premiums in the 18 
states amounted to $3,518,000. In 1954 
they had reached the surprising total of 
$43,774.000—a most remarkable increase 
of 1,144%. Remember this does not in- 
clude automobile finance business nor 
does it include any automobile or other 
third party liability. 


Stock Ratio Drops to Under 70% 


“While in 1944 the stock-agency com- 
panies were writing 87% of the fire busi- 
ness they are writing now less than 
70%. That the stock-agency comnanies 
have not kept up with the parade ac- 
counted for at least $900 million in pre- 
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EUGENE F. GALLAGHER 


miums lost to other carriers in one 
vear. It accounts for about $200 mil- 
lion in commission lost to stock com- 
panies agents because they didn’t get the 
business,” stressed Mr. Gallagher. 

“If nothing intervenes the future is 


relatively easy to predict. In short ifffcancelle 
the mutual companies, and the directi18&% cat 
writers and the agency-stock companiesnon-pay 
continue with the same rate of increase “A fe 
we will be writing through our stockffwere ca 
agency plan less than 50% of the fire™West te 
and allied line premiums five years fromffceived 
















now. Figures later than 1954 are notfithose 1 
readily available by class of companyfthose sp 
because of the advent of multiple linelfin that 
underwriting but most of us know, only million 
too well, that there has been no de-§ “Whe 
crease in the acceleration of growth offfhas bee 
the direct writers since 1954. ve are 
“The picture is still more disturbingithe peri 
when we look at the casualty businessfcancelle 
where we find the greater part of theMfions of 
automobile premiums go to other than} “Ther 
stock agency companies. inction 
“We are faced with irrefutable evi-§surance 
dence that we are losing ground andfsubsequi 
are not maintaining our place in theffand reb:; 
competitive struggle. The over-all figures Bwe do 
show that, unmistakably. In some ter- four ope: 
ritories the situation is more disturbing§unwarra 
than the average. In Michigan, for in-fcesssful 
stance, National Bureau companies writefeliminate 
less than 20% of the automobile pre- 
In that state it was found that 







miums. 
in 32 agencies reviewed the agents were™ “Comry 
placing over 60% of their automobileffexpense 
business in low-rate companies. Moreffered apy 
and more agents are taking on such™Such ap 
writers in order, they say, to survive. Mlltimate 
“In view of the remarkable progress the t¢ 
being made by mutuals and_ directiearing f: 
writers in all fields and by the cut-@been wr 
rate companies in the specialized fieldMnents le 
of automobile liability it is certainly “Comp 
in order to ask ourselves what is ac-#ope to 
counting for it? vith a vy 
“We can eliminate claim or loss pay-@he doll 
ing practices as a factor adverse to ourm@cing su 
type of company. Quite the contrary—@#ncome 
no type of company can do a better jo)Wmoney ¢ 
than we do in that respect. Is our sefv-@eported 
ice inferior to that of our competitors’ Know it 
If anyone could successfully sustain that#fave in 
premise it would indeed be a sad com-#Me needs 
mentary upon our agents. No, we calgMr. Gall; 
all agree that no competitor gives bet-§ “We 1 
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ter service than do we through you, the 
agent,” Mr. Gallagher declared. 

“In fact, we may analyze many fac 
tors, including the broad coverage al 
forded by the contract itself and call 
only reach the conclusion that none © 
them accounts for our loss of positio?. 
Actually, we may be reasonably sur¢ 
that, all things being equal, the aver 
age individual would prefer to have his 
coverage written in a regular stock: 
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agency company and through you, the 
agent. What, then, accounts for this dis- 
turbing flow of business to other chan- 
























































nels ? 
Price Pre-eminent 


“Being realistic, we can conclude only 
that the one big factor that accounts for 
our loss of business is price. Since price 
is, of necessity, based upon pure loss ex- 
pense of operation and since pure loss 
is not readily subject to any rigid con- 
trol (actually as price differential sy- 
phons preferred business away pure loss 
nereases) we shall, if we are interested 
in being truly competitive, have to do 


something about the expense of our op- 
eration. Such a need is evident regard- 
less of price levels. 

“It must be conceded that ours is a 
reatively expensive cperation—at least 
it seems that way to the average man 
on the street. Some professional buy- 
ers of insurance say they wonder why a 
business that requires no inventory, 
but that deals in contracts and intan- 
gibles requires almost 50 cents out of 
every dollar received to remain a profit- 
able operation. 


Flat Cancellations 


“One of the most foolish of the ex- 
travagances in which we engage results 
from flat cancellations. A couple of years 
ago a study was made of what happens 
to fire insurance policies after they are 
vritten. The study was made in seven 
f the largest mid-western | states. 
Here are some of the facts—20% of all 
yolicies written were cancelled before 
expiration! Of this 20% the cancelled 
olicies were divided as follows: 37% 
cancelled flat, 24% cancelled short rate, 
18% cancelled pro-rata, 7% returned for 
non-payment, 14% spoiled. 

“A few more than two million policies 
vere cancelled in one year in the Mid- 
Vest territory. Since no money was re- 
ceived for the poicies cancelled flat, 
those returned for non-payment and 
hose spoiled it will be seen that agents 
in that territory are writing well over a 
million policies a year for nothing. 
“When we cancel flat a policy which 
has been in force for a period of time 
ve are providing free insurance during 
the period that the policy remained un- 
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siness cancelled, This alone represents mil- 
of theffions of lost dollars. 
' than’ “There is a fine, if indeed any, dis- 


inction between the giving of free in- 


2 evi-Msurance under either a policy that is 
1 and&subsequently cancelled flat or a binder 
n thefand rebating or discrimination. Why do 
gures Hive do this? The expense it adds to 
> tet Gour operation is tremendous and entirely 
irbing unwarranted. Some of our more suc- 
or in-Messsiul competitors have completely 
writefeliminated this extravagant practice. 

- pre: 

1 that Company Extravagances 

were@ “Companies add immeasurably to the 
nobileMexpense of operation by the ill-consid- 
Morefered appointment of unqualified agents. 
_such uch appointments invariably result in 
rive. Multimate cancellation of the agency with 
gress Il the trouble and additional expense of 
directiearing for the business which may have 


cut-@been written by agent. Such appoint- 
field ments lessen the stature of our industry. 
tainly “Companies know that they cannot 
s ac-@ope to realize any profit from an agent 
vith a very small volume and potential. 






















pay-@lhe dollar cost of maintaining and serv- 
o our@cing such an agent exceeds premium 
‘ary—@ncome and the company would lose 
sr job¥noney even though the agent never 
serv-#eported a loss. By the same token we 
tors: @KNOw it is expensive for an agent to 
1 that@have in his office more companies than 
com-#e needs, but we do very little about it,” 
e call ar. Gallagher conceded. 
| bet “We know that continuous policies, 
1, the#Fenewal certificates, direct billing, more 
oOmpany accounting and processing with 
| fac te elimination of duplication of work 
e al-f@nd the more general use of deductibles 
| call@vould effect economies—but we conjure 
ne O'@P reasons why we don’t want to adopt 
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ave! 
re his A am not certain that the method 
stock-Mf the determination of the agent’s re- 






muneration is correct. I have never been 


convinced that percentage as a. sole 
method of determination of agents 
recompense is sacrosanct. I feel this 


way in spite of the fact that the merits 
of that method are so ‘enthusiastically 
extolled in the publication of the Na- 
tional Association just referred to. The 
percentage method is'an expediency not 
necessarily resulting in a fair distribu- 
tion to individual agents. 

“Strangely enough the instances of in- 
equities have beert*raised by the agents 
themselves—not by the companies. An 


agent in Tulsa, Oklahoma asks why he 
should receive twice as many dollars 
commission for writing an automobile 
policy as does an agent in Indianapolis 
for writing the same policy just because 
a sub-contractor who has agreed to 
perform certain routine functions of the 
insurance company. 

“But the biggest mistake we have 
made in commissions—and as with all 
the mistakes we make this was made 
by the companies—was when we lost 
sight of the fact that commissions should 
represent reasonable payment for serv- 
ices performed and began to use com- 


missions to ‘buy’ business from the agent 
As a result where’ we have a graded 
commission we are paying’ the highest 
rate for risks such as dwellings where 
there is required a minimum of knowl- 
edge and salesmanship. 

“IT am sure we all wish it were not 
necessary to make any changes. It is much 
more desirable to keep on going just as 
we are. And no one would be more de- 
lighted to see us do just that than would 
our competitors. The fact is, however, 
we just can’t fail to do something to 
reduce our expenses. Our survival de- 
pends upon it.” 
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“HARD WAY" JONES NEVER HAD IT SO BAD 
—AND HE LOVES IT! 


Old ‘‘Hard Way’”’ hates progress — 


Won't use a car, 


Has a one-way ‘phone (receiving only), 


Counts his stamps, 


Does his selling alone. 
‘bye, ‘bye, “Hard Way.” Competition is getting tough on “seat-of-the-pants” selling. 


BUT 


prospects were never better for forward-looking agents! 


Policies are broader, better than ever. Prospects have more things that need 
protecting. If you put the two together, business will be great in ‘58! 


We've got the ammunition for you— come on along with THE HOME! 


Te HOME 


The Home Indemnity Company, an affiliate, writes Casualty Insurance, Fidelity and Surety Bonds 


(Prdurance Company 


Property Protection since 1853 
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Agent Tells How He Sells Package 
Risks in Housing Development Market 


makes a beautifu! introduction to a pack- 
age policy presentation. 


How an independent agent can sell 
Homeowners and Comprehensive Dwell- 
ing Policy in a large housing develop- 
ment is told by Barry McEldowney, lo- 
cal agent in Chicago Heights, Ill. Writ- 
issue of “The Aetna- 
izer,” publication of the Aetna Life 
Affiliated Companies, he tells how he 
cracked the housing development mar- 


“The Aetna-izer” relates the story 


ing in a recent 


ket. 
as follows: 

“In partnership with his father, Barry 
represents Aetna Casualty and Surety 
in Chicago Heights, one of the southern- 
most suburbs of Chicago. A few years 
ago, real estate developers began buying 
up farmland around Chicago Heights 
and building houses a city block at a 
time. 

“Tt seemed like a beautiful opportu- 
nity for the agency—all those new 
prospects moving into town. But Barry 
found that selling insurance to them 
wasn’t as easy as it looked. By the 
time the people moved in, they had al- 
ready bought dwelling fire policies in the 
amount of their mortgages. 


Getting to Prospect in Time 


“ 


Barry picked un a few sales with 
Homeowner and CDP policies, but the 
pickings were rather lean. He discussed 
the problem with his father, George 
McEldowney, and they decided the key 
to this business was in reaching home- 
buyers before they went to the formal 
closing of the mortgage. Barry dis- 
covered several ways of doing this. 

“First of all, he got names from the 
real estate salesman who sold him his 
own home (which is in one of the de- 
velopments). 3arry also found that 
plumbers, electricians and other sub- 
contractors could supply names of home 
buyers. 

“‘More than half the buyers seem 
to want altrations,’ explains Barry, ‘and 
the sub-contractor who makes them can 
usually give you the customers’ names. 
We know some of the sub-contractors, 
and they’ve been a big help to us.’ 

“Barry keeps his eyes open for any 
possible lead that will tell him the name 
of a new home buyer, and whenever he 
gets a hint that someone is going to 
buy, he writes a letter welcoming him 
to the community, offering the services 
of the agency, and asking for an ap- 
pointment to talk about insurance. 

“The cordial reception these people 
give me is unbelievable,’ says Barry. 
‘Most of them are moving down from 
Chicago, and they’re glad to have me 
come and call. They want to know 
all I can tell them about Chicago 
Heights—location of the stores—a good 
doctor—which school their children will 
attend, and so forth. 

“When we get to the subject of 
insurance.’ he continues, ‘I explain the 
change of address endorsements they’ll 
need on their automobile. and contents 
policies, and I can usually give them 
the good news that they'll get return 
premiums because of lower rates in Chi- 
cago Heights. 

“Naturally, this sort of a discussion 





“*As nearly all Aetna agents know, 
package policies almost sell themselves. 
The premium savings the broader 
coverage ... the convenience of concen- 
trating several policies in one contract 

. these things make very convincing 
sales points. 

“T usually don’t go after the other 
lines at this time,’ Barry says. ‘But later, 
when I deliver the package policy, I put 
it in a Planrite unit, filling the schedules 
in the empty pockets with recommenda- 
tions on automobile and accident poli- 
cies.’ 

“Of course, Barry isn’t alwavs able to 
catch the home buyer before the closing 
and he knows it is only logical for the 
mortgagee to see that an insurance 
policy is provided at the closing to pro- 
tect its interests. If later on he dis- 
covers the lending institution has se- 
cured only fire and extended coverage 
insurance, there will still be plenty of 
opportunities to replace such insurance 
with a broader package policy. This is 
an area where the advantages of the 
personal service of a local agent can be 
really demonstrated. 

“Barry says, ‘Even if a mortgage com- 
pany has written a Homeowners policy, 
because of the impersonal relationship. 
you may find that no attempt has been 
made to determine the insured’s actual 
needs, such as value of his contents. 
seeing that all liability exposures are 
covered, etc.’ 

“As he expected, Barry often had a 
fight on his hands before he could nail 
down some of his first homeowner sales. 
Some mortgage institutions were unwill- 
ing to accept package policies, but by 


(Continued on Page 32) 


New President of 


Pennsylvania Agents 





TRIMBUR 


PAUL J. 


Paul J. Trimbur, Pittsburgh, who was 
elected president of the Pennsylvania 
Association of Insurance Agents at the 
69th annual convention at Bedford 
Springs Hotel, Bedford, is a native of 
Pennsylvania. He joined the Fidelity & 
Deposit Insurance Co. in 1929, and was 
a special agent traveling western Penn- 
sylvania. After serving as special agent, 
he was made assistant manager and then 
manager of the Pittsburgh office. 

After 15 years with the F. & D. he 
resigned during World War II to be- 
come vice president and secretary of 
Sauer, Inc. (mechanical contracting). 

In 1945 Mr. Trimbur reentered the 
insurance business by purchasing the 
L. A. Burnett Co. general agency and 
later purchased the Henry Bepler and 
K. William Schuchman agencies. He has 
been active in association affairs for 
many years. He is past president of the 
Pittsburgh Association of Insurance 
Agents and served as vice president of 
the Pennsylvania Association for three 
years. 

Other officers elected at the conven- 
tion were: Vice President A. S. Feiner- 
man, Harrisburg; Vice President Stuart 
E. Graham, Wilkes-Barre; Treasurer C. 
M. Thumma, Harrisburg, and Secretary 
Frank D. Moses, Harrisburg. In addition 





Get the most out of Life... 
Colonial’s Executive ““25’’ 
Life Paid up at 65-525, 000 minimum 


offers an unbeatable sales package of 
low premiums and rapid cash value buildup! 


AGE 30 
YEAR CASH VALUE 
PER $1,000 
5th $ 50 
10th 140 
15th 239 
20th 347 
at age 65 716 


It’s easy to increase your Life volume with this 
policy that combines price appeal with ex- 
tremely attractive cash values. For instance, 
the annual premium per $1,000 at age 30 is 
only $17.47, and yet look at the cash values 
shown in the table at the left. 

Jaffe’s Life Department has prepared exten- 
sive facts and figures that serve as valuable 
ammunition when you approach your prospect. 
Drop into our office today and let us show you 
how to make the sale. 








Inland & Ocean Marine, Automobile, 
Liability, Compensation, Disability, 
Fire, Burglary, Glass, Bonds, 
Boiler & Machinery, Life 


Member of the N. Y. C. 
Insurance Agents Association, Inc. 








JAFFE AGENCY, ING. 
INSURANCE UNDERWRITERS 


45 John Street, New York 38, N. Y. ¢ BArciay 7-8900 


Representing The Colonial Life Insurance Co. of America 
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to the officers, the following new d 
rectors were elected: 

W. Craig Boyd, Lancaster; Edward | 
Coup, Milton; Charles G. Fickes, Jr 
Harrisburg; Charles S. Gardner, Jr 
Blue Ridge Summit; Charles A. Katta 
Latrobe; Robert S. Kerr, Ambridge 
Pearl A. Lambirth, Philadelphia; Clar 
ence K. Mast, Reading; William 
Wagner, York; Edward T. Wells, Scran 
ton. 





Virginia Opposes Agents’ 
Rights to Appeal Rate 

The Virginia State Corporation Com 
mission disputes the right of the Vir 
ginia Association of Insurance Agent 
to appeal the SCC decisions on ait 
liability and physical damage rates all 
reducing production cost allowances. 

The agents’ association has appeale’ 
the SCC decisions to the Virginia Su 
preme Court. The commission last Jul 
authorized an over-all 10% increase | 
auto liability rates, effective October | 
And on August 1, the commission order¢ 
an over-all 6% reduction for physic 
damage (collision) insurance effectiv 
November 1. 

In both filings, the rate-making for 
mulae by which the companies affiv 
at specific rates were revised resultini 
in a reduction of “production costs 
factors from 25% to 20%. 

In a formal opinion written by Sc 
Commissioner Jesse W. Dillon for, co 
sideration by the court the commissio 
said: “The agents have no standing 4 
take this appeal, because the order 4 
pealed from does not adjudicate any ° 
their rights.” 
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BLUE GOOSE ELECTIONS 





Wells Most Loyal Grand Gander of 


a Grand Nest; 1961 Meeting at Stat- 
eds ler in New York, Aug. 6 - 11 


Mark A. Wells of the California Pond 
of the Honorable Order of Blue Goose 
International was elevated to the office 
of most loyal grand gander at the 
recently concluded annual Grand Nest 
meeting held in the Banff Spring Hotel, 
Banff, Province of Alberta, Canada. 
Other officers elected to serve in the 
1958-59 fiscal year are E. C. Saulcy, 
Michigan Pond, grand supervisor of the 
flock; Robert F. Stumpf, Garden State 
Pond, grand custodian of the goslings; 
William Stevens, Georgia Pond, grand 
guardian of the nest; Frank A. Chandler, 
Ontario Pond, grand keeper of the 
golden goose egg, and Henry Mauritson, 
Home Nest, grand wielder of the goose 
quill. 

In attendance from the New York 
metropolitan area, and accompaning Mr. 
58 and Mrs. Stumpf, were George P. Albiez, 

Mr. and Mrs. Reginald Devine, Mr. and 
Mrs. Charles Helmstetter and Mr. and 
Mrs. Edward M. Barrett of the Garden 
State Pond and Mr. and Mrs. Lester 
Lockwood and Mr. and Mrs. William 
M. Whitesell, Jr. of the New York Pond. 
In addition, travelling the more than 
three thousand miles to make it their 
twenty-seventh grand nest meeting, were 
Mr. and Mrs. Max C. W. Buchenberger 

of the New York pond. 
The Statler Hotel in New York City 
has been selected for the 1961 Grand 
Nest meeting, the dates August 6-11. 
New York has not been host since 1946 
and the forecast projected by George P. 
§ Albiez, general chairman, is that it will 
| be one of the most successful. Mr. Al- 
biez, who will have as his co-chairman, 
Philip M. Winchester, has announced 
that all arrangements for this gathering 

have been completed. 








Fire Prevention Efforts 


Successful Says DeRoner 
Atlantic City, N. J., Sept. 8—During 
1958 the N. J. Agents Association con- 
tinued its drive to educate the citizens 
on fire prevention, reported Sydney A. 
DeRoner, chairman of the fire preven- 
tion committee. Though city and county 
@ boards an educational program was con- 
ducted, he said. 

“Material from the National Board and 
from the National Fire Protection Asso- 
ciation was distributed through the local 
agents in the towns,” he stated. “Some 
of our local groups did especially out- 
standing jobs. The local board of New 
Brunswick conducted one of the most 
extensive jobs, Their fire prevention pro- 
gram actually started around Easter time 
with a contest in the local schools with a 
Poster contest for the children. The 
winning poster was then used in the 
surrounding area as the fire prevention 
poster during Fire Prevention Week in 

ctober. The winning child received a 
U.S. Bond and the credit for the poster. 

During Fire Prevention Week a 
demonstration of fire fighting was held 
in the center of town. All 12 months 
of the year local fire inspections of in- 
dustrial plants were conducted by the 
Fire Department through the coopera- 
tion of the agents. The publicity re- 
@ccived over the six months period from 
pril to October made many more citi- 
zens fire prevention conscious. 

The town of Summit through its 
local board has had a fire inspection 
ig for fetvice of the industrial plants available 

arriv had some time. During the year they 
esultiny di a complete re-inspection of all in- 

coat Strial buildings from a fire rating 
standpoint ; 95% of all defects have been 

y. St “en They also have a continuing 
or colle € inspection service with the Chief of 
me ire Department checking all indus- 
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Earle Wright & Son 
Changes Are Announced 


Earle Wright & Son, insurance ad- 
justers, announce expansion of territory 
covered to include Sonoma County. This 
additional territory will give service to 
all of the San Francisco Bay area. Earle 
Wright, senior partner of the firm, has 
moved to his new home in Glen Ellen, 
Sonoma County, and has established a 
branch office from which he will service 


Sonoma and Marin Counties. Manage- 
ment of the firm has been given to 
Jay E. Wright, whose experience in fire, 
automobile, aviation and inland marine 
lines covers a period of fifteen years. 
Earle Wright & Son are marine survey- 
ors for the Comite De Maritime Assuer- 
ers of France for San Francisco and 
Los Angeles. 

David B. Hutchison, formerly staff 
adjuster and claims surveyor for the 
Atlantic Mutual in San Francisco, is 


now associated with the firm as adjuster. 
As an officer of the Naval Reserve in 
charge of small boat maintenance, 
Mr. Hutchison will develop this field of 
loss adjusting, in addition to fire and in- 
land marine. E. A. Kocher will continue 
to serve as manager of the automobile 
casualty and heavy automotive equip- 


ment loss department. 

Earle Wright & Son have been mem- 
bers of the National Association of In- 
dependent Insurance Adjusters since 
June, 1945. 





BUSINESS RECORDS NEEDS 
THIS VITAL PROTECTION 


for Valuable Papers Insurance. And, don’t overlook the 


You know that fire insurance covers only the physical 
market for Accounts Receivable Insurance, too! 


loss when important business records are destroyed— 
the mere cost of the paper itself. But how many of your 


clients know this fact? 


TELL THEM—and SELL them an American Surety 
Valuable Papers Policy which covers the cost of restoring 
the information on these papers that makes them valuable. 


Every business that has ledgers, blueprints, formulas, 
agreements, records of any kind, is a right-now prospect 


AMERICAN SURETY 


FIRE « FIDELITY AND SURETY BONDS 


COMPANY CASUALTY « INLAND MARINE Name 
Affiliate: The American Life Insurance Company of New York Agency 
422 Main Street, Buffalo 2 e 224 Harrison Street, Syracuse 2 Sevect 
100 State Street, Albany 7 e 111 John Street, New York 38 
e 16 Main Street East, Rochester 14 City 


e 50 Washington Street, East Orange, N. J. 


copy. 


Recent issue of our ““Mailroad to 
Profits” gives you the informa- 
tion you need to clinch the sale. 
Mail the coupon for your free 


AMERICAN SURETY COMPANY 
Agency & Production Department 
100 Broadway; New York 5, N. Y. 


Please send me a copy of ‘“Mailroad to Profits”, which features 
Valuable Papers and Accounts Receivable Insurance. 
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Schiff Chairman of 
N. Y. USO Committee 





Altman Pach Studio 
FRANK SCHIFF 


Frank Schiff, president, Schiff, Ter- 
hune & Co. and a member of the board 
of directors of the Travelers Aid Society 
of New York, has been appointed chair- 
man of the New York City USO Com- 
mittee. 

Travelers Aid directs the operation of 
the USO-supported Travelers Aid In- 
formation Center on 43rd Street just off 
Times Square. The center is for the 
exclusive use of members of the Armed 
Forces and provides information on 
recreation, housing, transportation, etc., 
and distributes movie, theatre and radio 
and TV tickets donated by the theatres 
and the various networks. 

The center was formerly operated by 
the New York City USO. The National 
USO voted to turn its operation over to 
Travelers Aid, effective September 1. 
This procedure is already in effect in 
several other cities, and it provides 
greater economy and eliminates duplica- 
tion of services. USO will continue to 
provide the money for the center’s 
operation. 

Mr. Schiff reports that Robert Rid- 
dell, formerly associated with the Na- 
tional Catholic Community Services, will 
be director of the USO-Travelers Aid 
Information Center. 





Watts Buffalo Manager 
For Appleton & Cox 


Appointment of Ralph E. Watts as 
manager of the Buffalo, N. Y., branch 
office has been announced by Appleton 
& Cox, Inc. Mr. Watts, formerly in the 
Atlanta branch office of Appleton & Cox, 
joined the organization in 1941. He re- 
places Wilson C. Pollacek, named man- 
ager of the group’s Cleveland branch. 





Pearl Assurance Appoints 
State Agent in Texas 


Harry G. Mensman, state agent in 
Texas for the Pearl-Monarch Insurance 
Group, has retired after more than 50 
years in insurance. He started with the 
Beers, Kenison & Company general 
agency at Galveston, Texas in 1907 and 
subsequently held field positions with the 
America Fore Loyalty Group and the 
Dubuque Fire & Marine. He joined the 
Pearl-Monarch Insurance Group in 1947. 

Alvin V. Breeland is appointed to suc- 
ceed Mr. Mensman and will supervise 
the group’s operations in Texas, with 
headquarters in Dallas. Mr. Breeland is 
a native of Ennis, Texas. He joined the 
staff of the General Adjustment Bureau 
in 1948 and subsequently was named 
branch manager in the office at Nacog- 
doches, Texas. He has been associated 
with the Pearl-Monarch Insurance Group 
since 1955. 


Amer. Mutual Alliance 


Conference in New York 


A warning that expense reduction pro- 
grams that have cost-cutting as_ their 
sole purpose can harm rather than help 
a business organization was given to 
more than a hundred mutual fire-casualty 
insurance company executives at the 
annual American Mutual Insurance 
Alliance office management and person- 
nel conference at the Hotel Roosevelt in 
New York City. 

“I do not know of any company that 
ever grew or improved significantly 
simply by keeping rigid control on ex- 
penses,” New York insurance company 
consultant E. F. O’Toole said. “On the 
contrary I could cite several companies 
whose progress and profits were hurt 
by cutting expenses too deeply, in the 
wrong places, and at the wrong time. 
Such programs must give consideration 
to other important aspects of company 
operation.” 

H. E. Clarkson, Chicago, Northeastern 
University lecturer on communications, 
said that nearly 50% of the $1.25 cost 
of putting a business letter into the 
mails today is dictation cost; he recom- 
mended stenographic pools and definite 
dictating periods as major correspond- 
ence cost-savers. 


Chalmers Reelected 
Pres. Maine Agents Assn. 


Herbert W. Chalmers, Bridgton, was 
reelected president of the Maine Asso- 
ciation of Insurance Agents at the 59th 
annual meeting held in Rockland. Ed- 
ward R. Ladd, Rockland, continues as 
national state director, and Ralph L. 
Young, Portland, as treasurer. William 
E. Dennett, Kittery, was reelected a vice 
president, and Wendell Anderson, Bruns- 
wick, and James O’Connor, Augusta, 
were named vice presidents. David R. 
Harding, Bar Harbor, continues as chair- 
man of the executive committee. Execu- 
tive Secretary George F. McFarland 
was unable to attend the convention 
because of illness. 


HARTFORD POND TO MEET 

The Hartford Pond of the Blue Goose 
will hold a dinner-meeting on Monday 
evening, September 29, at Matarese 
Circle, Newington. This sports night will 
be featured by showing of a World’s 
Series film and a talk by a sports’ writer 
of the “Hartford Times.” 


AMERICAN DIVIDEND 
The American Insurance Co. has de- 
clared a dividend of 32% cents a share 
on the stock of the company, payable 
December 1 to stockholders of record 
November 10. 











DONALDSON VICE PRESIDENT 





General Security Transferring Him to 
Home Office in N. Y.; Otis Clark & 
Co, Coast Managers 

The General Security Assurance Corp. 
of New York announces that Thomas N. 
Donaldson, Pacific Coast manager in San 
Francisco, will be transferred to the 
head office of the company in New York 
to become a vice president and to assist 
in supervision of the company’s affairs 
nationwide and in Canada, where the 
company has active reinsurance connec- 
tions. 

Mr. Donaldson has been resident man- 
ager in the Pacific Coast States for 
three years, where he has serviced exist- 
ing clientel of the General Security and 
made new connections among various 
companies and general agents. 

Continuation of the General Security’s 
affairs will be handled by Otis Clark & 
Co. a well-known San Francisco rein- 
surance Office. Otis Clark previously had 
managed the affairs of the General Se- 
curity in the Western states prior to the 
company’s opening a branch office in 
1949. 





U. S. Fire Losses Drop 


Estimated fire losses in the United 
States during August amounted to $75,- 
491,000, the National Board of Fire 
Underwriters has reported. According 
to Lewis A. Vincent, NBFU’s general 
manager, this loss represents a decrease 
of 3.7% from losses of $78,364,000 re- 
ported for August, 1957, and a decrease 
of 6.5% from losses of $80,782,000 for 
July, 1958. Losses for the first eight 
months of 1958 now total $737,508,000, 
an increase of 4.4% over the first eight 
months of 1957, when they amounted to 


$706,333,000. 





N. Y. Board Losses Drop 

There were 538 losses for $1,383,170 
assigned in August to the committee on 
losses and adjustments of the New York 
Board of Fire Underwriters. This com- 
pares with 624 claims for $1,682,532 as- 
signed in August, 1957. This shows a 
1958 decrease in number of claims of 
14% and drop in amount of 18%. For 
the first eight months of this year Sec- 
retary E. C. Niver reports 8,509 losses 
for $18,897,516 assigned to the committee, 
against 6,101 losses for $19,552,805 in the 
same period last year. This shows an 
increase in number of claims of 40% 
but a drop in amount of 3.35%. The in- 
crease in number of claims was due en- 
tirely to more extended coverage losses. 
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Aetna Names W immer 


Manager at Houston 
Promotion of Robert P. Wimmer to 





the position of manager of the Aetna specti 
Insurance Company’s Houston, Texas, 9:9 4:) 
office is announced. A native of Staten Ext 
Island, N. Y., Mr. Wimmer studied yf. 
business administration, specializing ing y.,j1 
insurance, at New York University and§ jean 
completed a course in property insurance jycces 
at the Hartford College of Insurance. § ;ej 
He has been with the Aetna sincel§ 577 
1939 except for two years with a manu-§ 7[,,, 
facturing concern. Mr. Wimmer wasff jayor; 
for 14 years in the home office inland pated 
and ocean marine underwriting depart- 509. 
ments, where he advanced to the posi-§ howe 
tion of supervisor. In 1955 he was as- jocces 
signed to the Houston office as marine pray 
superintendent and in February, 19588 were. 
was promoted to assistant manager at% Home. 
Houston. losses 
$3,989, 
A genera 
American Promotions at 04 an 


Rockford, IIl., Branch 


Anthony A. Kjellgren has been named 
administrative assistant at the American 
Insurance Group’s Rockford, III, branch 
office. E. J. Callahan has been trans- 


Man 


Sidn 





ferred from the American’s Clevelandy . 
branch, and promoted to _ production gional 
manager at Rockford, the position for-§ ‘™™ 
merly held by Mr. Kjellgren. Associ: 
Born in Rockford, Mr. Kjellgren at- sented 
tended the University of Tllinois andg ‘ual 
Loras College. He joined the group in Associ 
1949 and graduated from its advanced oo r 
multiple line training school _beforeff ‘POX¢ 
serving as a special agent in Illinois Preve” 
Nebraska and Michigan. He returnedg “ton 
to the Rockford branch in 1957 as pro-§ “70"8 
duction manager. o 
Mr. Callahan is a graduate of Wash- Pa T. J 
ington University in St. Louis and joinedg “ome 
the group in 1948. He became an under- a 
writer and special agent in Atlanta andg Msuran 
Chicago before being named _ production +e 
supervisor at Cleveland in 1955. dies 
year’s | 
ing Develo 

Housing Development 7 
(Continued from Page 30) a 

agents 

dint of much persistence, Barry ovel-¥ Mutual 
came this obstacle too. _B agency 
“‘Fighting for dwelling package busi- for its 
ness has paid off well for the agency, § rence | 
says Barry. ‘we have sold 180 package§ of Busi 
policies, bringing in a total premium§ versity 
volume of $42,000.’ . B address 
“Even when a home buyer turns him§ Commo. 
down, Barry gets the expiration dates§ October 
and goes back after the automobile am— Lamb 


accident lines. chairma 
“A graduate of the Aetna Casualty and 


Surety Sales Course, Barry still makes 





the recommended 15 calls a day, although OR 
only on three or four days a week§ Gordo 
rather than daily, as he did when he§ Presiden 
was getting started. This constant col-§ Surance 
tact with people undoubtedly accounts Ballin, J 
in part for his success. ; has bee: 
“‘T try to stay away from the office af xecutiy 
much as I can,’ explains Barry. Jordan 
“It may require fighting to get Dwell-§ Corvallis 
ing Package business in new residential Iso e 
developments, but the skilled, aggressive land, as 
local agent has most of the advantage§ mittee, 
on his side. If he really goes after this eonard 
business, he can’t lose.” hational 
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LOUISIANA 1957 RESULTS 





Written-Paid Loss Ratio of 65% for 
Year; Experience on Many Lines 
Bad; Fire and W. C. Profitable 
Fire and casualty companies operating 

in Louisiana suffered a written-paid loss 

ratio of nearly 65% on 1957 business of 
$88,823,504, according to figures in the 
annual report of the Department as re- 
leased by Rufus D, Hayes, Commissioner. 

The high ratio was due primarily to Hur- 

late June, which 


ricane “Audrey” in 
boosted extended coverage losses for 
the year to $32,931,931—a loss ratio of 


253%. 

Automobile business aggregrated $71,- 
355,246, approximately 40% of written 
premiums, and losses totaled $41,564,970, 
or about 58%. By lines, the premiums 
and losses were: bodily injury, $25,551,- 
699 and $13,228,758, respectively ; property 
damage, $12,851,145 and $7,599,254, re- 
spectively, and physical damage, $32,- 
932402 and $20,736,958, respectively. 

Experience was also reported to be 
unfavorable in both ocean and inland 
marine business. The figures were: 
ocean marine—premiums, $10,984,397, and 
losses, $6,787,867, and inland marine— 
premiums, $4,859,671, and losses, $3,128,- 


favorable column. Fire premiums aggre- 
gated $27,557,953 and losses were $11,229,- 
5099: and  workmen’s compensation 
showed premiums of $35,954,026 with 
losses of $18,969,502. 

Practically all other classes of business 
were profitable. Some examples follow: 
Homeowners, premiums of $993,124 and 
losses of $341,310; surety, premiums of 
$3,989,184 and losses of $1,103,586, and 
general liability, B.I., premiums of $5,516,- 


(44 and losses of $2,231,048. 





Mang Cotnmends Firemen 


For Excellent Services 


Sidney Mang of Sidney, N. Y., re- 
gional vice president and _ executive 
committeeman of the New York State 
Association of Insurance Agents, repre- 
sented that organization at the 86th 
annual convention of the Firemen’s 
Association of the State of New York 
held recently in Syracuse. Mr. Mang 
spoke as former chairman of the fire 
prevention committee of the agents asso- 
ciation which had conducted a contest 
among paid and volunteer firemen for 
year round fire prevention activities. 

Mr. Mang paid tribute to the volunteer 
firemen as the under-rated public spirited 
citizens of the state. He stated that the 
insurance agents association plan to con- 
tinue the contest and congratulated the 
Elmsford and Jamestown Fire Depart- 
ments who were the winners of last 
year’s awards. 





ACKERMAN TO SPEAK 

“What will become of my agency when 
| want to retire?” has become so fre- 
quent a question in the minds of mutual 
agents that the National Association of 
Mutual Insurance Agents has scheduled 
agency perpetuation as a major subject 
lor its 1958 convention program. Lau- 
rence J. Ackerman, Dean of the School 
of Business Administration of the Uni- 
versity of Connecticut, is scheduled to 
address this 27th annual meeting at the 
Commodore Hotel, New York City, on 
October 22, on this subject. Earl A. 
Lamb of New York City is convention 
chairman. 





OREGON AGENTS ELECT 

Gordon Dodge has been named new 
President of Oregon Association of In- 
surance Agents. He succeeds Herbert A. 
Ballin, Jr., of Portland. Mr. Dodge, who 
as been chairman of the association’s 
executive committee, is a member of the 
Jordan & Dodge Insurance Agency in 

orvallis, 

Also elected are Frank Amerata, Port- 
land, as chairman of the executive com- 
mittee, succeeding Mr. Dodge, and 
Leonard A. Adams, Beaverton, as state 
National director. 


N. Y. Agents’ Regional | 
Meetings Well Attended 


Arthur F. Blum of Rockaway Park, 
executive vice president of the New 
York State Association of Insurance 
Agents, expresses himself as well pleased 
with the first two meetings to be held 
in the association’s fall series of re- 
gional meetings. The first one held at 
Tupper Lake drew more than 100 agents 
from the north country and the second 
held in Schenectady had a total of al- 
most 200 agents in attendance. 

Sergeant William Steckles, traffic 
manager of Troop B of the New York 
State Police, speaking at the Tupper 
Lake meeting, brought a sobering and 
effective talk concerning the problem 


of traffic safety. Agents in attendance 
were unanimous in their opinion , that 
similar talks should be given to all serv- 
ice and other clubs throughout the state 
as a means of combatting the present 
high accident frequency on our high- 
ways. 

George C. Peacock, vice president of 
the Agricultural, was well applauded as 
guest speaker at the Schenectady meet- 
ing. 





Ross Managing N. Y. 
Office of Phoenix 


Charles A. Collin, who as_ resident 
secretary has headed the New York 
City office of the Phoenix of Hartford 
for several years, 4s now on leave of 
absence, and the office is being man- 
aged on a temporary basis by Secretary 
Donald W. Ross from the home office 
in Hartford. A new manager is expected 
to be named within a few weeks. 





DODSON MUTUAL DIRECTOR 

Loren R. Dodson, secretary and treas- 
urer of Continental Can Co., has been 
elected a director of the Firemen’s Mu- 
tual Insurance Co. of Providence, R. I., 
to fill a vacancy on the board, F. T. 
Moses, chairman of the board, an- 
nounces. 


PRITCHARD 


AND BAIRD 


REINSURANCE 


Consultants 


and 


Intermediaries 


Fully prepared through long experience to intel- 


ligently serve those Underwriters who demand 


the best. 


“WE ARE WHAT WE DO" 


123 William Street, 


New York 38, N. Y. 


WOrth 4-1981 








New Calif. Group to 


Handle Commission Suit 


A new association of insurance pro- 
ducers, the League of Independent In- 
surance Producers, is being formed in 
California to handle forthcoming anti- 
trust litigation against insurance com- 
panies for cutting auto commissions. The 
anti-trust move was started by the Cali- 
fornia Association of Insurance Agents. 
Roger Chickering, president of the new 
group, is soliciting funds so that legal 
action may be carried to the United 
States Supreme Court if necessary, 
Action is to be brought in the Federal 


District Court at San Francisco with 
about six companies named as defend- 
ants. The charge will be that the com- 
panies combined, in restraint of trade, 
to lower commissions to agents. 





FIREMAN’S FUND DIVIDEND 
The Fireman’s Fund Insurance Com- 
pany has declared a quarterly dividend 
of 45 cents a share, payable October 15, 
to stock of record September 26. 























American Equitable Assurance Company 
of New York 
Organized 1918 


Globe & Republic Insurance Company of America 
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92 William Street, New York 38, N. Y. 
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CPCU Conference 


(Continued from Page 1) 


vice president, Meritplan Insurance Co., 
Los Angeles, and Neil Flammez, execu- 
tive vice president, California Union 
Insurance Co., Los Angeles, panelists. 

“Analysis of the Expense Portion of 
the Premium Dollar,” A. Leslie Leonard, 
assistant dean, Insurance Society of New 
York, New York City, moderator; T. M. 
Irvine, American Insurance Group, Mil- 
waukee; Edgar E. Isaacs, vice president, 
Atlantic Companies, New York City, and 
H. B. Skelton, vice president, Rough 
Notes Co., Inc., Indianapolis, panelists. 

“Lack of Public Understanding of the 
Insurance Function,” Mrs. Jean P. Riggs, 
Deputy Insurance Commissioner, Wyom- 
ing Insurance Department, Cheyenne, 
and John D. Phelan, vice president, 
American States Insurance Co., India- 
napolis, panelists. 


Panel Discussions 


“Financial Aspects of Insurance Oper- 
ations,” Philadelphia Chapter project, 
John H. Kerr, resident manager, Mary- 
land Casualty, Philadelphia, moderator ; 
Norman E. Roop, partner, Booth, Potter, 
Seal & Co.; Matthew H. McConnell, 
superintendent, General Accident, and 
Arthur L. Hoffman, assistant treasurer, 
Reliance Insurance Co., all of Philadel- 
phia, and Mr. Davis, panelists. 

“Useful Applications of the Theory 
and Technique of Proof in the Field of 
Insurance Advertising and _ Selling,” 
Henry K. Duke, insurance consultant, 
Cumberland, Md., moderator; Dr. Ronald 
R. Childress, chairman, department of 
finance, University of Oklahoma, Nor- 
man, and M. H. Blackburn, fire and 
marine advertising manager, Aetna Cas- 
ualty & Surety, Hartford, panelists. 

“The Place of Self-Insurance in the 
Insurance Business,” R. M. Babbitt, Jr., 
vice president, Joyce & Co., Chicago, 
moderator; Henry E. Theobald, assistant 
dean, Northwestern University School of 
Business, Evanston; William H. Rodda, 
secretary-treasurer, Transportation In- 
surance Rating Bureau, Chicago, and 
Allan L. Pither, superintendent, excess 
and surplus division, Continental Casu- 
alty, Chicago, panelists. 

“Application of Insurance to Com- 
monly Used Lease Agreements,” Rocky 
Mountain Chapter Project, William R. 
Kersten, vice president, Van Schaack & 
Co., Denver, moderator; L. Allen Beck, 
Allen Beck Insuror, Denver; Henry A. 
Furlong, manager, Insurance Co. of 
North America, Denver; Thomas C. 
Fischer, Hike Insurance Agency, Colo- 
rado Springs, and William Bret Kelly, 
secretary-treasurer, Steel City Invest- 
ment Co., Pueblo, Colo., panelists. 

“Distribution of a Product,” Northern 
California Chapter project, Claude Stan- 
ley, accounts executive, Marsh & Mc- 
Lennan; Howard L. Martin, dean, school 
of insurance, Golden Gate College; 
James E. Mansfield, supervising under- 
writer, Liberty Mutual, all of San Fran- 
cisco; Frank B. Orr, partner, Polton & 
Orr, Oakland, and Harold C. King, 
Dohrman-King Agency, Stockton, panel- 
ists, 
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Soles President of 
New Hampshire Agents 


Eugene P. Soles, Portsmouth, 
elected president of the New Hampshire 
Association of Insurance Agents at the 
annual meeting at Crawford Notch. He 
succeeds Frederick J. Griffin, Manches- 
ter. Charles E. Bilodeau, Berlin, and 
Edward Cavaney, Hanover, were elected 
vice presidents, and Edward G. Robin- 
son, Concord, continues as national state 
director. Theodore J. Rouillard, Clare- 
mont, continues as executive secretary. 
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A right arm for you 


The man above is an engineer 
from The Fund Insurance Com- 
panies. Because he has a Fund 
of Experience he can serve as 
your right arm for obtaining new 
accounts and protecting your tar- 
get lines from your competition. 
He offers the right answers on 
technical problems relating to 
accident prevention, industrial 
safety, fire rating and structural 
evaluation. 


Why not let your agency and 
your clients benefit from this 
Fund of Experience. Mail in the 
coupon below, or ask The Fund 
fieldman in your area to have an 
engineer from The Fund Insur- 
ance Companies pay you a call. 
In today’s highly competitive, 
highly complex insurance mar- 
ket, you can profit by his expe- 
rience. 





Fireman's Fund Insurance Company 
Fireman's Fund Indemnity Company 
Home Fire & Marine Insurance Company 
Notional! Surety Corperation 


To: THE FUND INSURANCE COMPANIES 
Production Department * Home Office 
3333 California St., San Francisco, California 


| would like to meet your FUND representa- 
tive. 


Name 





Address 





City 




















New Inland Marine Interpretations 


The Committee on Interpretation of 
the Nation-Wide Marine Definition in 
New York has issued three new inter- 
pretations, Nos. 118-120, dealing with 
queries whether certain types of risks 
are eligible for inland marine coverage. 
The interpretations follow: 


No. 118, Contractor’s Multiple Peril Form 
—Completed Value Basis 


“Inquiry: Among other things the form 
would cover ‘materials, supplies, ma- 
chinery, equipment, fixtures and tempo- 
rary structures to be used in or inciden- 
tal to the construction, fabrication, in- 
stallation, erection or completion of a 
designated or described building at a 
specified address. The coverage is 
‘against all risks of direct physical loss 
or damage to the property insured from 
any external cause except’ as excluded, 
and attaches ‘when the property comes 
at risk of the assured’ and continues 
‘thereafter while in due course of transit 
within the Continental United States of 
America or Canada and at locations with- 
in the Continental United States of 
America awaiting use in course of con- 
struction, fabrication, installation, erec- 
tion, completion or testing until formally 
accepted by the owner or until termina- 
tion of the policy, whichever shall first 
occur,’ 

“Is this so-called ‘Contractor’s Multiple 
Peril Form (Completed Value Basis)’ 
cl lassifiable as inland marine insurance? 

“Opinion: Negative. See Sections E. 

(1) and C. 2 of the Definition. 


No. 119, Utility Trailer Rental 


“Inquiry: The rental of utility trailers 
to vacationers and to individuals needing 
such equipment for occasional hauling 
of their property has produced many 
large rental companies. We seek an in- 
terpretation by your committee as to the 
eligibility of these utility trailers for 
inland marine coverage while in custody 
and control of the renter. 

“Many of the rental companies are 
seeking an inland marine floater policy 
to be issued in their name to cover not 
only a named limit of liability on cargo 
owned by the renter, but also to cover 
the physical damage to the trailers. We 
shall appreciate receiving committee 
ruling on the eligibility of the utility 
trailer for inland marine treatment. 

“Opinion: Negative. Insurance of the 
trailers is not classifiable as Inland Ma- 
rine Insurance under the terms of Sec- 


tions E. 2 (m) and E. 2 (0) of the 
Definition. 
No. 120, Outboard Motors and Boat 
Dealers 


The risk involved is a retail 


“Inquiry: 


FIRE @ MARINE @ 
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sales and repair agency for outboard 
motors and outboard motor boats. Cov- 
erage desired is all-risk coverage on prop- 
erty usual and incidental to the business 
of an outboard motor dealer including 
outboard motors and supplies, on prop- 
erty of the insured held for sale and 
property of others in care, custory and 
control of the insured for repairs and 
maintenance. The repair and maintenance 
operation are conducted both on the in- 
sured’s premises in his repair shop and 
at the location of the particular risk 
being repaired. In most instances the 
risk is located in a lake area approxi- 
mately 50 miles from the home town of 
the dealer. Primary coverage would be 
on motors and outboard motors with a 
very small percentage of the total val- 
ues insured being on accessories for the 
boats. 

“Opinion: If the dealer is a bona fide 
deaier in boats and marine motors, and 
the subject matter of the insurance is 
boats, marine motors and their appur- 
tenances and accessories, the risk is 
classified as inland marine insurance, 
provided further that such subject matter 
actually consists predominantly of boats 
and marine motors. 

“The committee is of the opinion that 
while the section therein treated is not 
involved in this case, nevertheless the 
principles enunciated in Interpretations 
Nos. 7 and with respect to the ele- 
ment of predominance are pertinent to 
the case in hand and should be followed 
as a guide. Here, of course, we are speak- 
ing about the ratio of the value of 
boats and motors to'the value of appur- 
tenances and accessories, and we are 
not suggesting that coverage of ‘other 
stock’ may be included within the policy. 

“It should be noted that Interpretation 
No. 28 does not conflict with this opin- 
ion because the proposed insurance in 
that case would have covered all kinds 
of merchandise, as would also have been 
the case under the marine supply deal- 
ers mentioned in Interpretation No. 49.” 


MARINERS FIELD DAY 
athe New York Mariners Club had its 
eighth annual field day at the West- 
chester Country Club on September 18. 
Skipper Tom Johnson of the A.I.U. was 
host to over 200 members and guests. 
The Skipper’s Trophy given to the 
Mariner with the low net in golf was 
won by Jack Campbell of R. A. Fulton 
& Co. with a score of 84. 
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Canadian School for 
Assessing Auto Damage 


Insurance adjustors and auto repair. 
men are getting together to set up a 
school—probably the first of its kind in 
Canada. Their aim is courses to estab. 
lish accurate procedures for estimating 
property damage caused by auto crashes, 

Sponsors of the plan are hopeful it 
may be taken up in other provinces to 
get uniform procedures in assessing car 
collision damage. Sponsored by the 
Manitoba Automotive Trades Associa- 
tion and the Insurance Adjusters Associ- 
ation, the school will offer a formal 
series of courses of one lecture a week 















for 10 weeks at the Manitoba Depart. 
ment of Education Technical Institute. Exec 
Primarily the purpose of the school to we 
get uniformity in estimating work—as : 
far as this is possible—and to get a basis C 
of agreements between those who do Marin 
the repair work and those who foot them feren¢ 
bills. analy 
ee Seite from 

Truck Cargo Thefts 

Zoom to Record Levels§ 
“Ask the man who's had one” is thef cubjec 
lead-off question posed by an article inf watte 
the current issue of the Babaco News \lue 
The answer would be that the cancerousi Danis! 
sore of car and truck thievery has vic-f crease 
timized many individuals and firms that < 


throughout the country, from coast tol terms 




































coast, in large cities and small com-§ eyer 1 
munities. These victims have been The 
truckers, shippers, bailees, salesmen andi spec 
private individuals, whose vehicles havel prisins 
been stolen or broken into. The value to the 
of this stolen merchandise is in the® reflect 
millions. Every variety of goods is in- by ne 
cluded. extent 
“The immensity of this theft condition] accum 
can be likened to a cold war,” the article as wel 
continues. “The war of the hijackers,@ in cor 
truck thieves and car pilferers against connec 
the organized community shows thieves was sz 
are increasing their take by millions each 

year. Scores of trucks and cars are™ Har 
stolen or broken into daily all over thej mittee 
country. Many of these are major thefts viously 
of entire vehicles; others are package org tions. 
pilferage thefts, whose aggregate values Paulli- 
total millions. tion w 
“A note of warning to this situation that tl 
is attempted by the Cargo Protectionff “do-it- 
Bureau which lists some of the morefj ber as 
recent thefts from motor vehicles. This change 
list is only a small fraction of the actualjy themse 
number of thefts occurring during the In s 
reported period. Magnify this list af Jackso 
thousand-fold or more and one gets ag lence \ 
mental picture of the vast number of Sreater 
thefts occurring daily from unprotected plague 
vehicles, every minute—every hour—g'T sP' 
every single day throughout the year.g CO"S!s! 
One such recent instance is a theft fromg O°" P@ 
a passenger car which happened in Cleve- weight: 
land, Ohio, with a reported loss of $153- *° well 
000 worth ‘of jewelry and personal cloth a the 
ing,” the article continues, oe 
“The community must meet this chal- a 
lenge to crime with a unity of purpos¢ tly 
and a determination to use every avail- i ‘ 
Stitute. 

able facility at its command. With Mr 
police budgets strained to the bursting oroblcr 
point, with general crime conditions 00) inal | 
the increase, with police departments@ .4.,., 
undermanned and understaffed, it be § os...” 
hooves the business community to assist ticular] 
law enforcement authorities in providing § pe... 
electronic truck theft protection to w-Bin, | 
guarded motor vehicles carrying mer- age \ , 
chandise susceptible to theft,” the article ay jn.) 
concludes. country 
as ase 
a oe shipper 

Report 20% Commission on abroad 

oe claim 
New Homeowners Policies j::,.,.. 
Reports are circulating that the new™ The s 
homeowners policies issued by the Multiage on 
Peril Insurance Conference will hav¢i§ countri 
rates about 30% below the coverages fortuna 
offered, if sold separately, and that withMit is n 
a lower expense allowance commission Figures 
will be 20% instead of 25%. The purpost™ country 
is to make these policies more competrMhigh a. 
tive and thus protect agents against in-M the ave 
dependent insurers. Nothing official haf ported 

been announced yet and the new policies 

are not yet being written. Cargc 
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from many nations follows herewith: 

















ls Mr. Leth of Denmark carried forward 
ava the discussion which was held on this 
As the subject at the 1957 conference. The 
ticle inf watter concerned insurance on increased 
News. value of vessels under construction. The 
1CerOusM Pjanish market has now adopted an in- 
as vic-M creased value clause. It was understcod 
firms that a revision of the British Institute 
past tol terms was under consideration: how- 
| com-@ ever no official changes are known. 
been The Danish market has also introduced 
en andi a special cover for pre-keel risks, com- 
s havelf prising the risk to the new ship prior 
» value to the laying of the keel. This situation 
in the reflects the enormous values represented 


is in-— by new constructions today, the great 


extent of pre-fabrication, and the great 


ndition accumulation of risks at individual yards, 
articlelf as well as problems which may be raised 
ackers™@ in connection with P & I cover. In 
uwainsti# connection with “hull business,” more 
thieves was said on the subject. 

1s each Cargo Loss Prevention 


submitted his com- 


rs are Harold Jackson 
er the™ mittee’s report, which had_ been pre- 
thefts viously circulated to member associa- 


tions. He referred to the work of Mr. 
Paulli-Andersen of Denmark in connec- 
tion with this report, and he emphasized 
that the committee is now working on a 
“do-it-yourself” program, whereby mem- 
ber associations are encouraged to ex- 
change technical information among 
themselves. 


age or 
values 


‘uation 
tection 
more 
This 
actual 


1g the In some supplemental remarks, Mr. 
list ag Jackson discussed the continued exper- 
vets ag ience with poor packing; his hope that 
yer of greater use of containers will reduce the 
tected Plague of “hookhole” damage; the need 


for specific detailed packing lists when 


hour— : 
year. Consignments are packed in more than 
+ from OMe package; the importance of specific 
Cleve-@ Weights and quantities on bills of lading 
$153 % well as of weighing goods when leav- 
cloth-@ "8 the control of port authorities; de- 
velopments in study of sweat damage by 
chal: Stamford Research Institute and of 
irpose sg Causes for damage by carbon black to 
avail: Other cargo by Southwest Research In- 

With Stitute. ; j 

rsting Mr. Jackson examined in detail the 
ng Of problim of preshipment damage (com- 
ments “Only referred to as country damage) on 
t bey (Otto. This has become a problem on 
assist | 2110” Originating from all sources, par- 
viding eet ly the Mexican, Brazilian and even 
o ung. crevian cotton, in addition to the Amer- 





lean. He pointed out that country dam- 
age was never meant to be covered as 
an insurance risk, but reimbursement for 
country damage claims was entered into 
as a service to the shipper because most 
shippers formerly had no representative 
abroad who could intervene in case of a 


mer- 
article 







on 






icies claim for a few bales that were obviously 
ue Bcamaged more than a normal amount. 
> new §=The system of “insuring” country dam- 
Mult age on cotton may be illegal in some 
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countries, he said. But a “chain of un- 
fortunate events” was set in motion and 
itis now reaching serious proportions. 
igures recently compiled in Japan show 
Country damage losses in 1957 of as 
high as 2800% from one source. And 
the average overall loss ratio was re- 
Ported to have doubled in the last year. 
_ Cargo Insurance 
Cargo insurance is a subject in which 





















Enlightening Debates On Numerous 


Topics Feature Marine Union Meeting 
By Cart E. McDowE Lt 


Executive Vice President, American Institute of Marine Underwriters 


Carl E. McDowell, well known executive vice president of the American Institute of 
Marine Underwriters, was a member of the United States delegation to the annual con- 
ference of the International Union of Marine Insurance held in Salzburg, Austria. His 
malysis of the papers and debates at this important gathering of marine underwriters 


t 


PART II 


the Institute delegation did not partici- 
pate, it will not be discussed in detail. 
The report by R. A. J. Porter of London 
was based principally on the Nordic 
Pool’s criticism of the new London Insti- 
tute Cargo Clause 1/1/58 as covering 
too long a period to grant to bad destin- 
ations. He stated that there are many 
points of view held in the various na- 
tional markets, and that the general 
discussion had made possible a clearer 
understanding of the meaning of the 
Institute Cargo Clause. 

He felt that “in all cases it is for 
underwriters to charge an adequate pre- 
mium for the whole risk at inception, 
taking into account not only the type 
of cargo and the destination, but also 
the period of cover provided.” The dis- 
cussion appeared to illustrate the need 
for underwriters to tailor their policies 
to the commercial needs of the assureds. 


Current Maritime Safefy Developments 


Owen E. Barker, a vice chairman of the 
International Union, continued his series 
of reports to the Council on maritime 
safety. These reports have become a 
useful part of the annual conference, in 
the way of disseminating general infor- 
mation of concern to all underwriters. 

Mr. Barker reviewed developments 
pertaining to preparations for the Safety 
of Life at Sea Convention in 1960, the 
Load Line Conference scheduled for 
the same year, the coming-into-being 
of the Inter-governmental Maritime Con- 
sultative Organization (a_ specialized 
agency of United Nations), progress of 
National Cargo Bureau, Inc., regulation 
in th United States of the use of smail 
boats for pleasure, and development of 
a safety code for offshore oil-drilling rigs 
in the Gulf of Mexico. He closed his 
remarks by saying, “It is well to remind 
ourselves that safety of life at sea is not 
primarily a question of profit or loss to 
an underwriter. Rather it is exactly 
what the phrase ‘Safety of Life’ implies, 
because in our way of life we place great 
value upon every human being.” 

Mr. Barker’s report on relationship 


with IMCO recommended to the Council 
that the IUMI should apply to the Inter- 
governmental Maritime Consultative 
Organization for consultative status with 
that organization. The Council agreed 
that the necessary steps to this end 
should be taken by the executive com- 
mittee. 


Freedom of Marine (Transport) Ins. 


As chairman of the Committee on this 
subject, John T. Byrne reviewed develop- 
ments of the past year. He reported that 
“persistent efforts to undermine the 
foundations of this freedom continue.” 
And he urged stronger support and more 
valiant effort to sustain the principle. 
He referred to the insurance resolution 
which is before the Contracting Parties 
of the General Agreement on Tariffs 
and Trade (GATT). This _ resoultion, 
originally prepared in 1955, will probably 
be acted on by the Contracting Parties 
at this year’s session, beginning in Oc- 
tober. Also, he referred to the excellent 
work being done by the International 
Chamber of Commerce to win favorable 
support and action on behalf of freedom 
of insurance. 

Mr. Byrne acquainted the Council with 
the text of the resoultion supporting free- 
dom of insurance, which was adopted by 
the Inter-American Council of Com- 
merce and Production at Buenos Aires 
in 1957. 

On the other hand the had to report 
with regret the discriminatory decree 
adopted by the Government of Cuba, 
effective February 28, 1958. He stated 
that “restrictive measures breed more 
restrictive measures; and _ reinsurance 
cannot go on forever absorbing the 
abuses to sound direct underwriting prac- 
tices.” 

He took satisfaction from the efforts 
of the United States Government in 
connection with the six treaties of 
friendship and commerce which contain 
anti-discrimination clauses. He expressed 
the hope that signatory nations would be 
encouraged to extend the benefits of such 
measures to all other nations. 


Clean Bill of Lading 


The problem of clausing bills of lading 
and of issuing letters of indemnity (par- 
ticularly when done without the knowl- 
edge of the underwriters for many years) 
has concerned underwriters, shipowners, 
banks, and other commercial interests. 
The matter has had the close attention 
of the Union as well as of the Comite 
Maritime International, and the Inter- 
national Chamber of Commerce. 

Jean Jaubert of France was able to 
inform the Council that at long last 
it would appear that some progress has 
been made in finding ways to stop the 
abuses caused by undisclosed letters of 
indemnity. The ICC is reaching con- 
clusions on recommendations in this 
connection. On Mr. Jaubert’s recom- 
mendation, the Council adopted a reso- 
lution which has the purpose of urging 
Member Associations to discourage tlte 
use of letters of indemnity. Mr. Jaubert 
is associated with the work of coordinat- 
ing the views of the ICC and the Comite 
Maritime and will continue his efforts. 

A note of caution was sounded to the 
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effect that shipowners’ primary concern 
in this matter must not. be overlooked, 
insofar as there may always be a prac- 
tical application to their needs of dis- 
closed letters of indemnity. 

Mr. Jaubert was able to report that 
interest in the Tables of Practical Equiv- 
alents has increased. Since 1954, total 
sales of the Tables have amounted to 
more than 19,000 copies in five languages. 
Commercial interests are becoming more 
familiar with the information and they 
seem to be coming into general use. 
More than 2,000 copies of the second 
English edition have been sold. 


Marine Casualty Statistics 

E. E. Griffith of Liverpool submitted 
to the Council and other underwriters 
in open session a most useful analysis 
of marine casualties. lis talk was 
accompanied by a comprchensive set 
of tables which were based on the sta- 
tistics which have been kept by The 
Liverpool Underwriters’ Association for 
over 60 years. The specific figures pre- 
sented compared the years 1933-37 and 
1953-57 inclusive. 

Because of the valuable nature of 
the material, a separate bulletin is being 
prepared to supplement this summary of 
the Council meetings. 

Dr. J. J. Kamp of Holland again re- 
viewed inland hull business, in his ca- 
pacity of chairman of the committee on 
this subject. The American delegation 
does not participate in this committee. 

Karl-F. v. Schlayer of Germany re- 
ported on his activity as an observer 
in attendance at the Committee on the 
Development of Trade of the Economic 
Commission for Europe (a United Na- 
tions commission). Certain insurance 
problems are on the agenda of this 
committee. 

Hugo Helmensdorfer commented on 
developments pertaining to carriers’ lia- 
bility. For the past 10 years Mr. Hel- 
mensdorfer has carried on a most useful 
and valuable work on behalf of the 
IUMI in liaison with various commis- 
sions and groups in Europe in connection 
with working out international conven- 
tions, possible laws and other regula- 
tions regarding transportation of goods. 


London and Washington Meetings 
The invitation of the British Marine 
Insurance Associations to meet in Lon- 
don from September 13 to 18, 1959, was 
accepted. And the invitation of the 
American Institute to meet in Washing- 
ton, D. C. from September 11 to 16, 
1960, was also accepted. 
The president appointed a nominating 
committee for 1959, and Mr. Kratovil 
was named to the committee. 


Da Fonseca Reelected President 


H. J. Quirino da Fonseca of Portugal 
was reelected president by acclamation. 
Leslie K. Sweet of London, whose term 
as a vice chairman terminated, expressed 
the Council’s warmest appreciation to 
Mr. da Fonseca for his skillful and 
patient leadership of the Union and 
thanked him for his willingness to con- 
tinue to guide the Union’s affairs for 
another year. Gordon Hogsflesh of Lon- 
don was elected a vice chairman. 
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YMBT Fall Season Is 
Off to a Good Start 


RULAND INS. SECTION CHAIRMAN 
Plans Made for Orphans Shopping Tour; 
Standing Committees Announced; 
David Palmer October Speaker 





The fall season of the insurance sec- 
tion, Young Men’s Board of Trade, New 
York, got off to a good start at a down- 
town luncheon September 16 at which 
Robert E. Ruland, chairman of the 
section, presided, welcomed _ special 
guests and introduced chairmen of the 
section’s standing committees. 

Two special guests at the luncheon 
hailed from Manila in the Philippines. 
They were Miss Imelda Pastor and her 
mother who are on a round-the-world 
trip, making appearances before Board 
of Trade and Chamber of Commerce 
meetings on behalf of world democracy. 
At the YMBT luncheon Miss Pastor 
gave an impressive talk titled “Voice of 
Democracy” which was her own prize 
winning essay in high school last year. 

Biggest project this fall of YMBT is 
its Orphans Shopping Tour of which 
Malcolm “Bud” Teare, Continental As- 
surance general agent, is chairman. An- 
nually in early December 1,200 orphans 
and under-privileged children are taken 
to Macy’s department store and each 
given $5 spending money. To defray 
YMBT’s expenses in this worthwhile 
project an October ball is held, date 
this year being October 10 at Hotel New 
Yorker. Each member of the insurance 
section was urged by Mr. Teare to sell 
10 tickets at $5 per person. 


President Donahue Impressed 


As a guest at the luncheon Joseph A. 
Donahue, president of YMBT, who heads 
P. W. Vallely, Inc. New York, was 
impressed by the insurance section’s de- 
partmentalized activity, headed by a 
governing council composed of the fol- 
lowing: Austin J. Leavy, U.S.F.&G, 
deputy chairman of the insurance sec- 
tion; William A. Prinsell, Commercial 
Union-Ocean Group; Robert J. McDon- 
ald, Standard Accident, and Chairman 
Ruland, who is vice president of Ameri- 
can Industrial Brokerage Services, Inc. 

The standing committees and their 
functions were presented by Chairman 
Ruland as follows: (1) Recruiting—con- 
sidered the most important group as it 
is charged with getting new members. 
Its chairman is Robert W. Milbank of 
Bauer Milbank & Co., Inc., brokerage 
firm (2) Manpower committee, headed 
by John V. Cuff of John C. Weghorn 
Agency, Inc., whose function is to 
stimulate member interest in regular 
attendance at meetings. (3) Retention 
committee—John M. Archer, bond de- 
partment, The Travelers, N. Y. chairman 
—which activates and stimulates member 
interest in YMBT insurance section; 
(4) Programming committee, headed by 
William R. Jackson, Royal-Globe’s met- 
ropolitan special risks department, which 
arranges for speakers at monthly meet- 
ings. 

(5) Greeting committee, newly formed, 
takes charge of new members, making 
them feel at home at meetings, intro- 
ducing them to their fellow members, 
etc. William P. Scott, Fireman’s Fund, 
heads this committee. (6) Public rela- 
tions—in charge of James Salerno of 
the Jaffe Agency, Inc.—which handles 
news releases. (7) Luncheon committee, 
chairmanned by Andrew Newell of Home 






Matar Studio 
ROBERT E. RULAND 


Insurance Co., has charge of arrange- 
ments for each gathering. 


Ruland’s Background 


In his chairmanship of the insurance 
section Mr. Ruland is aiming to enhance 
both its prestige as the largest YMBT 
group and its membership which is now 
at 68. Next luncheon meeting has been 
set for October 14 at Beekman Cafe, 
N. Y., and speaker will be David Palmer, 
vice president of Lumley, Dennant & 
Co., Inc., specialists in the excess and 
surplus line market. 

Mr. Ruland, who attended Columbia 
University, N. Y., started his insurance 
career with Commercial Union-Ocean 
Group in its head office casualty under- 
writing department. In 1950 he joined 
Kemper Insurance Companies’ eastern 
department as special risks underwriter 
and five years later resigned to join 
The London Assurance as casualty un- 
derwriting manager. He now has charge 
of insurance operations for Growth In- 
dustries Group, 100 William St. N. Y., 
of which American Industrial Brokerage 
Services is a member. 





Insurance Men Named By 


American Management Assn. 

Insurance industry representatives 
were elected officers of the American 
Management Association at its annual 
meeting in New York last week. Elected 
vice president of AMA in charge of 
the insurance division was Casimir Z. 
Greenley, director of insurance and 
safety, International Mineral & Chemical 
Corp. 

Newly named vice president was Elmer 
A. Rule, vice president and secretary, 
Nationwide, in charge of the office man- 
agement division. 

Elected AMA directors were Herman 
Knauss, director of planning, Mutual 
Of New York, and Fred H. Merrill, vice 
president Fireman’s Fund 

James L. Madden, second vice presi- 
dent in charge of coordination, Metro- 
politan Life, was re-elected treasurer. 





MUTUAL’S O.L.&T. REVISIONS 

Revisions on owners’, landlords’ and 
tenants’ bodily injury rates took effect 
September 17 in two states. Anplving 
to certain area and frontage classifica- 
tions, the statewide average increase 
amounts to 17.7% in Mississippi and 
11.6% in Wyoming, 





Workmen’s Comp. 
Institute Oct. 22-23 


IN HILTON-STATLER HOTEL HERE 





Harriman, Wagner to Attend; Panel 
Moderators Include Bernard F. 
Farley and Solomon E. Senior 





The final institute in a statewide series 
on workmen’s compensation sponsored 
by New York State Workmen’s Com- 
pensation Board will be held Otcober 
22-23 at the Statler Hilton Hotel, New 
York. New York City Mayor Robert 
Wagner will welcome the guests, and 
Governor Averell Harriman will also 
speak at the opening. 


Simultaneous panel discussions on 
October 22 will have as moderators 
Bernard F. Farley, New Amsterdam 


Casualty (Claims and Hearing Proce- 
dures) and Solomon E. Senior, director 
of Cosmopolitan Claims Insurance Fund 
(Special Funds). 

Panelists on Claims and Hearing Pro- 
cedures include Neil Carter, Greater 
New York Mutual; Samuel Kaltman, 
Aetna Casualty & Surety; Gerald S. 
Pratt, Lumbermens Mutual Casualty; 
Peter Cyrus Rizzo, M.D. and Irving 
B. Stern, claimants representative. 

Ernest Johnson, Liberty Mutual, will 
be a participant on the panel on special 
funds. 

On the second morning of the insti- 
tute “The Effect of Accidents on Rates” 
will be discussed by Elden W. Day, 


resident secretary, Lumbermens Mu- 
tual Casualty; Thomas F. McEvily, 
president, Keevily Corp.; and Louis 


Buffler, insurance underwriting consult- 
ant, State Insurance Fund. 

Other topics planned for discussion at 
the institute include Rehabilitation, Back 
Injuries, Heart Disease in Workmen’s 
Compensation Claims, and Industrial 
Safety. 





Comp. Rating Board Awaits 
Outcome of Pending Appeal 


Robert E. Marshall, general manager, 
New York Compensation Insurance 
Rating Board, has advised member in- 
surers that present rates should still 
continue to be used on all new and 
renewal business until further notice. 
Mr. Marshall recalls that the New York 


Insurance Department determined, after 
hearings, that loss experience of the 
State Insurance Fund should be ex- 
cluded from the determination of the 
over-all rate level. The circular con- 
tinues: 

“An appeal to the Supreme Court 
Appellate Division, Third Department 
has been taken from this decision and 
the Court has granted a temporary stay 
of the application of the determination 
as respects present rates pending the 
outcome of the appeal. 

“A filing of revised rates to become 
effective August 1, 1958 was made and 
was disapproved by the Insurance De- 
partment for a number of reasons, in- 
cluding the fact that the experience of 
the State Insurance Fund was included. 
A further request was made on August 
22, 1958 for approval of an increase over 
current rates on outstanding policies 
and on new and renewal business point- 
ing out specifically the need for addi- 
tional premium due to law amendments 
effective July 1, 1958. This request was 
likewise disapproved by the Department. 
A hearing on the disapproval of our 
filing has been requested and granted 
but this hearing will probably not be 
held until after the Appellate Division 
has acted upon the pending appeal.” 


American Promotes “Nev 


Francis Madden V. P. 








































The 

FRED H. DOENGES TO RETIRE bh 
serve 

Madden to Succeed Him November | Septem 
as Head of Bond-Burglary-Glass {special 
Underwriting at Newark H.O. of the 
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At its regular quarterly meeting held sands 
in Newark last week the board of diree-Minto th 
tors of American Insurance Co. elected suburb 
Francis L. Madden to the post of vicelfand w 
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FRED H. DOENGES 


President Fred H. Doenges as head of 
the head office bond-burglary-glass un- 
derwriting department upon Mr. Doenges 


retirement from active duty on Novem- (1810) 
ber 1 under the provisions of the com- pre 
pany’s retirement program. still i 
In 1957 Mr. Doenges was elected vig’ 1" 
chairman of the executive committee re re 
of the Surety Association of America ao An 
He served as vice president of American er An 
Automobile since June, 1952 charge of its which , 
bonding operations. compan 
When the home office of that com- 
. r 1e T ye , nno 
pany moved to Newark following the State 


affiliation of American Automobile with 
















American Insurance Co., Mr. Doenge: N 
came East to take charge of combineé Edw 
fidelity surety operations. He served ' “Wa 
with American Surety for 26 years be- , 
fore joining American Auto and became '@t as 
one of the better known casualty exect- Minn N 





tives nationally. 

In other administrative staff changes 
announced at the same time by Ameri 
can Insurance Co. Superintendent R. D. 
Duncan becomes staff superintendent, 
and Assistant Superintendent W. W. 
Lauber has been promoted to superin- 
tendent of the department. 

Mr. Madden was appointed bond mat- 
ager for the company’s Philadelphia 
branch office in 1954 and was transferre 
to the head office bond-burglary-glass 
department as staff superintendent 4 
year ago. His insurance career, begun 
in 1935, includes three years as a policy 
analyst with the Pennsylvania Insurance 
Department, and 16 years in the Phila 
delphia Office of Standard Accident 
where he advanced from special aget! 
to bond manager. 

Mr. Lauber has specialized in bond, 
burglary and glass underwriting and pro 
duction for the past 20 years. He joine 
the Group as a bond underwriter in the 
St. Louis branch in 1946 and, after sev 
eral promotions, was transferred to the 
head office surety division in 1950. He 
was named assistant superintendent 1! 
1955 and, a year later, became assistant! 
superintendent of the bond-burglary- 
glass department. 


NEW CONSUMER RESEARCH MGR. 
Ralph Gayner has joined the Allstate 
as consumer research manager in the 
home office market research divisiot. 
Formerly employed as administrative as 
sistant for Motorola in Chicago. 
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“Newark News” Observes 
Its 75th Anniversary 


The “Newark News,” one of the best 
known daily papers in the country, ob- 
grved its 75th anniversary on Sunday, 





September 21, and in commemoration a 
gecial supplement was printed as part 
of the regular edition that day. 

The “Newark News” is read by thou- 
gnds of insurance people and it goes 
into their homes in northern New Jersey 
suburban cities and towns. They read 
and were undoubtedly impressed by the 
telegram from President Dwight D. 
Eisenhower, reproduced on the front 
page of the anniversary issue which paid 
tribute to the “Newark News” as “a 
strong influence in the life of its com- 
munity . . . dedicated to the traditions 
of America’s free and_ responsible 
press...” gree | 

New Jersey insurance companies joined 
in greetings to the “Newark News,” chief 
among them being The Prudential and 
Mutual Benefit Life, both of whom were 
large size advertisers in the 75th anni- 
versity issue. 

An article by staff writer, Alexander 
Milch, pointed out that in 1883 (when 
“Newark News” started) the city of 
Newark had already proved itself fertile 
ground for insurance operations and was 
at the time the home for 19 insurance 
companies. Mutual Benefit Life (founded 
in 1845) was then the country’s third 
largest life company. The Prudential, 
which started in Newark in 1875, “was 
growing by leaps and bounds but was 
still regarded as something of a curiosity 
(in 1883) because it dealt only in ‘poor 
man’s insurance,” said Mr. Milch. 

He further noted that in 1883 Newark 
had six other domestic life companies 
and associations, none of which survived. 
On the other hand, fire and casualty 
insurance has always been strong in 
Newark. Fire insurance, Mr. Milch 
pointed out, became established in the 
city early in the 19th century, first com- 
pany being the Newark Insurance Co. 
(1810). The 11 fire companies based in 
Newark in 1883 included four that are 
still in business today, although only 
two remain in their native city—the 
Firemen’s which dates back to 1855 and 
the American, founded in 1872, both of 
which are among the country’s largest 
companies. 





State Farm Cos. Realign 


North Central Operations 
Edward B. Rust, president, State 
Farm Mutual Automobile, announces 
that as of January 1, next the compa- 
nes’ North Central office at St. Paul, 
Minn., will assume full agency and oper- 
ations responsibilities in Wisconsin, 
Minnesota, North and South Dakota for 
the three companies of the Group. 
Cranford W. Ingham will head the 
ofice as regional vice president. Elmer 
W. Holm and Robert E. Armstrong will 
become deputy regional vice presidents. 
The three men were elected by the 
boards of State Farm Mutual, State 
Farm Life and State Farm Fire & Cas- 
ualty at quarterly meetings September 8. 
Mr. Ingham, a graduate of the North- 
western College of Law at Minneapolis, 
Joined State Farm Mutual’s claim de- 
partment in 1931 and has headed the 
North Central office since it opened in 
- Mr. Holm, a former University 
of Nebraska football coach, heads State 
arm’s agency force in Minnesota and 
the Dakotas. Mr. Armstrong will move 
Into the deputy’s job from his present 
post of division manager at St. Paul. 
He is a graduate of the University of 
Minnesota, 





HARKINS N. J. CLAIM MGR. 

he Employers’ Group of Insurance 
Companies has appointed Edward J. 
larkins as superintendent of its northern 
New Jersey claim department where he 
has been associated since 1937. 
For the past several years Mr. Har- 
kins has held the post of assistant claim 
Superintendent for this office. He suc- 
roa William C. Moran who has re- 


ve as- tire 


Duncan and Watterson 

Join Mahopac, N. Y. Agency 
Phillip Shatz, CPCU, owner of The 

Insurance Service, Mahopac, N.Y. 


agency, announces expansion of the firm 
by the entry of Ronald H. T. Duncan, 
CPCU, and John Watterson, LL.B. 

Mr. Duncan, native of Scotland, was 
graduated from Wellington College, 
England, and emigrated to the U. S. A. 
after serving with the British Merchant 
Navy during World War II. He will 
manage the internal operation of the 
agency. For the past two years he has 
been state agent for the Security-Con- 
necticut Group in the New York subur- 
ban area and northern New Jersey. 

Mr. Duncan received his CPCU desig- 
nation in 1956 following five years of 
advanced study at the School of Insur- 
ance of The Insurance Society of New 
York. Currently he is a member of the 
faculty of that school and will continue 
in that capacity. He will teach Part I 
of the CPCU course this fall. 

Mr. Duncan served as president of the 
Accident & Health Club of New York 
in 1956. He recently served as chairman 
of the every-member canvass at Mt. 
Carmel (N. Y.) Baptist Church and also 
is president of the Putnam County Ski 
Club. 

Mr. Watterson, native of Jersey City, 
N. J., served in the Navy during World 
War II in the Pacific Theatre. His edu- 
cational background includes a B.A. de- 
gree from Fordham University and 
Bachelor of Laws degree from Fordham 
Law School, where he specialized in 
estates and taxes. He attended The 
Prudential’s training courses. 

Prior to joining <The Insurance Serv- 
ice, he was with The Prudential, first 
as its Carmel (N. Y.) representative and 
later as a manager in its Poughkeepsie 
district. He will be the life insurance 
specialist of the firm. 

The Insurance Service. was founded in 
1948 by Mr. Shatz with one customer. 
It now has a staff of eight, occupies the 
entire second floor of the Professional 
Building, Mahopac, and services some 
1,200 clients. 

As part of its expansion, the agency 
has been appointed general agent for 
the Continental Assurance in its life 
and A. & H. departments. 





SERVICE REVIEW MOVES SEPT. 27 


N. Y. Inspection Agency Takes Long 
Term Lease on Offices in 145-155 
John St., N. Y. Buildings 

Service Review, Inc., New York in- 
spection agency, which observed its 30th 
anniversary in July, will move Septem- 
ber 27 to larger quarters in the 145-155 
John Street buildings after occupying 
space at 75 Maiden Lane, N. Y., for many 
years. 

A long term lease has been taken 
for the entire fourth floor at 145 John 
Street and most of the same floor in 
155 John, the adjoining building. Com- 
pletely modernized and air conditioned, 
this space has been combined by Serv- 
ice Review, Inc. into a single unit to 
house both its home office and its New 
York City operating office. 





Amer. Surety Elects Trustees 

Howard I. Dillingham and Edward G. 
Gerbic have been elected to the board 
of trustees of American Surety of New 
York, it was announced this week by 
William E. McKell, chairman and presi- 
dent. 

Dr. Dillingham is president of Ithaca 
College, Ithaca, New York, and Mr. 
Gerbic is a vice president of Heublein, 
Inc. and general manager of the food 
division of this Hartford, Conn., food 
and liquor concern and also in charge 
of advertising. 

Mr. Gerbic, a native of Milwaukee and 
1931 graduate of Marquette University 
received the By-Line Award of his alma 
mater in 1954, awarded for distinction in 
journalism or advertising. He lives in 
Plainfield, N. J. 


Fidelity & Deposit Field Promotions 


The Fidelity & Deposit has announced 
the following promotions and _ other 
changes in its field organization: 

Carter Norris, Jr. has been advanced 


from assistant to manager at Phoenix 
and Richard L. Thiel, formerly special 
agent in that office, has been named as- 
sistant manager. 

John W. Harrison, Jr. has been ad- 
vanced from special agent in Washing- 
ton, D. C., to assistant manager of the 
Baltimore branch. 

Eugene F. Banks, a special agent in 
Richomnd has been transferred to the 
Greensboro (N.C.) service office in the 
same capacity. 

Mr. Norris, who has been associated 
with the company since 1948, succeeds 
Chester A. Drummond, who retired on 
September 1 as manager of F.&D.’s 
Phoenix branch after 36 years of serv- 
ice. A graduate of the University of 
California in Berkeley, Mr. Norris was 
first employed as special agent in 


F, & D.’s San Francisco branch. In 1953 
he was advanced to the position of man- 
ager in the Oakland service office and 
three years later was appointed assistant 
manager in Phoenix. 

Mr. Thiel was appointed special agent 
in Phoenix in 1957, following previous 
service in the same capacity with the 
company’s offices in San Francisco and 
Oakland. He is a graduate of San 
Jose State University and a native of 
Palo Alto, Calif. 

Mr. Harrison has been associated with 
F. & D’s Washington branch since 1953 
and before that had served for several 
years as a member of the home office 
organization. He is a veteran of World 
War II and now is operations officer of 
the 326th Ordnance Group, Strategic Re- 
serve, with the rank of major. 

Mr. Banks began his F.&D. career 
in 1954 and for the past four years has 
served as special agent in Richmond. He 
is a graduate of Virginia Polytechnic 
Institute. 





Defense Dept. Plan of 
Self Insurance Opposed 


It is reported that opposition to the 
Department of Defense plan for dis- 
continuing commercial public liability 
insurance coverage on Army and Air 
Force Exchanges, clubs and other similar 
activities and substituting self insurance 
has invoked a growing protest from the 
insurance industry. In Secretary Neil 
H. McElroy’s press release announcing 
the plan, he stated that after October 1 
such service agencies would pay awards 
for damages on public liability claims 
out of “funds set aside by the agencies 
from their income, and not with Federal 
funds.” He added, “Self insurance of 
these activities is consistent with the 
practice of other Federal Government 
activities operated with public funds and 
surveys have shown that the overall cost 
of providing for losses of this kind will 
be reduced. In addition, the public will 
be assured of more expeditious settle- 
ment of claims.” 





Hooper-Holmes Moving to 
New Offices Oct. 4 in N. Y. C. 


The New York City office of Hooper- 
Holmes Bureau, Inc., inspection agency, 
will move Saturday, October 4, from 102 
Maiden Lane to the 1 Liberty Street 
building. The bureau has leased the 
entire 10th floor and part of the ninth 
floor of this building through the Cruik- 
shank Co, and the Harold E. Fitzpatrick 
Co. The space, completely renovated 
and air-conditioned, will house the New 
York inspection organization headed. by 
Vice President Warren E. Collins and 
the New York sales division in charge of 
Vice President James J. Wilson. 





WC Increase in Oklahoma 


The Oklahoma State Insurance Board 
recently approved an over-all increase 
of 5% workmen’s compensation rates for 
Oklahoma. The filing was made by the 
National Council on Compensation In- 
surance. The increase, it is reported, will 
not apply to all classes, but will be based 
on experience of the preceeding year. 

The Board rejected that part of the 
application which would have included 
salaries up to $300 a week for premitm 
compensation purposes. 

The present schedule permits the. use 
of only the first $100 of each employe’s 
salary per week to compute the pre- 
mium. This proposal drew heated pro- 
tests from business groups when the 
board held a public hearing on the 
application. 

There were no protests however, to 
the slight increase in workmen’s com- 
pensation rates requested by the national 
council. 


Doerhoefer and McDonald 
Promoted by Continental 


Continental Casualty has promoted 
Edward J. Doerhoefer and Ronald F. 
McDonald to be assistant comptrollers. 
Mr. Doerhoefer was given responsibility 
for branch accounting in the Chicago 
home office and for recruiting and train- 
ing programs for the comptroller’s area. 
He joined Continental in May, 1958, after 
four years with Booz, Allen & Hamilton. 
He is a graduate in accounting from 
the University of Arizona and a CPA. 

Mr. McDonald has charge of all serv- 
ice areas at the home office. He had 
extensive experience in the mail order 
field before joining Continental in 1951. 
A graduate of University of Chicago and 
its Law School, he is admitted to the 


Illinois Bar. Immediately before his pro- 
motion Mr. McDonald had been coor- 
dinator for Continental’s A. & H. depart- 
ment. 





TO HEAR G. ALBERT LAWTON 

G. Albert Lawton, vice president of 
the Peoples-Home Life, will be guest 
speaker at the October 7 meeting of the 
Southern Connecticut Association of A. 
& H. Underwriters. Mr. Lawton’s sub- 
ject will be “All Lines Includes Accident 
& Health.” He will be introduced by 
Fred L. A. Brinkmeyer, president of the 
association, who is New Haven manager 
of Home Indemnity Co. 





Comm. Joe B. Hunt in Clash 
Over Okla. State Ins. Fund 


In reply to a reported demand by 
Insurance Commissioner Joe B. Hunt 
to abolish the Oklahoma State Insurance 
Fund, the Fund’s manager Tom Martin 
claimed the volume of the Fund’s busi- 
ness has increased from $700,000 to $2,- 
700,000 since 1955. 

Commissioner Hunt says it is in com- 
petition with private business and he 
believes it is not needed. The Fund was 
created by the state legislature in 1933 
“to furnish workmen’s compensation 
insurance for firms or individuals not 
qualified for commercial policies.” The 
agency provides coverage for state, coun- 
ty, and municipal governments but is 
available to anyone seeking this cover- 
age. 

Mr. Martin reportedly charged that 
Commissioner Hunt “had attempted to 
become a member of the Fund’s board 
of managers several months ago when he 
testified before a legislative counsel com- 
mittee.” Presently board members are 
the Governor, Attorney General and the 
secretary of the State Insurance Board. 
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Frank Lang Indicates Agents, ola iz 
Need To Analyze Operation Costs 


Frank Lang, head of the Chicago firm 
of marketing and management consult- 
ants, Frank Lang & Associates, sug- 
gested some answers to problems facing 
various segments of insurance industry 
in a talk before the Wisconsin Associa- 
tion of Insurance Agents annual meeting 
in Milwaukee this week. 

Mr. Lang advised that agents and com- 
panies instead of blaming their troubles 
on rate levels, regulatory authorities and 
outside factors such as competition 
should first set their own house in order. 

Further, with changing marketing con- 
ditions he predicted that “ten years from 
now, the number of insurance companies 
in this country will be from 10% to 20% 
of the number it is today.” This poses 
the question, which company and which 
agent will survive? 

The speaker declared that the “con- 
ventional nose-counting opinion survey 
means very little as related to insurance 
business. He recalled a much publicized 
public opinion survey of a decade ago 
which indicated the vast majority of the 
general public said that they only wanted 
to buy insurance from agents and brokers 
and not from companies directly.” 

Upon reading these very gratifying 
results, Mr. Lang told the agents, “you 
all relaxed and felt you had nothing 
to worry about from competition. Un- 
fortunately, those companies which the 
public supposedly wasn’t interested in 
buying from started to skyrocket.” 

Did the people lie? Was the survey 
poorly conducted? What went wrong?, 
he asked. 


‘ 


Limitations of Public Surveys 


By way of explanation he made some 
comments on surveys in general. They 
cannot, he said, find the answers by ask- 
ing questions. “The consuming public 
doesn’t know what it wants. This is par- 
ticularly true in a business like insurance 
where the average person has little 
understanding of the type of protection 
which he needs or desires, or the mer- 
chandising methods by which he obtains 
it. 

“A study of the automobile market in 
the 1900’s would only have brought forth 
a better horse and buggy, but no auto- 
mobile,” he commented. 

Continuing, Mr. Lang reported a recent 
study conducted by his firm for an in- 
surance company that sought to evaluate 
the company’s underwriting and agency 
policies. As part of the study Lang & 
Associates surveyed a sample of agents, 
as well as the general public, of the 
company’s operation territory. Of the 
people contacted 57% said they placed 
their fire and casualty insurance with a 
certain agent because he represented the 
company they liked, 37% indicated they 
did so because of confidence in the agent. 
It transpired that the management’s 
ideas about the company’s acceptance 
among agents as well as the public was 
completely erroneous. 

Mr. Lang reported: “As a result of 
a variety of recommendations such as 
installation of a new agency appraisal 
program, shift of sales emphasis to new 
coverages to secure better balanced 
books, issuance of new underwriting 
selection guides, complete overhaul of 
field supervision, opening of new terri- 
tories, changing of advertising and sales 
promotion and combining or shifting of 
branches and service offices, the company 
has already been able to increase its pre- 
mium volume by 8% and at the same 
time lower its loss ratio by 6% as well as 
reduce its expenses by 2.5%.” 


Shortcomings in Agents’ Operation 


Another survey conducted in the 
Middle West recently found 87% of the 
people said they contacted the agent 
for automobile insurance, 91% initiated 
the purchase of fire insurance on home, 
and 85% on contents. Mr. Lang believes 


this survey’s findings are accurate and 
that they indicate three conditions: 

1. That agents are not active in solicit- 
ing new business. 

2. That agents feel they have enough 
business and feel they do not have to 
cultivate new prospects. 

3. That agents are so bogged down 
with office detail as to prevent them 
from spending sufficient time in new 
solicitations. 

He said that this condition is not con- 
fined to members of the American Agen- 
cy System, because the record of agents 
working for “exclusive” agency com- 
panies is not much better. One such 
company reported almost half of its pol- 
icyholders said they had not heard from 
or seen their agents once during the 
course of the past year. “This record,” 
Mr. Lang said, “is worse, as with those 
(exclusive agency) companies existing 
policyholders are the greatest source of 
new business.” 

From this it would appear, Mr. Lang 
said, “that there are too many agents 
among those representing one company 
exclusively as well as those who are 
members of the American Agency Sys- 
tem who do not take or find the neces- 
sary time to adequately solicit and serv- 
ice personal accounts. However,” he 
asserted, “if your company or agency 
intends to stay in the personal line mar- 
ket you will have to adopt mass mer- 
chandising methods and eliminate the 
present duplication and triplication of 
functions in order to reduce costs to a 
minimum. By eliminating some of the 
present mass of detail, agents should 
be in a better position to sell and service 
and thereby increase their total earnings 
in the long run.” 


Companies Will Need Adaptability 


Those companies which are unwilling 
to recognize and adapt to the changing 
market conditions will become increas- 
ingly vulnerable from the loss as well as 
expense side, he predicted. 

“First, you lose customers, particularly 
the more desirable risks, to your more 
efficient competitors. When you are 
losing business, you are fighting the 
expense factor; consequently, you are 
reaching for premiums which you feel 
you need in order to pay your overhead, 
but then you can’t be as choosey about 
the quality of business you accept, and 
consequently your loss ratio deteriorates. 
It is a vicious circle from which you 
can’t win.” 

He further gave the opinion that “the 
personal line market is not the exclusive 
stamping ground of the so-called direct 
writer ... expect that mass merchandis- 
ing approaches will be developed sooner 
or later by all types of insurance com- 
panies—at least, those who intend to sur- 
vive in this market.” 

He suggested that the life companies 





FRANK LANG 


—eventually the biggest writers of per- 
sonal lines—have not even entered the 
business as yet. He further believes that 
“the commercial lines are not going to 
be reserved to the companies selling 
through independent agencies. The more 
alert ones among you undoubtedly are 
carefully watching recent developments 
indicating the entry of new forces which 
are likely to disturb even further the 
so-called established ways of doing busi- 
ness.” 
Says Company’s Distribution Method 
Does Not Determine Success 
Further along Mr. Lang, commenting 
on marketing trends, said that “many 
of the fundamental differences which we 
are told exist on both the company and 
agency level between those operating 
under the American Agency System and 


those using other merchandising ap- 
proaches are more terms than actual 
facts. 


“The results for the first six months 
of 1958 are most illuminating. We find 
a considerable number of companies, 
some stock, some mutual, some distribut- 
ing their wares through exclusive agents, 
some through independent agents are 
doing fairly well. Conversely, we find a 
larger number in each group showing 
poor results. In other words,” he re- 
marked, “it isn’t the system of distribu- 
tion alone or the type of organization 
which determines whether a company or 
agency is coming out in the black or red, 
but rather the selection of business and 
quality of management.” 

In considering what a company or 
agency can do to improve its operation, 
Mr. Lang scored “executives who still 
go around making speeches advocating 
‘elimination of feather-bedding at every 
level.” Yet if you look at their own 
company’s operations you find their ex- 
pense ratio several percentage points 
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New Jersey Rate Revision 

Revised manual rates for manufac/ 
turers’ and contractors’ liability for New 
Jersey, effective September 24, were an. 
nounced by the National Bureau of Cas\ 
ualty Underwriters. This means a 13,74 
increase for the B.I. liability on a state. 
wide average. 

Property damage liability rates are ad. 
justed to reflect only the effect of the 
estimated increase in payroll resulting 
from the payro'l limitation rule changes 
The revised property damage rates re. 
sult in no change in present rate level 
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above the average for other stock com. 
panies. The processing of policies is two 
to three times more costly for some com. 
panies as it is for others; the same is true 
about claims handling; some companies 
could greatly improve their field opera- 
tion through better planning and control: 
others have not sufficiently studied the 
comparative costs of running branel 
offices or general agencies.” 

In the area of reinsurance “where de/ 
cisions involving large amounts are lef 
to few individuals because of its techni: 
cal nature” he believes great improve/ 
ments could often be made. 

Turning to the agent, Mr. Lang de. 
plored those who are shoppers and orde: 
takers rather than professionals. 

“Some give little or no concern to thd 
operating expense of the business and 
the part they play in increasing company 
expenses; many do not sell enough in- 
surance to value; many burden them: 
selves as well as their companies in the 
free-loading wasted motion known a: 
flat cancellation; many are not enoug! 
concerned about underwriting results and 
pressure companies to accept undesir: 
able risks, thereby failing to remember 
that they are supposed to be the firs! 
underwriting arm of a company; som 
urge the payment of unjustified claims; 
some object to any reform so that the 
eventually will cut off their noses t 
spite their faces.” 


Comments on National Advertising 


Referring apparently to the NAIA 
ad campaign, Mr. Lang mentioned to the 
agents the “more than one million 
dollars you are spending on advertising 
through your trade associations.” In this 
connection he questioned: “Will you be 
effective in changing the average per: 
son’s viewpoint when there is ever) 
evidence that he isn’t the least bi 
interested in what distribution method 
a company uses as long as he receives 
good service and_ full _ protection’ 
Furthermore are you aware that your 
three largest competitors with exclusiv¢ 
agency representation are spending 
themselves almost ten times as much 
trying to further their point of view’ 
Wouldn’t it be more beneficial if a part 
of these funds were devoted to an ob- 
jective study of the cost of insurance 
agency operation?” 

(Editors Note: Such a_ study was 
suggested recently during a general ses 
sion at the New Jersey Agents Associa: 
tion annual convention in Atlantic City 
and it was favorably received. Somt 
NJAIA members feel that they, being 
near metropolitan areas, are suffering 
metropolitan-type automobile losses while 
only collecting premiums more geared t0 
suit a rural area classification.) { 

Mr. Lang suggested that the agents 
associations would be well advised t? 
obtain an up-to-date picture and secure 
credible facts which could be accepted 
by everybody. He pointed out that the 
last complete published study on_ thi 
subject was made by the New York 
Insurance Department in 1949. 

Closing, Mr. Lang said that as_ the 
market increases so too will competition 
Among his recommendations to tht 
agents he suggested that they cooperate 
with their companies to the fullest & 
tent, “your future is tied up with theirs. 
He suggested they obtain new data 
analyzing their records, studying the! 
markets and setting up potentials, “St! 
your goals high and act accordingly,” he 
declared. 
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Driving Education Awards Won by 12 
States; C. & S. Assn. Sponsors Program 


Six states were named on September 
5 as winners of the Achievement 
Award, sponsored by Association of Cas- 
valty & Surety Companies, for the ex- 
tent and quality of their driving educa- 
ion programs conducted during the 1957- 
1958 school year. 

The board of judges 
annual National High School Driver 
Education Award Program announced 
that Massachusetts, Michigan, Delaware, 
Oklahoma, Utah and Vermont were 
selected to receive the nation’s top honors 
in this field. 

The judges also designated Progress 
Awards to six states—Florida, Illinois, 
Indiana, Missouri, Texas and Montana, 
At the same time, it was disclosed that 
an all-time record number of schools 
and students participated in the pro- 


for the 11th 


grams. 

Thomas N. Boate, manager the 
association’s accident prevention depart- 
ment, said the awards this year were 
based on a stricter evaluation system. 
The basic evaluation changes were made 
to conform with standards recommended 
by two national education conferences 
sponsored by the National Commission 
on Safety Education, 

“The evaluation procedure was sharply 
revised to place more emphasis on the 
quality of instruction given than on the 
number of schools participating in the 
program,” Mr. Boate declared. “We are 
hoping that the stiffer requirements will 
encourage states to raise their standards 
so that new drivers will be better pre- 
pared for a lifetime of driving.” 


11,846 Schools Offered Courses 


Mr. Boate reported that during the 

1957-1958 academic year a record num- 
ber of 11,846 schools offered driver edu- 
cation courses and an_ unprecedented 
total of 1,219,065 students received in- 
structions. These figures topped the 
previous highs of 11,273 schools and 
1,123,164 participating students recorded 
in the 1956-1957 academic year. The 
1957-1958 school total represented a 5% 
increase over the previous year and the 
enrollment total showed an increase of 
85% over 1956-1957. 
_“This year marked another milestone 
in the growth of the award program,” 
Mr. Boate said, “The important thing 
we are striving for is that proper driv- 
ing attitudes be implanted in young 
drivers, 

“We will continue to report school 
and student participation in all types 
ot driver education courses. But, for 
the purpose of determining awards, the 
Program will only tabulate the compete 
(river education courses offering a 
minimum of 30 hours of classroom in- 
struction and six hours of behind-the- 
wheel training.” 

He added that driver education should 
be included as a “must” basic course 
many high school curriculum and that 
award credit will not be granted unless 
the courses are taught by qualified 
teachers who have completed a state 
approved driver education teacher 
course,” 

Progress Awards, he said, are being 
given to states reporting an outstanding 
‘nual expansion of school and student 
Participation in high quality courses. 

is year’s Achievement Awards, 
newly-designed wood-mounted _ silver 
Plaques, will be presented to the Gover- 
Nors of states at ceremonies to be held 
in the near future. 


Board of Judges 


Chairman of the board of judges was 
fa Virgil M. Rogers, dean of the Col- 
ege of Education of Syracuse University. 
The board of judges also included: 
Joseph P, Kelly, Commissioner of the 


of 


New York State Bureau of Motor 
Vehicles, Albany, N. Y.; Charles H. 
Boehm, state superintendent of public 
instruction, State Department of Public 
Instruction, Harrisburg, Pa.; Rev. 
O’Neal C. D’Amour, associate secretary, 
school superintendent’s department of 
the National Catholic Education Associa- 
tion, Washington, D. C. 

Also Joe Intorre, president, American 
Driver and Safety Education Associa- 
tion, Pennsylvania State University; 
Norman Key, secretary, National Com- 
mission on Safety Education, National 
Education Association, |Washington, 
D. C.; Wayne P. Hughes, director of the 
school and college division of the Na- 
tional Safety Council; Dr. James ,Nan- 
carrow, vice president, National Asso- 
ciation of Secondary School Principals, 
Upper Darby, Pa.; M. R. Darlington, Jr., 
managing director, Inter-Industry High- 
a! Safety Committee, Washington, 

Also George P. Mathis, director, safety 
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AUTO RATE UP 105% IN W. VA. 

The National Bureau of Casualty 
Underwriters announced for West Vir- 
ginia a 10.5% statewide average increase 
for private passenger automobile bodily 
injury and property damage. The effec- 
tive date is September 24. 





and driver education, State Department 
of Public Instruction, Springfield, II; 
Dr. Walter A. Cutter, director, Center 
for Safety Education, New York Univer- 
sity, and Theodore C. Sargent, director, 
National School Boards Association, Inc., 
Swampscott, Mass. 


Connecticut O. L. & T. Rate 


Revised owners’, landlords’ and ten- 
ants’ bodily injury rates for certain area 
and frontage classifications in Alabama 
and Connecticut were announced by the 
The 
revised rates were effective September 
24, 1958. 

The revisions give a statewide average 


increase of 19.1% for Connecticut and 
20.5% for Alabama. 


Mutual Insurance Rating Bureau. 





“the day 
I found 
$428,100 in my 
desk drawer’’ 


“If someone had told me 18 months ago” says Broker Tom 
Fazio, Jr., Garden City, New York, “that I would increase my 
insurance sales $428,100 by sending in that coupon I'd put in 
my desk drawer, I wouldn’t have believed them. But that’s just 
what happened when I got the help of Prudential’s Brokerage 
Service. Bob Otto, Prudential’s Brokerage Manager in Garden 
City, made several special trips to my office, providing me with 
the training I needed, so I could effectively explain Business 
Insurance to clients. One of the sales aids he gave me was the 
booklet, “Your Corporate Associate Can Be Your Downfall,” 
which has been invaluable in making sales. With this kind of 












Tom Fazio, Jr. 


sales material and the training which Bob gave me, I’ve been 

able to turn Business Insurance into one of my key sales-makers.” To increase 
your profit through Business Insurance sales, write for your free copy of “Your 
Corporate Associate Can Be Your Downfall.” Send in the coupon today. 
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TO: BROKERAGE SERVICE. 

THE PRUDENTIAL, NEWARK Il, N. J. 

1 Please send me a copy of “Your 
Corporate Associate Can Be Your 
Downfall.” 

yf Ol would like to know more about 

” Prudential’s Brokerage Services and 

how they can make Business In- 

surance sales easier for me. 





ADDRESS. 





CITY & STATE. 


GROUP 





THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 


INSURANCE © CROUP PENSIONS 








Page 40 










THE EASTERN 
= UNDERWRTR an 





September 26, 1958 











+ 





Accidents Healt 








Mutual of Omaha Cos.’ Eastern G.A.’s 
Elect W. V. Haggerty of Syracuse 


W. V. Haggerty of Syracuse has been 
elected chairman of the Eastern General 
Agents Association of Mutual-United of 
Omaha and Companion Life of New 
York. The association held its four-day 
16th. arinual meeting at The- Cloister, 


Sea Island, Ga. It was attended by 63 
members, 
personnel. 

By action at the Sea Island meeting 
the association’s board of directors was 
to five members. In 


associates and home office 


increased addition 


Longworth, president, United of Omaha; 
E. S. Adams, executive vice president, 
Mutual of Omaha, and George C. Bod- 
diger, vice president and general man- 
ager, Companion Life of New York. 

W. T. Halliday of Birmingham, Ala.. 
president of the companies’ National 
General Agents Association, also at- 
tended the meeting. Mr. Halliday is 
general agent for Alabama. 

Also discussed at the general agents’ 
meeting was Manpower—the employ- 





AT SEA ISLAND, GA., MEETING—From left, E. S. Adams, executive vice 


president, Mutual of Omaha; W. V. 


Haggerty, newly-elected chairman of the 


Eastern General Agents’ Association of Mutual-United of Omaha and Companion 
Life of N. Y.; Fred Van Urk, Philadelphia, the meeting chairman; and N. Murray 
Longworth, president, United of Omaha 


to Mr. Haggerty are F. T. Van Urk, 
D. A. Long, Gordon McCown and Ray 
Sheehan. 

Mr. Van Urk is general agent in Phil- 
adelphia; D. A. Long (New Haven) is 
general agent for Connecticut. Mr. Mc- 
Cown lives in Manchester, N. H., and is 
general agent for Vermont and New 
Hampshire. Ray Sheehan of Newark is 
general agent for New Jersey. Messrs. 
McCown and Long were reelected to 
the board. 

The meeting heard talks from each 
of the home office personnel regarding 
sales, advertising, training, sales pro- 
motion, and new policy developments 
soon to be announced. 

Key officers who attended represent- 
ing the home offices were N. Murray 





IAAHU President’s Talk 


Gail L, Shoup, president, International 
A. &H. Association recently addressed 
the opening fall luncheon of the West- 
ern Michigan A. &H:. Association in 
Grand Rapids. Mr. Shoup, who is gen- 
eral agent for Lincoln National Life and 
member of Green, Shoup & Associates, 
Grand Rapids, presented sales ideas and 
discussed national trends in the A. & H. 
business. 





HEADS NEW VIRGINIA ASSN. 

H. Stanley Marmaduke, Atlantic Life, 
has been elected president of the Vir- 
ginia Association of A. & H. Under- 
writers which was organized recently. 


ment market (how to get personnel), 
training and financing of staff and how 
to keep the right men. Numerous re- 
ports, formal and informal, explained in 
detail methods that were getting results 
for specific agencies. 

Mr. Van Urk, who was chairman of 
the association last year, handled ar- 
rangements for the meeting and also 
served as chairman and moderator of 
the business sessions. 

The association, which was founded in 
1945, has contributed significantly to the 
establishment of the closest cooperation 
with home offices of the companies. 
Mutual and United home offices are in 
Omaha, Neb.; Companion Life, which 
does business in New York State only, 
has home offices at Madison Avenue, 
this city. 





Davis, Conner Transferred 
To Syracuse by Nationwide 


Nationwide Insurance has filled two 
managerial positions in its Upstate New 
York region with headquarters in Syra- 


cuse, 

Robert C. Davis was named regional 
underwriting manager. He had served 
in a similar capacity in the Philadelphia 
(Pa.) region for the past four years. 

George W. Conner, who becomes man- 
ager of the Syracuse sales region, had 
been association Group sales manager at 
Nationwide’s home office in Columbus, 
Ohio. 





Continental Casualty Pays 
$500,000 Air Crash Claim 


Continental Casualty announced the 
payment of $500,000 to the estate of 
Harvey Schwamm, who perished in the 
Northeast Airlines Nantucket crash of 
August 15. Mr. Schwamm was chairman 





J. M. Schwamm (left) receives Continen- 
tal’s check from Herbert Heller of Schiff- 
Terhune & Co., Inc. Charles Thompson 
(right) of Continental’s New York- 
Metropolitan branch looks on. 


of the American Trust Co. of New York 
at the time of his death. The huge pay- 
ment was the largest ever paid by the 
company under an individual travel acci- 
dent policy. 

Mr. Schwamm was insured under Con- 
tinental’s “Year-Around Passenger Acci- 
dent Insurance” policy. The annual pre- 
mium paid for the half million dollar 
protection was $300. This policy provides 
insurance while the insured party is rid- 
ing as a passenger on any air, land or 
water common carrier, licensed to carry 
passengers for hire. The air coverage 
includes both scheduled and chartered 
airlines. Mr. Schwamm’s policy was sold 
through Continental’s New York A. & H. 
branch office on January 2, 1958. 

The accidental death benefit limit of 
the “Year-Around Passenger Accident 
Insurance” policy was increased to $500,- 
000 in 1952. This is considered the high- 
est limit offered by an American com- 
pany to individuals. 





CATASTROPHE HOSPITAL PLAN 





Introduced by Continental Casualty; 
Fred McCann Reveals Impaired 
Health Risks Being Accepted 
Ephraim S. Clark of Evanston, IIl, 
an officer of one of Chicago’s leading 
banks, is one of the first persons with 
an impaired health condition to be in- 
sured against catastrophic hospitalization 
expense under a new plan announced by 
Continental Casualty. Mr. Clark has a 
history of heart block and high blood 

pressure. 

According to Fred McCann, superin- 
tendent of Continental Casualty’s sub- 
standard risks division, “the new Catas- 
trophe plan will provide catastrophe 
hospital insurance up to $5,000 for per- 
sons who have had heart conditions, 
cancer, diabetes and many other ill- 
nesses. After a $400 deductible—much 
like that found in automobile policies—- 
hospital room and board benefits are 
provided for a recurrence of the ailment. 
In addition, the policy pays room, board, 
miscellaneous hospital care and up to 
75% of a graduate nurse’s fees while 
hospitalized for other accidents or sick- 
ness. It also provides a surgical sched- 
ule and there are no restrictions as to 
type of room or choice of hospital.” 


Pacific National Life 
Enters A. & S. Field | 


OPENS SAN FRANCISCO BRANCH 





Douglas McIntyre Brokerage Manager 
There; Kenneth Rasmussen Manager ] 





_A. & S. Department 





San Francisco—A major expansion for 
Pacific National Life, Group and _ indi- 
vidual life insurance affiliate of Matson Fre 
Navagation Co., was announced by H. B. 


Perrin, Pacific National president. The The 
Salt Lake City-based individual life J meet! 
division has (1) entered the field of § W. L 
individual accident and sickness insur- J jo 
ance, (2) established a branch office— §. ,... 
its first—in San Francisco, and (3) put indiv: 
into effect a new plan of agency direction § '¢ P 
for the ten western states (plus Hawaii Jf ance 


and Alaska) in its territory. Mr 
The San Francisco branch is the first 
























of several area offices the 29-year-old in- — 
dividual life division plans to establish  &?@!' 
throughout the West. He al 
At the same time Mr. Perrin an- § jn the 
nounced these appointments: Douglas to pr 
McIntyre, of Continental Assurance in ships 
Oakland, Calif., as brokerage manager of §f jstrat 
the new San Francisco office, and Ken- “TY 
neth Rasmussen, of Midland National & per ¢ 
Life of South Dakota, as manager of the J selve: 
new accident and sickness insurance de- ff eyide: 
partment in Salt Lake City. about 
Explains New Setup a 
le vi 
“The move into the individual accident § recog 
and sickness field gives the Salt Lake § nish 
division a complete individual insurance ff protec 
portfolio to match Pacific National’s §f of. sic 
comprehensive group protection,” Mr. § the p 
Perrin said. The firm’s Group division J) which 
(formerly Matson Assurance Co.) is § past 2 
headquartered in San Francisco. expan 
Pacific National’s individual life oper- § the ac 
ations will now be divided into two areas — vidual 
—Pacific and Intermountain—“a move to § have | 
keep pace with increasing demands of § Casua 
western business and to consolidate our § affiliat 
own rapid expansion,” Mr. Perrin said. § sidere 
The firm now has more than 400 agents “Wi 
in the field. chang 
In the new agency alignment, Kenneth § have | 
C. Cring, vice president and superintend- § Plans | 
ent of agencies at the Ordinary life di- J ‘ated 
vision’s headquarters at Salt Lake City, § erage 
becomes director of agencies; William I. § © met 
Spere, assistant vice president—agencies, also | 
in Salt Lake City, becomes superintend- sharp 
ent of agencies, Pacific Division; Mannus ff Policie 
P. Toughill, special agent in Denver, be- § ™ wid 
comes superintendent of agencies, Inter- preher 
mountain division. nifican 
Mr. McIntyre, 21 years in insurance § ‘Ween 
including seven years (1950-57) in San have n 
Francisco and Oakland as_ brokerage 
manager for Occidental Life, will serve 1 
the entire San Francisco Bay area in his The 
new capacity. His office will be at the ductior 
Matson Building (215 Market Street),  PuoSe™ 
where Pacific National’s executive and - _oee 
home offices and Group insurance divi- an - 
sion are located. eos 
Mr. Rasmussen was formerly manager je ‘ 
of the accident and sickness insurance a sb 
division at Midland National. His Pa- ri * 
cific National portfolio will include com- sal na. 
mercial individual accident and sickness Page 
coverage, embracing income protection ae x 
and hospital and medical expense bene- § trat ie 
fits. ae 
est 
Mi to 
“Xpand 
Sales Congress Speakers “more ¢ 
; d and ex 
J. L. Gilbertson, president, Oregon § to ay, 
A. & H. Association, has announced the FF teng ta 
following speakers will appear on the § the j 
association’s sales congress program B to may 
October 24, in Portland. : further 
Included are S. L. Herman vice pres § ships w 
dent board member and agency directol Ff ministy: 
of Time Insurance Co., Milwaukee fang me 
Wis.; Reginald Snyder, vice president B underst 
and, director of agencies, Old National ff can be , 
Insurance Co., Houston, Tex.; Henry . 
G. Sheehy, vice president, Pacific Coast Ur, 
department of Massachusetts Bonding In thi 
& Insurance; Carl A. Ernst, director 0! § sized th, 
the sickness and accident department! § eration ‘ 
North American Life & Casualty, and § ly atmo: 
John Gaule, assistant vice president, Mu- § not only 
tual of Omaha. the sup 
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Geo. W.Lane, Jr. Describes Claim Men’s 
Role In Health Ins. Public Relations 


French Lick, Indiana, September 22— 
The International Claim Association 
meeting today. heard President George 
WV. Lane, Jr., Metropolitan Life, describe 
how the claim administrator and the 
individual claim man can help create for 
the public a proper impression of insur- 
ance industry. 

Mr. Lane emphasized the importance 
of good public relations, particularly with 
expanding health insurance coverages. 
He also urged claim men take active part 
in the Health Insurance Council’s efforts 


to promote the best working relation- 
ships with doctors and hospital admin- 
istrators. He declared: 

“The tremendous increase in the num- 
ber of people who have availed them- 
selves of health insurance is concrete 
evidence of how the general public feels 
about taking care of its own social and 
economic needs. That the suppliers of 
the voluntary health insurance programs 
recognize their responsibilities to fur- 
nish the public with the best possible 
protection against the economic hazards 
of sickness and injury is evidenced by 
the phenomenal expansion of coverage 
which we have seen take place over the 
past 20 years. Company operations have 
expanded. Life companies have entered 
the accident and health field, both indi- 
vidual and Group, and A. & H. companies 
have taken new interest in the life field. 
Casualty companies have formed life 
affiliations and life companies have con- 
sidered casualty affiliations. 

“Within each field there have been 
changes. In life,” he explained, “there 
have been general policy revisions, new 
plans of insurance, special policies, grad- 
uated premiums and supplemental cov- 
erage for the insured’s wife and children, 
tomention a few. In A. & H. there have 
also been general policy revisions, a 
sharp increase in guaranteed renewable 
policies. Deductibles and coinsurance are 
in wide usage. Major medical and com- 
prehensive insurance have attained sig- 
nificant proportions. The differences be- 
tween individual and Group insurance 
have narrowed. 


Public Opinion and Claims 


“The increase in volume and the intro- 
duction of complicated types coverage 
present a constant challenge to claims 
administrators today. Pointing out that 
the public opinion of the business is 
determined not when the policy is is- 
sued but when a claim is made there- 
under and by the way promises therein 
are carried out,” Mr. Lane stressed to 
the claims men the need to be more 
and more alert to all changes and keep 
themselves and their staffs well trained 
and well schooled. “We must concen- 
trate all the more on proper, prompt, 
honest, and equitable payment of bene- 
fits to policyholders and_ beneficiaries.” 
Expanded programs, he declared, call for 
more careful observation of claim trends 
and experience, and alertness to abuses 
to avoid increased premium costs which 
tend to make the insurance unattractive 
to the individual. We must also continue 
to make every effort to strengthen and 
urther our present friendly relation- 
ships with the doctors and hospital ad- 
Ministrators and explore with them ways 
and means through which a common 
understanding of each other’s problems 
can be developed.” 


Urges Support of HIC Program 


In this connection, Mr. Lane. empha- 
sized that the success of the claim op- 
tration “depends entirely upon the friend- 
y atmosphere which can be created with 
hot only the insurance customer but with 
the suppliers of the services covered.” 





W. LANE, JR. 


GEORGE 


Continuing he pointed out that the 
Health Insurance Council, of which the 
International Claim Association is a 
member, is devoting practically all of 
its time to establish friendly relations 
with the medical profession and the hos- 
pital administrators. 

Claim men, he said, are part of that 
program. “Everything we do in our 
everyday effort in the administration 
of claims can bring credit to the insur- 
ance industry or it can raise doubts in 
the minds of some as to our sincerity 
of purpose. While it is true that the 
general public are the true purchasers of 
our products, we must not overlook the 
fact that their opinion of our products 
can be seriously influenced by the at- 
tending physician or the hospital admin- 
istrator. I know in the minds of a 
great many of us there is the constant 
fear that a large number of individuals 
is taking advantage of this new pro- 
gram and for that reason everyone is 
looked upon with some suspicion. We 


must carefully guard against ‘this. I 


think it might be well for all of us to, 


keep in mind the philosophy that an 
individual is innocent until he is proven 
guilty rather than assume an attitude of 
suspicion until the individual claim has 
been properly established beyond any 
and all doubt,” he advised. 

Mr. Lane reported on the efforts of 
Health Insurance Council to establish, 
in all 48 states, a committee of local 
claim representatives who will act as 
the liaison between local medical and 
hospital groups and HIC. He remarked: 
“This project constitutes a tremendous 
step in the right direction. It will give 
us the opportunity of meeting locally 
with hospital and medical groups and 
through this medium, we will be able to 
get over to the interested parties, the 
true story of health insurance. The 
program is well under way and my latest 


information on the subject is that, thus 
far, conimittees have been formed in vir- 
tually every state; more than 400 com- 
mitteemen have joined the operation and 
additional committees are in the organi- 
zational stage. 

“Right there in your own state,” Mr. 
Lane told the claim men, “the insurance 
industry will have an active committee 
working towards establishing a direct 
line of communication with local medi- 
cal and hospital authorities. You will 
be able to work through them on prob- 
lems that you might encounter and this 
same service will be offered to the local 
medical and hospital groups. When we 
reflect on this, we cannot help but say 
the industry has gone a long way in its 
attempt to cultivate good public rela- 
tions. There you have my assurance that 
trade associations that are actively en- 

(Continued on Page 42) 





AMA and Health Ins. People Learning 
To Work Together, Dr. L.M. Orr Says 


French Lick, Ind. Sept. 22—Speaking 
as a representative of the American 
Medical Association and its 170,000 mem- 
bers, Dr. Louis M. Orr, president-elect 
of that organization, told the Interna- 
tional Claim Association at the opening 
business session of its annual meeting 
here today that “the medical doctors 
of America realize the impact that health 
insurance has had on the financing of 
health services. We know that insurance 
companies are performing a _ valuable 
service to patients, hospitals and doctors, 
and that you are paying out an increas- 
ing amount of money each year to 
patients and physicians because of the 
growing role of voluntary health insur- 
ance.” 

Dr. Orr gave recognition to the for- 
mation of the Health Insurance Council, 
an outgrowth of joint efforts in the early 
and middle 1940s, initiated by segments 
of the American Medical Association in 
cooperation with health insurance lead- 
ers. He was glad to note that in the 
past several years the Council has main- 
tained liaison and contact with the AMA 
Council on Medical Service which, he 
said, has been available for liaison with 
practically all health insurance mechan- 





these policies. 
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Sales Aids Gladly Given 


So that our broker and agent friends can do a better job in offering 
the finest in disability income, hospital and surgical coverages, we will 
gladly supply you with modern sales leaflets and literature descriptive of 


Why not plan a direct mail campaign for the Income Security Plan, 
one of our most popular contracts, using the sales leaflet we will supply 
as an envelope stuffer? If interested, write or phone. 


JAMES R. GARRETT, INC. 


Manager, Eastern A. & H. Department 
NATIONAL CASUALTY COMPANY 
The Friendly, Service-with-a-Smile Brokers’ Office 


REctor 2-4567 


NEW YORK 38, N. Y. 








isms — both Blue Shield and private 
carriers. 

He also spoke of the recently added 
superstructure which includes liaison be- 
tween presidents and medical directors 
of insurance organizations and the board 
of trustees of AMA, and said: “While 
this may seem like a strange combina- 
tion of forces, I assure you it is not, 
for our ideas, ideals and philosophies 
are not strangers at all.” 


Frank Comment on Unreasonable Claims 


Selecting as his theme, “No Claims on 
the Medical Profession,’ Dr. Orr ad- 
mitted that this title is not as true as 
he would like it to be. However, he said 
that the percentage of physicians who 
do not meet the ideal expressed by the 
title “is a modest one and is certainly 
one that can be corrected by proper 
professional attention plus sincere help 
from non-medical interests.” 

He was frank in saying that “sprinkled 
among the claims received by you men 
who devise, authorize and control claim 
forms and claim payments, may be some 
seemingly damaging or damning evi- 
dence against the medical profession. I 
do not wish to make excuses, alibis or 
coverups for exceedingly high or un- 
reasonable claims. We know they hurt 
us as a profession and we know they 
often hurt the ethical practitioner who 
has been, is now, and ever will be 
beyond reproach.” 

The speaker pleaded: “Please, do not 
cover us all with your condemnation. 
There are a goodly number of physicians 
whose good deeds are not brought to 
your attention’; there are thousands of 
physicians whose deeds above and be- 
yond the call of duty are seldom recog- 
nized Moreover, the good deeds 
people do rarely make interesting head- 
lines.” 

He deplored a situation where both 
sides blast away at each other unthink- 
ingly, to the detriment of both the med- 
ical profession and the insurance: indus- 
try. Obviously there is a need for a 
better understanding of each other’s 
problems, and to bring this about Dr. 
Orr offered.a few suggestions. For one 
thing, he felt that both groups should 
avoid snap judgments. “Make certain 
there is a valid grievance before letting 
off steam. If you feel you have a well 
founded grievance, then discuss it with 
the medical society in the area involved 
... If a fee is questioned, it may seem 
more reasonable when all the facts are 
in. 


Company Medical Director Can Play 
Key Role 


Dr. Orr then declared that the medica! 
director of an insurance company is: in 
a position to play a key role in reducing 


(Continued on Page 42) 
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Dr. L. M. Orr's Address 


(Continued from Page 41) 


misunderstandings which involve insur- 
ance and medicine. He observed: “First 
of all he can appraise a given situation 
as a physician and secondly he can be 
your best liaison in discussing problems 
with physicians, whether on a direct 
basis or through the medium of a com- 
mittee if indicated. 

“There is no doubt in my mind that 
if voluntary health insurance is going 
to continue to work properly and satis- 
factorily for patients, we in the medical 
profession and you in the health insur- 
ance industry must act like the partners 
we are in this field. 

“It is possible that all too often in the 
past we have waited until there was a 
problem or a musunderstanding before 
getting together. If we continue con- 
tacts such as this, and perhaps on a more 
frequent basis, it will provide a better 
climate for meeting problems head-on 
and coming up with equitable solutions 
more promptly.” 


Claim Form Simplification 


Further along Dr. Orr expressed ap- 
preciation for the yeoman _ service 
rendered by insurance companies in ac- 
complishing much simplification in the 
claim forms designed to secure medical 
data and opinions necessary in claims 
processing. He acknowledged _ the work 
of a special committee of the Health 
Insurance Council which produced these 
simplifications and in so doing conferred 
frequently with the committee on pre- 
payment medical and hospital service of 
the AMA Council on Medical Service. 
He remarked: 

“I was amazed to learn that through 
the efforts of the International Claim 
Association the following information 
was developed: (1) Insurance companies 
used 26 ways to ask for a diagnosis ; 
(2) 34 ways to inquire about a patient’s 
physical condition; (3) 36 ways to in- 
quire about treatment; (4) 42 ways to in- 
quire about prognosis, and (5) 18 ways 
to establish the identity of the insured.” 

In summation on this point the speak- 
er said: “The six simplified forms which 
were evolved are a vast improvement 
compared with the formidable forms in 
existence earlier.” 

Before closing Dr. Orr emphasized 
that “one of medicine’s challenges is to 
adhere to the principle of charging for 
professional services on a basis that 





Hear Joseph N. Welch 


The International Claim Association 
meeting in French Lick this week heard 


a talk on “The Informed Citizen” by 
Joseph N. Welch. Mr. Welch became 


nationally known through his television 
appearances. He was chief counsel for 
the Army in the Army-McCarthy hear- 
ings, which were televised, some years 
ago. He also has appeared on the Sun- 
day afternoon TV show, “Omnibus,” on 
which he interpreted a number of famous 
legal cases in history. Mr. Welch is a 
member of the Boston law firm of Hale 
& Dorr. 


E. J. FALKNER’S ADDRESS 


“Contemporary Problems Facing 
Health Care” was the topic of the ad- 
dress by Edwin J. Faulkner, president, 
Woodmen Life & Accident, at the Inter- 
national Claim Association annual meet- 
ing at French Lick, Ind. Mr. Faulkner, 
chairman-elect of the Health Insurance 
Council, is a former president of the 
Health Insurance Association of America. 


G. F. MONKS SOCIAL DIRECTOR 

George F. Monks, manager A. & S. 
claims division of New York Life, had 
charge of the social features of the Inter- 
national Claim Association meeting this 
week at French Lick. These events in- 
cluded a reception for Mrs. George F. 
Lane, wife of the ICA president, golf and 
putting tournament and a scenic tour. 





permits the health insurance industry 
to sell health insurance at a price that 
people can afford to pay. If we don’t, 
then we are going to lose the good will 
of the public, and if that happens, we 
will both be in serious trouble. 

“As partners, of sorts, we certainly 
must learn to work together and to have 
confidence in each other. We must also 
make every effort to show the public 
that health insurance cannot pay for 
every ill-considered and selfish desire 
of every insured person ... It must be 
the duty of medicine to continue its 
efforts, on the one hand, to define the 
qualifications for illness and disability, 
and on the other, to improve the con- 
science of medicine, always seeking the 
goal of ethical perfection in medical 
practice. If we in medicine take this 
approach, then there will be no claims on 
the medical profession.” 


20 IAAHU Committees, Their Tasks, 
Announced By Pres. Gail L. Shoup 


Gail L. Shoup, CLU. president of the 
International Association of A. & H. 
Underwriters has announced the compo- 
sition of 20 TAAHU committees. Major 
points in President Shoup’s program in- 
clude increased TAAHU activity in legis- 
lation, public relations, sales, education 
and membership. 

Following are the committees, their 
prime functions, with the chairmen and 
members listed in order. Legislation— 
Will prepare a_ booklet describing the 
weakness in socialism, citing experiences 
in Britain, Canada and the U. S. It 
will alert the public to the dangers of 
expanding Social Securitv and other 
“sivaways.” The committee will also 
attend to legislation in the various states 


and in Washington. 
E. H. O’Connor, Chicago; Lou 


York City; F. Kenneth Stoakes, Los Angeles; 
Frank Gabor, Miami, Fla.; Charles Rea, 
Toronto; Harry Seed, Vancouver, B. C.; E. J. 
Coffey, Portland, Ore., and Milton Rose, Los 
Angeles. 

Leading Producers 
J. W. Paull, Detroit; Oakley 
N. Y.; John Cottrell, Denver; 


Medill, New 


Round Table— 
Baskin, Buffalo, 
E. J. Coffey, 


Portland, Ore., and C. T. Tollefson, Fargo, 


N. D. 


Public Relations — Will assist with 
hospital and doctor relations and will 
work with the Health Insurance Insti- 
tute in distributing PR material and 
literature. The committee stands ready 
to assist local and state organizations in 
mapping programs that will gain favor- 
able public notice. 


Leonard H. McKinnon, Flint, Mich., chair- 
man; Earle R. Bennett, Tampa, Fla.; John G. 
Galloway, Birmingham, Ala.; Tom Callahan, 
Milwaukee, Wis.; Robert FE: Little, San Carlos, 
Calif.; Carl A. Ernst, Minneapolis, and Paul 
Raines, Des Moines. 


Recording Library—Committee coordi- 
nates tape recordings received from 
state and local association meetings. 

James A. Robb, St. Paul. Minn., and 
Bruce Gifford, TAAHU, Chicago. 

Publicity, Pulse Panel 

Publicity—This committee, which in- 
ciudes Wallace L. Clapp of this paper, 
aims to get favorable mention of IAAHU 
in press, radio and “TV. Several major 


promotions for the association are now 
being planned and all associations are 
urged to send complete reports to the 
Accident & Health Underwriter and 
other magazines in the trade press field. 

Harold Walters, Bloomington, Ill.; William W. 


Highfield, CLU, Indianapolis; Bruce Gifford, 
Chicago; Richard Plasschaert, Newark, N. J.; 
William Borgel, Cincinnati and Wallace L. 


Clapp, New York City. 

Program and Board Activities—A new 
committee to develop suggestions and 
formats for more vital meetings and 
association activities, it will study what 
is presently being done by associations 
throughout the country. A final report 
and list of recommendations will be 
prepared for the 1959 convention where 
a seminar will be scheduled to discuss 
the findings. 


Glenn Brooks, Dallas; Nat Robb, Raleigh, 
N. C.; Jay De Young, Oak Park, Ill.; Carl 
A. Ernst, Minneapolis, Minn.; John Cottrell, 
Denver; Charles Ray, Indianapolis; Richard 
Plasschaert, Newark, N. J., and James Robb, 
St. Paul, Minn. 


Pulse Panel—Another new committee, 
it will experiment with fact-finding on 
questions vital to A. & H. merchandising. 
Questionnaires will be sent to a panel 
of 50 leading A. & H. men whose names 
will be kept secret. Results will be com- 
piled and made available to associate 
company members, sustaining members 
and others interested in the association. 

Gibson Wright, Eau Claire, Wis.; Herman 
Hoskins, Charleston, W. Va.; Paul Klein, Kan- 
City and Bruce Gifford, Chicago. 


sas 
New Constitutions for State-Local Assns. 


Past President’s Advisory Council— 
Major project for this committee will be 
the drafting of a new constitution and 
by-laws for state and local associations. 
In other matters the council acts as a 
sounding board for new ideas and acts 
as advisor on public relations, legislation, 
etc. 

E. J. Coffey, 
Minneapolis, Minn.; 


Portland, Ore.; Carl A. Ernst, 
John G, Galloway, Birming- 


ham, Ala.; Earle R. Bennett, Tampa, Fla.; 
Leonard H,. McKinnon, Flint, Mich.; Charles 
Stumpf, Madison, Wis.; Tom Callahan, Mil- 
waukee, Wis., and William B. Cornett, Newark, 
N. J: 

Harold R. Gordon Memorial Award— 


Committee members are: 

John Burridge, Chicago; Frank Watt, Chicago; 
Irving G. Wessman, Chicago; Bruce Gifford, 
Chicago; Albert Wohlers, Chicago; Jay De 
Young, Oak Park, IIl., and Edward H. O’Connor, 
Chicago. 

Special Service Awards—The commit- 
tee will review the nominations submitted 
by state and local associations of indivi- 
duals who have given extraordinarally 
of their time, money or talent to help 
promote the welfare of the association 
and of the business. Recipients will be 
announced at the 1959 convention. 

Irving G. Wessman, Chicago; Albert Wohlers, 
Chicago; Bruce Gifford, Chicago; John Burridge, 
Chicago; Jay De Young, Oak Park, Ill.; Edward 
H, O’Connor, Chicago, and Frank Watt, Chicago. 

Memorial—Has charge of all arrange- 
ments for ceremony at the 1959 conven- 
tion to be conducted in memory of 
IAAHU members and industry leaders 
who have died during the year. 

Sig Bjornson, Moorhead, Minn.; Bruce Gif- 
ford and Judy Foreman, IAAHU, Chicago. 

1959 Convention—To plan gathering 
June 14-18 at French Lick, 

Robert W. Osler, David Denham, James Bar- 
bour, Charles Ray, W. H. Bull, Malcolm Dun- 
lap, W. M. Highfield and Spafford Orwig, all 
of Indianapolis and Bruce Gifford, Chicago. 

Education—Will work to improve edu- 
cational levels throughout the industry— 
will cooperate with DITC to promote the 
educational area of IAAHU. Studies will 
be undertaken this year for the i improve- 
ment of the course and extension into 
more advanced fields of underwriting. 

W. Harold Petersen, Indianapolis, chairman; 
E. H. Magnuson, Battle Creek, Mich.; John 
Galloway, Birmingham, Ala.; Leonard McKin- 
non Flint, Mich.; Howard Nevonen, Los An- 
geles; William Highfield, Indianapolis; FE. J. 
Coffey, Portland, Ore., and Lou Medill New 
York City. 

Membership Committees 


Associate Company Membership — A 


goal of 20 new associate company mem. 
bers has been set. 

John Cottrell, Denver; Bruce Gifford, Chicago, 
Emerson Davis, Dallas; Robert Little, San 
Carlos, Calif.; Nat Robb, Raleigh, N. C,; Her. 
man Hoskins Charleston, W, Va.; Paul Klein, 
Kansas City; Richard Dutwiler, Los Angeles 
and Carl A Ernst, Minneapolis, Minn, 

Sustaining Membership—A goal of 20 
new such members has also been set, 

E. J. Coffey, Portland, Ore., chairman; F, 
Kenneth Stoakes, Los Angeles; Webster Hurley, 
Philadelphia; Krank Gabor, Miami, Fla.; Earle 
Bennett, Tampa, Fla.; William Renish, Omaha, 
Neb.: Sig Bjornson, Moorhead, Minn., and 
Jay De Young, Oak Park, III. 

Membership — Extensive plans have 
been laid for a new approach to member- 
ship. Two vice presidents and the presi- 
dent-elect head this committee. One vice 
president will be in charge of the devel- 
opment of new associations. The other 
will head a sub-committee of A. & H, 
leaders who will work for growth within 


present existing associations. A 20% 
membership increase is the goal for the 
year. 

Oakley Baskin, Buffalo, N. Y.; F. Kenneth 
Stoakes, Los Angeles; Webster Hurley, Phila. 
delphia; John Forrest, Akron, O.; L. J. Lewis, 
Rockford, Hll.; W. Selden Steiger, Cleveland; 
William Renish, Omaha, Neb.; Glenn Brooks, 
Dallas; Paul Raines, Des Moines, Ia., and 


Harold Walters, 

Combination Agents—To attract indus- 
trial and combination agents. Committee 
will develop special articles for the 
“A. & H. Underwriter,” and work toward 
development of program ideas for state 
and local associations to make meetings 
more interesting for the industrial man. 


Bloomington, Ill. 


George E. Lehman, Newark, N. J.; Thorn 
W. Mock, Philadelphia; Bruce Gifford and 
J. W. Paull, Detroit. 


FOUR YEAR- OLD co. EXPANDS 
Hermitage Health & Life, Nashville, 


which was founded four years ago re- 
cently announced its first expansion. 
Clint C. Bradley, president, said the 
company has received a license to do 
business in Georgia. 

fieorge W. Lane Talk 

(Continued from Page 41) 
gaged in this endeavor are constantly 


aware of the problems that confront us 
and are doing everything that is humanly 
possible to create good will.” 


Treat Abuses Individually 


He stressed the importance of indi- 
vidual claim men being careful not to 
disturb this program. Mr. Lane _ recog- 
nized that the claim man will encounter 
situations which will cause him to raise 
his eyebrows but urged them not to allow 
isolated instances to influence _ their 
thinking. 

These isolated instances of abuse must 
be dealt with on an individual basis and 
not allowed to spill over into other areas. 
The individual claim man should do 
everything in his power to educate the 
uninformed. A word here and a word 
there, Mr. Lane suggested, can do most 
to correct the thinking of certain indi- 
viduals. 

Those of the public who look on policy 
benefits as “the pot of gold at the end 
of the rainbow,” he said, overlook the 
fact that any attempt to abuse the 
program can only mean disaster. Mr. 
Lane declared: “This is not a get-rich- 
quick scheme for the insurance compa 
nies, the subscribers or the providers 
of the medical services. . The medi- 
cal profession and the hospital groups 
today are economically much better 0 
through the advent of the voluntiy 
health program than they ever were 
fore, and while there may be some wh 
will be hard to convince, we must never 
stop trying. BF 

“The minute we do, we are, in effect, 
saying the voluntary system cannot 
work. We all know it can work and it 
is our responsibility to see that it does 
work, We must approach these problems 
with great caution and with great finesse 
There is no need to beat anyone into 
submission,” he concluded. 
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